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Florida Citrus Loss 
Estimated to Run 
Close to 100% 


American Of Newark Only Com- 
pany Writing Citrus Freeze 
Risk In State 


IT HAS $250,000 ISSUED 


. a oe At Orlando States 
Only Warm Weather Will 
Reveal Status 


By Hervey W. Laird 
far only estimates— 


Florida citrus from the 
of the fruit 


Estimates—so 
places losses to 
recent freeze at 75 to 100% 
still on the 
low temperatures got in 
Only a small proportion of the crop as 
a whole had been marketed. Full ex- 


trees when the persistent 


their work. 


tent of the losses cannot be known be- 
fore warm weather brings out all the 


damage. 

Only one stock fire insurance com- 
pany, the American of Newark, covered 
on the freeze risk. It authorized a 
total line of half a million dollars, with 
only about $250,000 issued. 

J. T. Branham of Orlando handled 
the business as special agent of the cit- 
rus crop insurance department of the 
American, placing through agents. He 
will make adjustments. The damage 
will run, he thinks, uncomfortably close 
to 100%, though eased up some by sal- 
vage of non-damaged product and ex- 
tent of previous shipments from groves 
covered. Tangerines were excluded some 
time before the freeze periods. The 
cold spell exceeded any in length and se- 
verity since the big disaster of 1895, 
when most of the trees were killed. This 
time tree damage has been nominal, ex- 
cept in a few scattered sections. 

From 1925 to 1934 serious freezes had 
passed up Florida, but some heavy losses 
came in 1937. These had “impressed cit- 
rus growers with the importance of pro- 
tecting their crops by insuring against 
this hazard,” advised Mr. Branham in 
literature to agents. “Since the Ameri- 
can is the only company offering these 
facilities to growers,” continued Mr. 
Branham, “you, as an agent for this 
company, are in position to offer your 
clients complete insuring service. 

Form A indemnifies the grower against 
direct loss by freezing up to the amount 
per box for which the crop is insured, 
but not to exceed the market value of 
the fruit. Form B is a protection for 
the packers and marketing agencies to 
Inaintain organization in the event the 


(Continued on Page 24) 
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|He that will not 


When he would 
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HAT sound advice today 

are these words of wisdom 
issued four hundred years ago 
by this famous English drama- 
when he may, tist. How apropos they are in 
describing the people who wait 
until after a disaster before 


—he shall have 
nay. thinking of insurance and then 


John Mepienl finding out it is too late. Mod- 


1497-1580 ern insurance agents can use 


this advice to good advantage 


nating property owner. 
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A Little Salvage 


The insured under this policy was the son of a successful 
and well-to-do Kansas man who had accumulated a considerable 
estate and owned a large portion of the stock in a growing 
business. After the father’s death the insured took over his 
duties and made a good salary. 
it became necessary for the son to surrender most 


But, owing to adverse business 


conditions, 
of his other insurance. 


Almost exactly a year after the issuance of this policy the 
insured was killed in an automobile accident. At the time of 
his death this policy represented the only assets left in his 


estate. His mother’s estate also was exhausted. 


Of the $7,000 insurance in this policy, $6,000 was left 
under an option to pay his mother $36.36 each month for the 
remainder of her lifetime. Upon settlement of this claim, 
giving his mother this small life income, she is grateful for the 


foresight shown in the salvage of this one policy 


There is a great deal of difference between a small guaran- 


teed income and no inceme at all. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


WILLIAM H. KINGSLEY 
Chairman of the Board 


INDEPENDENCE SQUARE, PHILADELPHIA 





when dealing with a procrasti- | 











$3.00 a Year; 25c. per Copy 








A. M. Best Tells TNEC 


Failures Were Due to 
Poor Investments 


Bad Judgment In Handling Funds 
Not Dishonesty On Part 
Of Executives 


ANALYZES SOME FAILURES 


Life Insurance Assets Set Extraor- 
dinary Record of Small Loss 
To Policyholders 


Alfred M. Best, 
on insurance companies, 


publisher of reports 
including one 
called “Best’s Recommended Life Insur- 


ance Companies,” and also publisher of 


insurance appeared before 
TNEC 


examined by 


newspapers, 
Thursday of last week and was 
Gerhard Gesell. He said 
he had been in the publishing business 
forty years. The principal examination 
was relative to failure of life insurance 
companies which had taken place in the 
period since 1930. He 
nineteen such failures which involved the 
apparent initial loss to policyholders of 
$1,000,000 or more. He was asked about 
a memorandum he had prepared entitled 
“Policyholders’ Losses and Life Com- 
pany Failures, Period January 1, 1930, 
to January 1, 1940.” He also discussed 
the lien and reinsurance situation. 

Mr. Best estimated that the failures 
of the nineteen companies indicated an 
initial loss to policyholders of $130,000,- 
000. The companies had gross life re- 
serves of $352,000,000. Comparing the 
losses sustained by policyholders because 
of company failures with losses which 
took place in investment trust proper- 
ties, Mr. Henderson said the record was 
extraordinary as far as the integrity of 
insurance assets are concerned. 


said there were 


Reinsurance 
Mr. Gesell asked if it were not true 
that the reinsurance arrangement of tak- 
ing Over a company is a much cheaper 
way of acquiring business than building 
it up through an agency. 


Mr. Best: Yes. I was just about to say 
that it was the principal reason for taking on 
the business in that way. And, of course, it 


is not as risky for the reinsurance as it might 
look if the revaluation of assets is done on 4 
sound basis. For what net liability the rein- 
surer assumes, it gets adequate assets 

Leon Henderson: What risk does the com- 
pany take? It takes the risk, maybe, on the 
decline in the value of the assets representing 
the reserve? 

Mr. Best: Yes, that is true, just 
be of any asset that it purchased 

Mr. Henderson: But in general it takes over 
these policy contracts and runs them right in 
with the rest of its business? 

Mr. Best: Well, usually, there is a separate 
account kept for the benefit of the policyholders 
in the old company. There is a little addi 
tional accounting cost involved in that. 

Mr. Henderson: What do they do about the 
agents? 

Mr. Best: Well, if the agents are in a ter 
ritory where the assuming company can mak« 
use of them they like to hold them, particu 
larly if the agent has a fairly good record of 
production. 


as it would 


Review Failures 
The first company about which ques- 
tions were asked was the Home Life 
of Little Rock, Ark., which failed in 
(Continued on Page WO) 
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THE MOST COMMON 


FORM OF 


—and what you should know about it 


ASTRIC CANCER—STOMACH CAN- 

J cER—is the most common form 
that cancer takes. And it causes the 
largest number of cancer fatalities. 

But... today many sufferers are 
being relieved by improved treat- 
ment and operative technique. With 
greater frequency, cases are being 
recognized and treated early, with 
more promise of success. 

There’s the crux of the matter — 
catch stomach cancer early. For, when 
cases are recognized early enough for 
proper treatment, the chances of cure 
are distinctly increased. 

What can you do about it? Don’t 
delay letting your doctor know about 
any symptoms that might mean the 
beginning of stomach cancer. The 
symptoms are sometimes vague, but 
usually definite. Here are some to 
look out for: 


Persistent lack of appetite; 
unexplained, persistent in- 
digestion, coming on rather 
abruptly and aggravated by 
meals, particularly meat; 
feeling of pain or soreness 
after eating. 

These signs may not mean that you 

have stomach cancer. But they do 


mean you should see your doctor 


ANCER 







right away. And if he has reason to 
suspect cancer, he may recommend 
a systematic search for the disease by 
X-ray, the flexible gastroscope (a 
modern telescopic instrument that 
“looks around corners” of the stom- 
ach), and other up-to-date methods. 
The experienced X-ray specialist 
usually can recognize cancer of the 
stomach with accuracy and dispatch. 

Remember, there are few diseases 
in which early diagnosis and proper 
treatment are of such vital impor- 
tance as dn gastric cancer. Your 
chances of cure are much better when 
you act promptly. And when today’s 
improved, expert gastric surgery 
comes to your aid, it is remarkable 
how quick and complete recovery 
may be, provided the disease has not 
had time to spread. 


For further information about can- 





cer, send for Metropolitan’s free 
booklet, “A Message of Hope.” 





SOPYRIGHT 1940-——METROPOLITAN LIFE INSURANCE CO 


Metropolitan Life 


Insurance Company 


(A MUTUAL COMPANY) s% 


/ 
‘ 





Frederick H. Ecker, 
CHAIRMAN OF THE BOARD 
Leroy A. Lincoin, 
PRESIDENT 
1 MADISON AVENUE, New York, N. Y. 
Metropolitan Life Insurance Company 
1 Madison Avenue, New York, Dept. 8340-U 
Please send me a copy of your booklet, 
“A Message of Hope.” 


Name 





Street 





City__ F State 














March 8, 1949 








The advertisement shown above is scheduled to appear in 
the following magazines: Saturday Evening Post, Febru- 
ary 17; Collier's, February 24; Time Magazine, February 
26; Atlantic Monthly, March; Harper's Magazine, March; 


tation for women appears in: American Magazine, March; 
Parents’ Magazine, March; Redbook, March; Woman's 
Home Companion, March; Ladies’ Home Journal, March; 
McCall's Magazine, March; Good Housekeeping, March; 











National Geographic Magazine, March. A special adap- 


Hygeia, March. 


The total circulation of these magazines is more than 22,500,000. 
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Beebe Tells ITNEC of Part Played By 


Life Cos. In 


When the Chicago, Rock Island & Pa- 
cific Railway Co. filed a petition in bank- 
ruptcy in June, 1933, the various parties 
interested in that property had little 
conception of the multitude of problems 
which would have to be dealt with in 
the subsequent reorganization proceed- 
ings. The Rock Island System operates 
over 8,000 miles of road in fourteen 
states west of the Mississippi, extend- 
ing from South Dakota to Texas and 
as far west as Colorado, Its properties 
were capitalized at approximately $500,- 
(00,000, and of the $300,000,000 of debt a 
very substantial proportion was owned 
by the life insurance companies and 
savings banks throughout the country. 

It is a general belief in the financial 
world that the course of the bankruptcy 
proceedings was more involved and com- 
plex than any other bankruptcy pro- 
ceedings pending in the courts during 
the past decade. The reorganization of 
this property has involved not only a 
great deal of litigation but also necessi- 
tated the creditors taking an active part 
in rehabilitating the road. On account 
of the many complicated problems in- 
volved in the Rock Island’s reorganiza- 
tion it was selected by the TNEC last 
week as an example to illustrate the 
character of the work in which the life 
insurance companies have been called 
upon to engage in order to protect the 
interest of their policyholders. The life 
insurance companies and the savings 
banks have been very active in the work 
which has been carried on since 1933 in 
the reorganization and rehabilitation of 
this property. 

Examine Dwight S. Beebe 

One of the principal life insurance 
company executives identified with the 
reorganization of the Rock Island prop- 
erty has been Dwight S. Beebe, vice- 
president and financial manager, Mutual 
Life of New York. He is chairman of 
the Bondholders Protective Committee 
for the First and Refunding Mortgage 
4% Bonds and Secured 444% Bonds, 
which is the largest creditor interest 
involved in these proceedings. Person- 
ally, he has spent much time during the 
past six years in work devoted to the 
reorganization of this property, including 
matters of litigation, inspection of the 
properties, and numerous consultations 
with the trustees and executives of the 
road and the representatives of other 
creditor interests. 

At the TNEC hearings last week Mr. 
Beebe was asked by Gerhard Gesell, 
chief examiner of SEC: “Will you not 
tell the committee something about the 
work that was done by insurance com- 
panies in handling the receivershin of 
the Rock Island Railroad, a road in 
which many insurance companies had an 
investment, in order that the committee 
might get some idea of what is done in 
the case of a security which goes into 
default and which is held by insurance 
companies. 

Representatives of Eleven Life 
Companies Meet 

Mr. Beebe said that he would be glad 
to - so. In June, 1933, Mr. Beebe 
said the Rock Island filed a petition in 
bankruptcy and shortly thereafter he 
invited the senior financial officers of 
eleven of the life insurance companies, 
which were the largest institutional in- 
vestors in the obligations of the Rock 
Island, to meet with him in order to dis- 
cuss what steps should be taken to pro- 
tect their interests in the property. 

\t that meeting it was decided that 


it was advisable and necessary to con- 
sider the formation of bondholders’ com- 
mittees to represent at least the most 
important bond issues on the property. 
It was also the consensus of opinion that 
these committees should be composed in 
the main of representatives of the prin- 
cipal investors in the road rather than 
of representatives of bankers, as had 
been the custom in years gone by. 
Among the groups which the officers 
of the life insurance companies thought 
should be formed was one to represent 
the First and Refunding 4% Bonds and 
Secured 44% Bonds of which Mr. 
Beebe was elected chairman in due 
course. The late Leon Fisher, vice-pres- 
ident of the Equitable Society, was elect- 
ed chairman of a committee for the 
General Mortgage bonds, and Alfred 
Meyers, treasurer, New York Life, was 
elected to head a committee for the 
Burlington, Cedar Rapids & Northern 
bonds. 

Mr. Beebe explained that the commit- 
tee of which he was chairman was to 
represent the holder of the largest issues 
of bonds in the system, aggregating 
$144,000,000, exclusive of pledged bonds. 
He added that his committee had re- 
ceived excellent support from bondhold- 
ers of the issues which they represented, 
because more than 50% of the outstand- 
ing bonds of each issue were deposited 
with the committee’s depositories by 
more than 5,000 depositors scattered 
throughout the United States and some 
bondholders in Europe. 


Sees I. C. C. 


Mr. Beebe explained to TNEC that 
there were four life insurance company 
executives, including himself, designated 
as members of his committee and one 
representative of the savings banks. He 
also stated that in order to secure rep- 
resentation on his committee for the in- 
dividual bondholder, he invited Speyer & 
Co. to designate a member, because this 
investment firm had been responsible in 
past years for selling more bonds of the 
First and Refunding issue to individuals 
than any other banking house, accord- 
ing to the records. Furthermore, Mr. 
3eebe testified: “In order to have a 
representative for the individuals who 
left their bonds with trust companies, 
we canvassed the holdings of the large 
trust companies in New York City and 
Chicago and we decided that we should 
invite the Guaranty Trust Co. to desig- 
nate a representative on our committee, 
and that was the way we made up the 
membership of our committee. There 
were four life insurance representatives, 
one from the savings banks and two rep- 
ag ate the individual bondholders.” 

Following that decision as to the mem- 
bership of the committee, Mr. seebe 
went to Washington, D. C., in order to 
inform Commissioner Mahaffie and Di- 
rector Sweet of the Interstate Commerce 
Commission of the intention to form a 
committee to represent the First and 
Refunding 4% Bonds and Secured 44% 
Bonds. According to Mr. Beebe, no ob- 
jection was raised by the members of 
the Commission to this proposal. 

Mr. Beebe then explained that after 
the committee had been formally organ- 
ized and deposits solicited, the next im- 
portant objective was to ascertain the 
condition of the railroad, both physically 
and financially, in order to take any 
steps which seemed necessary to provide 
for its rehabilitation, so that it could be 
reorganized as promptly as possible. In 
order to obtain the necessary informa- 





| Committee Chairman | 








BEEBE 


DWIGHT S. 


tion, the committee finally concluded 
that it would be necessary to go to court 
and ask for the appointment of Rail- 
road Trustees in order to overcome the 
debtor’s control over such matters. This 
action by Mr. Beebe’s committee, he re- 
ported, was supported by the other cred- 
itor interests, and in the latter part of 
1933 the court did appoint three Rail- 
road Trustees: Governor Frank O. Low- 
den, Joseph B. Fleming and James E. 
Gorman, president of the Chicago, Rock 
Island & Pacific. That ended what was 
really, in Mr. Beebe’s opinion, the first 
phase of the committee’s work in this 
reorganization proceedings. This was 
before the maturity of the First and 
Refunding Bonds, which took place on 
April 1, 1934. 

Decide to Strengthen Management 

Mr. Beebe described the second phase 
of his committee’s work as covering the 
period 1935 to 1937. In the forepart of 
this period his committee reached the 
definite conclusion that the Pawan re- 
sults of the Rock Island indicated that 
it would probably be necessary to 
strengthen the management. 

“We never realized that this problem 
faced us in the first instance, but the 
operating results were so out of line 
with those of other carriers in that re- 
gion that we were convinced that we had 
a serious problem before us, and that 
problem was to strengthen the manage- 
ment,” Mr. Beebe told the TNEC. “Our 
committee was not alone in reaching this 
decision, and it was rather an unanimous 
opinion which developed gradually in all 
the committees that something must be 
done to improve thé operating results of 
the Rock Island.” 

A very interesting development fol- 
lowed this general decision. The chair- 
men of all the other creditor committees 
—committees for other creditor groups 
having been formed in the meantime— 
accepted Mr. Beebe’s request to consid- 
er what should be done to solve this 
problem, and at this meeting the chair- 
men appointed a sub-committee of three, 
with Mr. Beebe as chairman, to confer 


ock Island Reorganization 


with the Railroad Trustees. The other 
two members of this committee were 
Leon Fisher of the Equitable Society, 
who was chairman of the General Mort- 
gage committee, and Philip Benson, 
president of the Dime Savings Bank of 
Brooklyn, who was chairman of the 
Equipment Trust committee. 
How Field of R. R. Executive Talent 
Was Surveyed 


This sub-committee of three then had 
a meeting with the Railroad Trustees, 
discussed the problem, and decided that 
immediate action was necessarv in order 
to bring to the property experienced 
railroad men who could take complete 
charge of the operations under Mr. Gor- 
man’s general supervision. However, it 
was not known exactly how to proceed 
in the selection of such a person, be- 
cause none of the members of the sub- 
committee nor of the Railroad Trustees 
had ever been confronted with the prob- 
lem of selecting a man qualified to be 
chief executive of a railroad. However, 
a program of procedure was agreed upon 
which happened to work out splendidly. 
It was agreed that the trustees should 
appoint one of their members to serve 
on a sub-committee of two, that the 
chairmen of all the bondholders’ groups 
would be requested to designate the 
other member, and that these two men 
should then proceed to canvass the field 
and recommend a candidate who, they 
felt, best qualified to fill the position of 
chief executive officer of the Rock Isl- 
and System. 

This program being satisfactory to all 
the parties, Mr. Beebe was selected by 
the chairmen of the bondholders’ com- 
mittees to represent them, and Joseph 
B. Fleming was designated by the Rail- 
road Trustees. This special committee 
of two then requested each one of the 
bondholders’ committees to submit a list 
of names which it desired to have con- 
sidered. Likewise Mr. Gorman, although 
he was also one of the trustees, was 
requested to submit a list of names to 
be considered. After assembling the 
suggestions from all the various creditor 
groups, the committee of two found that 
it had a list which contained about nine- 
teen or twenty names of the senior vice- 
presidents of western roads who should 
be familiar with the operating conditions 
on the Rock Island. 

Pick E. M. Durham as President 


Mr. Beebe and Mr. Fleming were then 
faced with the task of how to determine 
the best qualified executive for the job 
from this list, in order to make a rec- 
ommendation to all the interested parties. 
Mr. Beebe explained that he and Mr. 
Fleming decided upon a panel or jury 
composed of prominent railroad presi- 
dents and bank officials in order to ob- 
tain an unbiased and frank opinion as 
to the best qualified candidate for the 
job. On this panel were Hale Holden, 
chairman of the board, Soutliern Pa- 
cific; Ralph Budd, president, Chicago, 
Burlington & Quincy; Lawrence Downs, 
president, Illinois Central; Fred William- 
son, president, New York Central; E. E. 
Brown, president, First National Bank 
of Chicago, and Jackson Reynolds, pres- 
ident, First National Bank of New York. 

Mr. Beebe and Mr. Fleming then made 
ae oe calls on each member of this 
panel and asked them to select from the 
list of names their first, second and third 
preferences. After all members of the 
panel had been interviewed, their col- 
lective opinion indicated an overwhelm- 


(Continued on Page 8) 
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.Howe’s Net Cost Data 
Makes Some Cos. Angry 


FACTORS WORKED AGAINST THEM 


SEC Fimancial Adviser Also Finds 

Fault With Auditing Methods in 

Figuring Contingency Reserves 

Ernest J. Howe, chief financial ad- 
viser, insurance section, SEC, con- 
cluded the insurance testimony before 
TNEC last week, speaking all of 
Thursday afternoon and Friday ses- 
sions. Theme of his testimony Thurs- 
day was net cost, and the publication 
in some Friday morning newspapers ot 
a comparative net cost table, with 
names of individual companies, as given 
in his testimony, caused considerable 
excitement among general agents, agents 
and company executives who saw the 
table, and resentment on part of com- 
panies whose net cost was quoted as 
high, these companies commenting caus- 
tically as to the circumstances under 
which the net cost figures were com- 
piled, saying certain factors were not 
taken into consideration. They thought 
the data might be used unfairly in com- 
petition. 

Independent Auditors 

While discussing reserves later in his 
testimony Mr. Howe was asked whether 
companies had help from reports of in- 
dependent auditors. He said in part: 

That is an interesting subject. Of the twenty- 
six companies whose figures are considered in 
this book (his report), thirteen have auditing 
firms come into their offices. Of those, some 
merely check the cash and the bonds and mort- 
gages and pay no attention whatsoever to the 
liabilities. In other cases the auditors corre- 
spond with the State Insurance Departments, 
and judging from their certificates obtain a cer- 
tificate from the State Department saying that 
the liability reserves are all right. They also get 
a certificate from the actuarial department of 
the re spective companies. 4 

When it comes to income accounts, in gen- 
eral, the auditors don’t bother with that. They 
simply concern themselves cither with the assets 
alone or with the assets and liabilities. Some- 
times they do go into the income and disburse- 
ment account, but very seldom into the true 
income account for the business. 

The result is that these contingency reserves 
which are all right on the balance sheet don’t 
bother them because it is in the income end of 
the statement that they commence to cause their 
trouble. 

Mr. Howe discussed at length audit- 
ing results with different companies, 
mentioning names of independent audi- 
tors. Next, he discussed operating re- 
sults of companies, methods of dividends, 
ration of earnings, allocation of cost, 
contingency reserves, benefits, disability 
insurance, Single Premium policies, and 
other subjects. He also went into the 
subject of Annuity insurance and An- 
nuitants’ Table. 

Upon leaving the 


room Senator 





Yetka Turned Down SEC 


Commissioner Frank Yetka of Min- 
nesota has refused to fill out the 
questionnaire sent to Insurance De- 
partments by SEC in TNEC inquiry. 
He said it would take too much time 
to fill it out; and too many questions 
for the Department to answer. Any- 
way, the State Departments had not 
been taken into confidence by SEC 
or TNEC; was not being furnished 
with information. He concluded by 
registering his resentment that Howe 
investment report on twenty-six life 
companies had not been sent to him. 
He thought Minnesota Department 
was being penalized by SEC because 
it had not filled the questionnaire. 

Latest Department to fill out ques- 
tionnaire sent to commissioners is 
Pennsylvania. 











AGENTS LETTERS TO SEC 





Characteristic Ones to Be Picked by 
Subcommittee of TNEC to 
Go Into Record 

Commissioner Leon Henderson of 
SEC told Senator O’Mahoney of TNEC 
that SEC has received 2,000 letters from 
agents of whom “only five wrote sar- 
castically.” The Senator suggested that 
a few of them be presented to a sub- 
committee and those characteristic be 
put in the record of the committee. 

Henderson said that in the Armstrong 
investigation Charles E. Hughes rested 
very heavily in some instances on the 
full and complete statements of agents. 





Non-medical Broadened 
By Connecticut Mutual 


Because of its favorable experience in 
the field of non-medical life insurance, 
Connecticut Mutual has increased the 
amounts of life insurance which may be 
issued on that basis on both male and 
female lives, says Harold F. Larkin, vice- 
president. The company will now con- 
sider a maximum amount of $5,000 on a 
male and $3,000 on a female life in any 
twelve months’ period, these limits for- 
merly being $3,000 and $2,000 respec- 
tively. Mr. Larkin also announced that 
disability benefits may now be applied 
for by female applicants on the non- 
medical basis. 





O’Mahoney thanked Gerhard Gesell, 
SEC chief examiner, and his staff for 
their work. He said the facts had been 
splendidly marshalled and lucidly pre- 
sented to TNEC by Mr. Gesell and asso- 
ciates. 


Life Advertisers Hold 
Eastern Round Table 


DISCUSS PUBLIC RELATIONS 





Merryle Stanley Rukeyser, Clark R. 
Pace, Don Herold, Holgar John- 
son Guest Speakers 
The subject of public relations and 
insurance advertising was discussed by 
three men who are not in the life in- 
surance business before the meeting on 
Tuesday of the Eastern Round Table 
of the Life Advertisers Association. 
Following their remarks a summary 
from the company viewpoint was pre- 
sented by Holgar J. Johnson, president 
of the Institute of Life Insurance. Mr. 
Johnson told the advertising men: 
“Every time we can give the public 
some information which makes them 
have a better understanding of what 
they already own, we will make them a 

better prospect for more sales.” 

The three guest speakers were 
Merryle Stanley Rukeyser, economic 
commentator and editorial writer for the 
New York Journal & American and 
associated newspapers; Clark R. Pace, 
financial editor of Business Week, who 
has just completed a survey upon the 
life insurance business for his publica- 
tion; and Don Herold, advertising man, 
cartoonist and well known writer, who 
spoke as a policyholder. 

Chairman of the session was J. C. 
Slattery, agency secretary, Guardian 
Life. Karl Ljung, president of L.A.A., 
spoke briefly at the opening of the meet- 
ing. In introducing cartoonist-policy- 
holder Don Herold, Mr. Slattery said: 
“He has such a beautiful old age plan 
that he can hardly wait.” 

The afternoon session was given over 
to four round table groups led by Roy- 
den C. Berger, Connecticut Mutual; 
James M. Blake, Massachusetts Mutual; 
Earl R. Trangmar, Metropolitan, and 
Harry Richardson, Mutual Benefit. 





Comments of Speakers 


Commenting on the national fiscal 
policy, Mr. Rukeyser called upon life 
insurance executives to take their policy- 
holders into their confidence and make 
clear the bearing of political policies on 
family security. 

Mr. Pace, who has been close to the 
TNEC hearings in Washington, dis- 
cussed some of the developments which 
can be expected from that investigation. 
As a matter of public relations he sug- 
gested a two part program: immediate 
action to meet small criticism and a 
long range program to bear down on 
half truths and misinterpretations. He 
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declared: “The agent is the best defense 
against the TNEC.” 

Mr. Herold said that the only thing 
which scares him as a policyholder is 
that life insurance keeps silent. He be- 
lieves the companies could do more to 
keen their policyholders informed of 
current insurance trends. He says the 
only thing he gets from his five com- 
panies are premium notices, birthday 
cards and calendars. He commented: 
“You men have told me_ practically 
rothing about your product. People 
don’t know what you don’t tell them.” 
He did praise the Equitable Society 
for its annual report booklet entitled 
“Your Policy.” Mr. Herold is a sub- 
stantial policyholder. 

Holgar Johnson said the advertising 
men of the companies could help in 
the job of public relations by making 
home office employes better informed 
about life insurance through company 
house organs. Other spots where a good 
job can be done in reaching the public 
is through premium stuffers, annual re- 
ports and national advertising. Three 
tests of national advertising copy Mr. 
Johnson suggested are these: Does it 
tell the reader something about the in- 
surance he now owns, does he get the 
feeling it is a great business, does it 
build the agent in the mind of the 
policyholder ? 





Rukeyser Gives a Pat 
On the Back to Agents 


In his address before the Life Adver- 
tisers Association in New York City 
this week, Merryle Stanley Rukeyser, 
economic commentator, said in referring 


to criticism of life insurance selling 
methods: “This much at least can be 
said for life insurance agents: They 


delivered the goods. They sold the 
American people on the desirability of 
transferring part of their current in- 
come to pay towards contracts for dol- 
lars in the future for themselves and 
their families. Resistance to such sell- 
ing has developed because of the back- 
wardness of companies in using adver- 
tising to merchandise the life insurance 
agent. Progress will be made as agents 
are better selected, better trained, and 
as companies use advertising to impress 
the public that qualified underwriters 
are in position to render a useful con- 
sultant service, 

“Instead of the old hit and run sys- 
tem, advertising should be employed to 
sell the broad concepts of insurance, and 
the agent should thus be set free to con- 
centrate on fitting programs to the pe- 
culiar needs of individual prospects.” 
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——. 














March 8, 1940 










THE EASTERN 
| epenwRITER Sa 


—_ Se N 


Page 5 











Bernays Says Ads Must 
Be Opinion Managing 


PUBLIC RELATIONS DISCUSSED 








Mass Psychology Ceuncsier Tells Ad 
Men of Importance of Social 
Science Significance 





Profit, progress and possibly survival 
of American business under conditions 
of free competitive enterprise depend 
on the sound application of the social 
sciences to the human problems of busi- 
ness management, said Edward L. 
Bernays, leading public relations coun- 
selor, in a talk before the Insurance 
Advertising Conference at Hotel Bilt- 
more here last week. 

Technical developments through sci- 
ence and invention has been a dominant 
characteristic of American business. The 
development of the human relationships 
of business, based on the social sciences, 
has lagged. 

Efficient conduct of business in his 
opinion requires not only recourse to the 
physical sciences on which its technical 
progress is founded. Management must 
also use the social sciences as the basis 
for its human relations in production 
and also in sales and distribution. 

Knowledge of the social sciences has 
increased greatly in the last thirty years. 
This knowledge has been applied only 
to a very slight degree by business. 

Sales Fundamentals 

A basic human problem of business is 
sales. Profits of American business de- 
pend to a large extent on sales. 

Under our economic system, the speak- 
er said, sales result from highly com- 
petitive efforts of promotion and _ per- 
suasion. Sales are dependent on a good 
relationship between product and the 
attitudes and actions of its purchasing 
publics. 

As business grew, the need for per- 
suasion and adjustment to the market 
was satisfied by the creation of many 
tools for selling, media for promotion. 
Today these tools vie for the consumer’s 
attention and dollar in many fields of 
business. They use words and pictures 
—symbols of persuasion. 

Simultaneously techniques of measure- 
ment to analyze products, markets and 
media have developed. 

Correct Appraisment of All Factors 

Essential 

Despite this development of sales pro- 
motion, the solution to the problem of 
sales persuasion and measurement facing 
American business is more difficult and 
more necessary than ever. All manage- 
ment today faces the necessity of ap- 
praising the value of the man power, 
money and effort put behind the many 
tools for increasing sales. 

No infallible yardsticks have yet been 
devised (except ultimate success) to in- 
dicate whether the individual tools of 
promotion are doing a job relative to 
the sums of money spent on them. This 
is a headache to American management. 
Even success is no sure .judge of the 
effectiveness of present methods. Suc- 
cess may result despite poor promotion. 

Business continually searches for ways 

to measure promotion effectiveness. Pan- 
aceas are offered and fail. The business 
man has few guides for spending his 
promotional dollar. Management usually 
places its reliance on the tools it knows 
best or believes in—and hopes for the 
best, 
: The basic mistake of management has 
been to confuse certain tools for mould- 
ing public opinion and action with ef- 
lective strategy, planning and timing in 
the integrated use of all the tools avail- 
able. 

Management, influenced largely by 
the advertising agency, has considered 
the use of tools of promotion an end 
in itself. It has overlooked the necessity 
of working out a complete program of 
opinion management which relates tech- 
niques to the end to be accomplished, 
not only the conventional techniques, but 
many which it does not use at all. Busi- 
ness has failed to use in addition to and 
in complement with advertising (which 


(Continued on Page 10) 




















Lanigan Made Boston 
Manager Mutual Life 


PAUL S. BURNS TO RETIRE 





Francis B. Hill Gets Advancement; 
Lanigan Has Had Vermont and 
New Hampshire 





Mutual Life of New York has an- 
nounced appointment of Joseph A. Lani- 
gan as manager of its Boston office, 
effective April 1, when Manager Paul 
S. Burns of that office will retire under 
the company’s plan. 

Mr. Lanigan is now manager for Mu- 


“WE ARE TOGETHER” 


Commenting on the prompt payment 
of her late husband’s life insurance 
claim, one mother with four children 


said: 


“It is the one ray of sunshine in our 
trouble. The income has enabled me to 


keep our family together.” 





Then, a tribute of which every agent 
PAUL S. BURNS 
should be proud: tual Life at Manchester, N. H. His 


agency includes the states of Vermont 
and New Hampshire. He has been with 


66 ° the company since 1907 when he began 
I have your representative to thank as a clerk in the home office. He was 
: F > later employed successively as superin- 

for his very wise persistence. tendent of agents at Providence, super- 


vising assistant in the Mutual Life’s 
agency then located at 32 Liberty Street 
and agency organizer for the Cunning- 
ham agency in New York. In 1933 he 





JOSEPH A. LANIGAN 


was made manager at Manchester where 


" he had a fine record. 
| Mr. Lanigan will be succeeded at Man- 
Fil I chester by Francis B. Hill, formerly as- 
sociated with Portland, Me., newspapers. 


: He was engaged in personal production 

Susurauce ¥ Company of America in the field from 1982 to 1936 and was 

appointed agency organizer in 1935 at 

Home Office, NEWARK, N. J. Portland, which post he now holds. He 

has had unusual success in this capacity. 

Mr. Burns was first employed by Mu- 
(Continued on Next Page) 
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American College __ 
Surveys Study Field 


235 COLLEGES OFFER COURSES 
Growth in Life Courses Greatest; 
Last Year 18,249 Students 
Took 584 Courses 

The American College of Life Under- 
writers today announced completion ofa 
survey of insurance instruction in the 
colleges and universities of this country, 
the results of which have been pub- 
lished in the College’s Educational Re- 
search Bulletin No. 3 under the author- 
ship of Dr. David McCahan, dean, and 
Anna M. Kelly, statistician. 

The great extent to which insurance 
instruction has been developed in the 
United States is evident from the fact 
that 235 colleges and universities offered 
in 1938-39 a total of 584 courses, of 
which 157 were primarily intended for 
the general lay student. Enrollment fig- 
ures for 1938-39 were not reported for 
eighty-four courses but the combined en- 
rollment for the other five hundred 
totalled 18,249. This enrollment was dis- 
tributed among the various types ol 
courses as follows: 





Number Number 
o oO 


Types Courses Students 
General or Survey........-+++ 157 6,167 
Life and Related............+: 94 5,469 
Property, Casualty and Related 107 3,215 
Social Insurance .....-.--++++ 37 1,083 
Law (Professional Schools)... . 67 1,89 
CORORS cnc ceowess.corservcoaqnes 22 423 

TE ot cv bncedeeessaas 584 18,249 


The marked growth of education in in- 
surance during recent years is evident 
from the subjoined tabulation which 
presents the 
courses as to time of adoption: 

Number 
o 


Courses Per Cent 

1910 and before ........... 23 3.9 
eee 13 2.2 
gg) eee 48 8.2 
ae 45 7.7 
CN ene 92 15.8 
ene 81 13.9 
St ST pcineckicawenee 139 23.8 
fll” >= a 143 24.5 

WEE. Sateaavawaed ta 584 100.0 


One very significant fact disclosed by 
the survey is the relatively more rapid 
growth of special insurance courses in 
life insurance and related fields, attribu- 
table in large part to the influence of 
the CLU movement. Thus, it will be 
noted by reference to the table on num- 
ber of courses and their enrollment that 
approximately one-third (194 out of 584) 
of the courses, reporting thirty per cent 
(5, 469 out of 18,249) of the students were 
in this group. 





WOMEN ON N. Y. FUND 
Kathryn Ford and Helen Wolfsohn Ap- 


pointed as Insurance Representa- 
tives; Campaign Begins April 1 

Representing women in insurance, Mrs. 
Kathryn Ford, honorary president, In- 
surance Women of New York and direc- 
tor for Manhattan, New York City Fed- 
eration of Women’s Clubs, and Mrs. 
Helen Wolfsohn, president, League of 
Insurance Women, have accepted places 
in the newly organized Women’s Coun- 
cil of the Greater New York Fund. 

The Council, composed of more than 
90 well-known professional and business 
women, was formed this year to help 
in the annual campaign of the Fund, 
which will begin on April 1. In strength- 
ening the Fund campaign structure and 
broadening its support in the fields of 
business, industry and the professions, 
the Council will assist in the Fund’s 
appeal to business firms and employe 
groups in behalf of its 393 voluntary 
social welfare and health agencies. 





Cc. B. KNIGHT AGENCY REPORT 
The Charles B. Knight Agency, Inc., 
Union Central Life report total paid for 
Ganon for February, 1940, of $1,801,- 
110, as compared with $2,383,864 for 
February, 1939. The total paid for busi- 
ness for the first two months of 1940 
1s $3,606,110 as compared with $5,162,- 
665 for the first two months of 1939, 


distribution of the 584. 


GROUP MILLIONAIRES’ CLUB 


Equitable Society Producers Meet and 
Elect Officers; Joshua B. Glasser 
Is President 

As reported in The Eastern Under- 
writer February 23, Joshua B. Glasser, 
Lustgarten agency, Chicago, is president 
of the Equitable Society’s Group Mil- 
lionaires’ Club. New vice-president is 
Mark B. Higgins, assistant manager, the 
Woods agency, Pittsburgh. Other offi- 
cers of the club not previously announced 
are these: 

Six new members of the board of gov- 
ernors to serve for the next two years 
are Mr. Glasser, Supervisors Donelson 
M. Lake, Barber agency, Memphis; Ra- 
phael W. Pumpelly, Rosenstein agency, 
New York, and Mrs. Sarah B. Smith, 
Sweeney agency, Wheeling; also Edward 
W. Hoffmann, Carson agency, Milwau- 
kee, and John C. Ballentine, Kerber 
agency, Chicago. 

Hold-over members of the board, who 
will continue in office for one year, are 
Supervisors Irving A. Graham, Ott agen- 
cy, and J. Harold Machette, Wilson 
agency, New York; and J. Alan Maphis, 
3ethune agency, Washington, D. C.; also 
Will C. Burdette, Barber agency, Mem- 
phis, Tenn.; Edwin D. White, Casey 
agency, San Francisco, and Lawrence C. 
Woods, js the Woods agency. 

Five former presidents of the club are 
honorary governors. They are John M. 
Pfeil, the Woods agency; M. Lee AI- 
berts, Woody agency, Chicago; Cecil 
Frankel, general agent, Los Angeles; 
Norman C. Strong, Miner agency, New 
York, and Preston H. Williams, Hobbs 
agency, Chicago, who is immediate past 
president. 

EQUITABLE OF IOWA’S MONTH 

Equitable Life of Iowa reports that 
paid business in January totaled $3,201,- 


479. Leading all agents was Alex Van 
Zanten, Holland, Mich. The general 
agency of A. D. and M. R. Wallis, 


Philadelphia, topped the agencies for 


January. 


Advanced Underwriting 
Conference for C.L.U.’s 


STRICTLY FOR DISCUSSIONS 


New York Chapter, C. L. U. Meets 
Needs of Members Who Wish to 
Continue Their Studies 


The New York Chapter Chartered Life 
Underwriters took the first step to meet 
a demand on'the part of its members and 
to fill an obvious need when it scheduled 
a discussion class in advanced under- 
writing this month. The first session 
last Friday and the one scheduled for 
today at 225 Broadway are planned in 
conference fashion, the idea being that 
agents who have earned the C. L. U 
designation must keep up to date on 
their knowledge of life insurance and its 
application under changing’ circum- 
stances. Discussion leaders are James 
Elton Bragg, Meyer M. Goldstein, C. 
Lamont Post and Robert U. Redpath. 

These advanced underwriting confer- 
ences have been arranged, with J. Fred 
Speer, New York chapter executive vice- 
president as chairman, in response to a 
persistent demand from members who 
have obtained their C. L. U. degree but 
who do not wish to stop there. 

Not Lecture Course 

The C. L. U. wishes to have it under- 
stood that these sessions will not be for 
lectures, but rather discussion groups, 
where opportunity will be given every- 
body to ask questions or contribute their 
ideas. The series is a programming 
seminar. 

In the future a series of such confer- 
ences will be held on a number of sub- 
jects. The first subject for discussion 
will be the variety of problems found in 
selecting the proper and complete bene- 
ficiary clauses under the optional modes 
of settlement. The increasing emphasis 
placed on programming makes this sub- 
ject of paramount importance to every 
underwriter in the opinion of the C. L. 
U. management. 
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New York Round Table 
Dinner to Julian S. Myrick 


Julian S. Myrick, 
Life, 46 Cedar Street, 
years old. 


manager Mutual 
New York, is 60 
The event was celebrated a 
few nights ago at a dinner given in the 
Waldorf-Astoria Hotel by The Round 
Table, an organization of some of the 
leading general agents and managers of 
the city. E. W. Allen, Allen & Schmidt, 
New England Mutual, was toastmaster. 
Clancy D. Connell, general agent, 
dent Mutual, 
ner. Thirty-one 


Provi- 
was secretary of the din- 
were in attendance, 
From out of town came Major Alexander 
E. Patterson, vice-president, Penn Mu- 
tual, and Peter M. Fraser, vice-president, 
Connecticut Mutual. Guests of The 
Round Table for the occasion included 
Fred H. Rhodes, president, Berkshire 
Life; Vincent P. WwW hitsitt, general man- 
ager, Association § of Life Insurance 
Presidents; Nelson B. Hadley, former 
chief life insurance examiner, New York 
Insurance Department; Holgar J. John- 
son, president, Institute of Life Insur- 
ance, and Lawrence Baker, a Washing- 
tion De €. attorney who was counsel 
in some Washington matters for Na- 
tional Association of Life Underwriters. 
Mr. Rhodes was formerly a member of 
The Round Table as were Messrs. Pat- 
terson and Fraser. 

Among telegrams or letters received 
were from Lewis Douglas, president, 
Mutual Life; Lawrence Priddy and 
George A. Kederich, New York Life, 
both of whom are now in Florida; W. 
Howard Cox, president, Union Central; 
Paul F. Clark, vice-president, John 
Hancock; Roger B. Hull, managing di- 
rector, National Association; George E. 
Lackey, general agent, Massachusetts 
Mutual Life, Detroit; W. E. Barton, 
Union Central (a member of the dinner 
committee); S. S. Wolfson, Berkshire; 
William F. Atkinson, former general 
agent, Northwestern Mutual Life, Brook- 
lyn; Sheppard and Eugene Homans, 
Equitable Society. 

Toastmaster Allen paid a tribute to 
Mr. Myrick’s services to life insurance 
in general and called attention to the 
fact that he was father of the Life Un- 
derwriters Association of New York 
State, and has been past president of 
that organization as well as of the Na- 
tional Association and Life Underwriters 
Association of the City of New York. 
He said he had been one of the best 
fighters for life insurance on numerous 
occasions in Albany. His agency has 
put $694,628,000 of business on the books 
of the Mutual Life. Top year of the 
Myrick agency was 1929 when it paid 
for $47,000,000. 

Peter M. Fraser, who in his early 
career had worked for Mr. Myrick in 
the Mutual, gave reminiscences of his 
former boss. George A. Patton, vice- 
president, Mutual Life, in charge of pro- 
duction, also talked. Guest of honor 
thanked his friends for their good wishes 
and gave a brief history of The Round 
Table which was formed in 1921. He 
said it had done much in bringing in- 
surance men closer together and in hav- 
ing them stand fast for the highest 
standard of insurance and principles of 
trusteeship. 





Burns-Lanigan 


(Continued from Page 5) 
tual Life in its Boston office, where he 
has been ever since. That was in 1890 
and he began as an office boy under 
Colonel Charles A. Hopkins, succeeding 
in that capacity the late George K. Sar- 
gent, who was later to become the com- 
pany’s vice-president and manager of 
agencies. Twenty-four years later, in 
1914, Mr. Burns was appointed Boston 
manager, having served there successive- 
ly as clerk and superintendent of agents. 
He has been active in the affairs of the 
Boston Association of Life Underwrit- 
ers and is one of the Mutual Life’s 


most beloved and respected managers. 
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HIS YEAR The Mutual Life 
Insurance Company of New 


Y7 YEARS York celebrates its 97th Anniversary. 


The first policy in this long established 


OF LIFE INSURANCE Company was issued February 1, 1843. 


x Admitted assets on December 31, 1939 
SECU RITY ana SERVICE were $1,444,467,622, an increase of 
| $45,040,126 over 1938. 

—_ New imsurance for the year was 
$201,732,621 and the total insurance in force at the end of 1939 was $3,740,731,467. Payments in 
1939 to Policyholders and their Beneficiaries under their contracts, amounted to $134,155,356. 
The Trustees have set aside $17,784,266 for Dividends in 1940. 

















~ : ——{ BALANCE SHEET, DECEMBER 31, 1939 }} ———---x 
ADMITTED — LIABILITIES AND RESERVES 
‘er cent 


Cash in banks and offices .... 4.13 $59,641,609.07 


. + ~ > ic 5 . . . . . . . . . . . . . c . 
United States Government bonds . 25.49 368,128,484.30 Policy Reserves $1,254,159,089.00 


State, County and Municipal bonds 5.06 73,065,618.68 . ’ 

Canadian Government, Provincial Supplementary Contract Reserves .. . 94,865,027.38 
and Municipal bonds ..... 49 7,123,271.60 

Other Foreign Government bonds. -03 419,202.09 Other Policy Liabilities ........ 16,209,380. 10 


a en yo 219,400,612.12 


Public Utility bonds ....... 12.76 184,321,240.05 Premiums, Interest and Rents peid in ad- 


ledmenrial bomG@s. . . s «st ts 4.08 58,970,094.12 is 
Preferred and Guaranteed stocks . 1.04 14,946,025.00 eS eee a ee eee ef 4,299,590.63 
Mortgage Loans (at cost) .... 15.40 222,510,907.11 : Dakine 
Real Estate (at cost or less)... . 4.04 58,375,449.41 Miscellaneous Liabilities. ....... 2,536,949.32 
RNS a ce eck eree SRR 146,355,064.85 
Premiums in course of Collection ee, es 3,150,750.00 
and Reinsurance due from other 
CO 6% 3 20% @ & ees 1.09 15,782,881.05 : F _ Sage ; 
é in ama vor \ 
Interest and rents due and accrued .99 14,224,461.95 Set aside for Dividends in 194¢ 17, 784,266.42 
Cash advanced to pay policy claims .00 21,884.00 ee 
Estimated amount of deposits in Reserve for Future Deferred Dividends e 39,087.38 
suspended banks recoverable. . .00 40,853.39 
Collateral deposits as security for *Fund for General Contingencies and De- 
ag ee ee 00 59,500.00 preciation of Securities, Real Estate 
Real Estate taxes paid in advance . _—.08 1,080,463.54 Mortgages sad Real Exes; . =. - : 51,423,002,20 
Total Admitted Assets . . . 100.00 $1,444,467,622.33 Total Liabilities and Reserves . . $1,444,467,622.33 


*Established after transferring to this fund a special reserve of $1,550,000 which was included in’ Miscellaneous Liabilities” in the Company's balance sheet published as 


Bonds subject to amortization under the provisions of the New York Insurance Law were taken at their amortized, i. e., their book values. Non-amortized bonds and 
preferred stocks were taken at market values at December 31, 1939, published under the auspices of the National Association of Insurance Commissioners, 

Securities carried at $16,196,957.92 in the above statement are deposited with various governmental departments, or banks acting as depositaries, pursuant to insurance 
laws or insurance department authorizations; in addition securities carried at $673,200.00 are deposited with banks pending exchange for cash or other securities, 

» — ; — ~ —- - = ——-- -~« 
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Beebe on Rock Island R. R. 


(Continued from Page 3) 


ing preference for E. M. Durham, then 
vice-president of the Missouri Pacific 
Railroad. Consequently, Mr. Durham’s 
name was recommended to all the in- 
terested parties and the Railroad Trus- 
tees, and this recommendation received 
immediate and unanimous approval. 
However, another very important inter- 
est had to be satisfied with this selec- 
tion before an application could be made 
to the court for the appointment of Mr. 
Durham. 
Jesse Jones Endorses Selection 

The RFC was a substantial creditor 
and under the terms of its loan to the 
Rock Island, the road could not employ 
any new official receiving an annual com- 
pensation in excess of $4,800 unless ap- 
proval of the RFC was first obtained. 
Consequently, the Railroad Trustees pre- 
sented the proposed appointment of Mr. 
Durham to Jesse Jones, chairman of the 
RFC, shortly after the decision had been 
reached to tender Mr. Durham the po- 
sition. At a conference in New York 
the railroad trustees discussed their pro- 
posal with Mr. Jones. He acted imme- 
diately, consulting with his staff in 
Washington over the telephone, and also 
with two or three important railroad 
presidents. After satisfying himself re- 
garding Mr. Durham’s qualifications for 
the position he turned to the trustees 
and said: “Gentlemen, you have made a 
fine selection. I will go along with you 
100%.” 

With the approval of RFC and with 
the endorsement of the bondholders’ 
committees the Railroad Trustees filed 
a petition with the court for the appoint- 
ment of Mr. Durham. An order was 
entered immediately granting this au- 
thority. 

Another problem which occurred dur- 
ing this second phase was that in con- 
nection with the equipment debt. The 
road was short of cash, and therefore 
had been unable to pay off its maturing 
instalments of Equipment Trust Certifi- 
cates as they fell due. Hence it was 
important to clear up the default in the 
equipment issues as soon as possible, in 
order to protect the cash resources of 
the road. As chairman of his commit- 
tee Mr. Beebe spent a great deal of time 
negotiating a refunding plan with Mr. 
Benson, chairman of the Equipment 
committee and the Railroad Trustees, 
which might cure this default. 

“We were trying to work out a plan 
where we could refund all the equipment 
issues and clean up past-due principal 
instalments by setting up a refunding 
issue that would lower the interest rate, 
which on the old issues averaged about 
4.6%,” said Mr. Beebe. “We set up the 
refunding issue and reduced the interest 
to about 3%4%.” 


Deep Study of Reorganization Plans 


Another important matter which was 
initiated during the second phase of the 
committee’s work, was to start studies 
to determine the amount of rehabilita- 
tion required on the property, and to 
determine what abandonments, if any, 
should be made before a plan of reor- 
ganization was proposed. In order to 
expedite work in this direction, Mr. 
3eebe met with Mr. Durham, chief 
executive officer, and members of his 
staff for a discussion of these particu- 
lar problems. The future problem of 
the Rock Island was discussed in detail, 
its economic position, and the trend of 
business in the territory served, Mr. 
3eebe’s personal objective being to press 
the management to indicate as soon as 
possible what mileage should be em- 
braced within the new reorganized com- 
pany and what the capital needs would 
be in order to safe-guard the competi- 
tive position of the road and its oper- 
ating efficiency after reorganization. 

Amazingly Successful Results 

Although Mr. Durham had only been 
on the road for about one year, the 
new management was beginning to show 
amazing results. Mr. Durham had made 
much progress in strengthening the or- 


ganization underneath him. One of his 
first steps was to employ J. D. Farring- 
ton from the Forth Worth and Denver 
City as chief operating officer. He ap- 
pointed M. B. MacPartland (now de- 
ceased) from the Western Pacific to be 
superintendent of motive power. As 
general manager, he engaged C. J. 
Brown from the Missouri-Pacific. And, 
throughout the entire organization he 
made changes which have revivified the 
entire personnel. 
Mr. Beebe’s Personal Inspection of Road 

Asked by Mr. Gesell what he meant 
when he said he had discussed “abandon- 
ments” with the new president, Mr. 
Beebe said that he would illustrate. 
There were a great many miles of light 
density branch lines which were siphon- 
ing away the cash of the system, and 
the committee felt that the management 
should endeavor to see whether aban- 
donments could not be pushed in order 
to eliminate some of the operating 
deficits on these light density branches. 

At this point Mr. Gesell asked Mr. 
Beebe if he had inspected the railroad 
himself. Mr. Beebe replied that last 
October he had covered 2,400 miles by 
daylight in the cab of one of their new 
Diesel-electric locomotives. He went on 
to say that in the plan sponsored by 
the committee of which he is chairman: 
“We have a rehabilitation program or 
improvement program amounting to 
$22,000,000. We want to see how that 
money is being spent in grade revision 
work, on bridges, and making up de- 
ferred maintenance. * * * If you live 
with the problem, you can see the prob- 
lem and understand the points they 
bring up in their discussions, why they 
need money for this purpose and that 
purpose.” 

After Mr. Beebe had described, at 
some length, this inspection trip Mr. 
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President 


INDEPENDENCE SQUARE 


Gesell then requested the witness to 
mention briefly what the final results 
were in connection with the work of 
his committee and the filing of a plan. 


Segregation of Earnings by 
Mortgage Districts 


This, the third phase of the commit- 
tee’s work, included the preparation of 
a formula for the segregation of earn- 
ings by mortgage districts. Mr. Beebe 
also said: “We had to have a traffic 
study which would give us an idea of 
what the reasonable prospects in the 
future were for revenues on which you 
could make an estimate of future earn- 
ings and determine the size and char- 
acter of the capitalization. Then, we 
had also to go into the preparation or 
have the management prepare for us a 
statement of cash receipts and disburse- 
ments estimated for the next four years.” 
Continuing, Mr. Beebe added: “With 
these facts assembled, we constructed a 
plan, and that plan with all supporting 
documents was filed on July 20, 1938. 
Then I and my staff had to take the 
stand before the Commission and sup- 
port our Plan.” 

In the summer of 1939, the Interstate 
Commerce Commission Examiner’s re- 
port was released. Then Mr. Beebe’s 
committee and the other creditors, in- 
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cluding RFC, filed briefs on exceptions 
followed by answering briefs, after 
which the Interstate Commerce Com- 
mission held a final hearing and closed 
the record. The report of the ICC is 
now being awaited. 


Proctor Makes Prospect 
Commit Himself on Needs 


Robert Proctor, Life Insurance Sales 
Research Bureau, spoke on audits at the 
monthly dinner meeting of Boston chap- 
ter, Chartered Life Underwriters, Febru- 
ary 27. He emphasized the need, on first 
interview, of not making too many prom- 
ises but making the prospect commit 
himself as to his needs for life insur- 
ance. He showed, by citing sample 
cases, how a simplified form of program 
selling could apply to the prospect with 
$3,000 income or less. Mr. Proctor urged 
against spending too much time on the 
“just out of package sale group” by 
elaborate programming, but advocated 
setting up a simple program based on 
immediate coverages and place a goal 
for the prospect to attain. L. L. How- 
ard, advertising manager, Columbian Na- 
tional, is president of the Boston C. L. 
U. chapter. 


WINS JOHN HANCOCK TROPHY 

The President’s Trophy, awarded each 
year to the John Hancock district 
agency showing the highest excellence, 
has been awarded to the Youngstown, 
Ohio district under the management of 
George F. Burr. Selected for citation 
were the following districts: Allentown, 
Pa. Canton, Ohio; Detroit 1 and 2, 
Mich., Erie, Pa., Gary, Ind., Hacken- 
sack, N. J., Johnstown, Pa., Lawrence, 
Mass., New Britain, Conn., Oakland 1, 
Cal., Providence, R. I., Rockford, III, 
San Francisco 1, Cal., South Bend, Ind., 
Wilmington, Del., and Woonsocket, R. I. 





YOUNGMAN AGENCY BUSINESS 
Full-time production in the Arthur V. 
Youngman agency, Mutual Benefit, New 
York City, for February was $553,800 
on fifty-one lives and total production 
was $575,800 on fifty-five lives. Volume 
is 5% ahead of the agency’s quota of 
$550,000 for the month. I. William Brill 
was leading producer for the month 
with two cases of $205,000. Leader in 
paid-for applications was Carlton H. 
Gerdsen with 53% lives for $32,875. Total 
paid for in the first two months by the 
Youngtman agency is $1,342,650. 





DR. SCHILLING RETIRES 

After more than thirty-three years 
with Ohio State Life, Dr. C. E. Schilling 
has retired from active duty. He was 
an ortginal stockholder of the company 
and was its first medical director. He 
was made a director in 1908 and in 1922 
entered upon full time service with the 
company. For many years he was vice- 
president and a member of the execu- 
tive committee. He will remain a direc- 
tor and also serve as consulting medical 
director. 





WESTERN & SOUTHERN REPORT 


Western & Southern Life reports ad- 


mitted assets at end of last year $180,- 
895,054, reserve $147,530,783, capital and 
surplus $26,383,923, insurance in force 
$938,673,577. C. F. Williams is president. 
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Home Life of New York 
Report Asks Questions 


A FEATURE IN “HUMANIZING” 


Chairman Low and Agency Superintend- 
ent Worthington Plan That Every 
Assured Be Called Upon 
In presenting its eightieth annual re- 
port to policyholders Home Life of New 
York has added to its “humanizing” 
features another one, that of a set of 
questions and answers under the fol- 
lowing general headings: Bonds and 
stocks ; mortgage loans; real estate; gen- 
eral financial ; insurance-in-force—new 

business—surplus; general questions. 

Some questions, picked at random 
from each group, are these: 

How are the bonds and preferred stocks of 
the company valued? What percentage of the 
Home Life’s bonds are rated within the first 
five rating groups by one or more accepted 
bond rating services? What percentage of Home 
Life’s assets consists of bonds in default? In 
view of the government’s entry into the utility 
field through T. V. A. and other projects, are 
public utility bonds good investments? 

Does the investment in mortgage loans in- 
crease from year to year? How are mortgage 
loans selected? How much overdue interest on 
mortgages is included in the assets? 


Earned Interest Rate 

How much real estate does the company own, 
excluding the home office building? How is 
the value of real estate owned arrived at? Does 
the company own any farm property? 

What was the company’s earred interest rate 
in 1939? How were the funds invested in 1939, 
If interest rates continue to decline, will life 
insurance be safe? 

How did the new business written in 1939 
compare with 1938? Has the surplus of the 
company been maintained throughout the last 
ten years? Why does a life insurance com- 
pany have such large assets? 

This question is answered by explain- 
ing the level premium plan and the an- 
nually increasing premium plan and the 
accumulation of a reserve under the 
former. Other questions are: 

Why are my dividends less than they formerly 
were? How are the directors of the company 
chosen? If I borrow on my policy why do I 
have to pay interest on my own money? 

The answer to that follows: 

“The reserve held by the company for a 
life insurance policy is required to mature the 
contract. It must be invested by the company 
so aS to earn interest since the earned in- 
terest represents a large part of the annual in- 
crease in the reserve. The cash value, or re- 
serve, accumulated under the company’s con- 
tracts represents the major part of the com- 
pany’s invested assets. If, instead of permitting 
the company to invest the cash value of his 
policy elsewhere, the policyholder wishes to bor- 
row this cash value, it is essential that interest 
be collected at a rate sufficient to provide a 
return comparable with that which is being ob- 
tained on other investments, after covering the 
cost, on the average, of handling the loan and 
collecting the interest thereon. Only when the 
policyholder releases the company from liability 
under the policy does the value become his 
property.” 

Plan of Distribution 

All the questions and answers have 
been furnished to the agency force by 
William P. Worthington, superintendent 
ot agencies. Under the plan of distri- 
bution of this annual report all policy- 
holders residing within “interview dis- 
tance” of agencies will be called on by 
Home Life representatives. Their calls 
are preceded by a formal announcement 
from Ethelbert Ide Low, chairman of 
the board, who explains that “the rep- 
resentative who calls on my behalf will 
Present important information that is 
vital and significant to you including a 
Picture of the sound financial condition 
of your company, and outline the serv- 
ices available to you as a policyholder 
of Home Life.” The message from the 
chairman of the board urges policyhold- 
ers to ask questions. ; 

Policy data files on each policyholder 
are turnished the salesman together with 
attractively printed four-page brochures 


Head Ideas as Needed as 
Pocket Ideas, Says Lyter 


TALKS TO HARTFORD ASS’N 


Organized Sales Talks Must Be Helped 
by Vital Points, Says Con- 
necticut Mutual Man 


Addressing the Hartford Life Under- 
writers Association recently Frederick 
©. Lyter, assistant superintendent of 
agencies, Connecticut Mutual Life, said 
that no matter how able organized sales 
talks may be they cannot stand entirely 
on their own feet in closing sales. This 
is because they lack an element of flexi- 
bility which can only be added by the 
salesman’s personal ingenuity. Such in- 
genuity, however, can be developed in 
the form of prepared and appropriate 
bits of motivating material, such as 
stories, examples, charts and other types 
of closing material. 

When an organized sales talk has been 
delivered, selling frequently begins, but 
the last bars of resistance are still up. 
Even though resistance be weak it must 
be removed, and as smoothly and tact- 
fully as possible. This can be done only 
when the agent has a comprehensive 
grasp of the prospect’s real needs. The 
finger must be put on the urgent want 
and the insurance company’s ability to 
satisfy it demonstrated. 

Action-getting aids must be available 
and put to use. Motivating forces can 
be organized as readily as the body of 
the sale. Self-consciousness should not 
be permitted to hold the salesman back 
from using what he may consider to be 
“sob stories.” He shouldn’t be fright- 
ened by a label. “Sob stories” are found 
in visual material, stories in clippings 
from newspapers or house organs, and 
other illustrations help put over the sale. 

Getting a Start 

A supply of ideas is necessary and 
the ideas are those of the mind as well 
as those in the pocket or in a portfolio. 
A salesman will find it helpful to have 
a card with him with five or six nota- 
tions on it reminding him of points to 
be used in closing. Anyway, it will serve 
as a reminder and conscience prodder 
and use of it finally becomes automatic. 

Concluding, Mr. Lyter said: “The 
thing is to get a start. One simple 
method practiced by several good life 
insurance men I know is to train them- 
selves to say at awkward spots in the 
approach or close, ‘Have you seen this?’ 
That statement forces one to pull out 
some visual piece of material and there 
you are started in the right direction. 
And getting the habit of saying it forces 
you to develop and carry such motivat- 
ing pieces. Use a small loose-leaf note- 
book that will fit the hip pocket or an 
inside pocket wallet if you like to ap- 
proach your man with your hands free.” 





highlighting Home Life’s financial state- 
ment. In the interview, policyholders 
are invited to ask any questions they 
have about the operations of the com- 
pany and about the life insurance they 
own. In this connection, each salesman 
has been provided with the series of 
“Questions and Answers” which cover 
every phase of life insurance manage- 
ment and purposes. 
Year’s Work Ahead 


It is planned that this personal re- 
port to policyholders via salesmen will 
be continued throughout the year until 
all policyholders will have been inter- 
viewed. Meanwhile, the usual leaflet 
presentation of the financial statement 
will be inserted in premium notices as 
usual. To put the whole plan into oper- 
ation quickly and smoothly, regional 
conferences were held during January. 

The condensed financial statement for 
1939 is very brief but there is consid- 
erable comment on the various items 
that make up the assets, which are 
designated as “Amount required to pro- 
vide for future maturity of outstanding 
contracts and meet current obligations.” 
That item is $102,621,734. The unassigned 
surplus is $4,300,634. 
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Financial Statement | 
| 
December 31, 1939 
GENERAL AMERICAN LIFE 
INSURANCE ComMPANY 
WALTER W. HEAD 
President 
Saint Louis, Mo. 
| 
ASSETS 
Cash on Hand and in Banks......$10,315,037.76 
Bonds— 
G JU. S. Government..........+. 17,057,219.63 
a | Other Bonds............---- 10,806,896.45 
CA IE NII ooo w dae sentsvacaseiaccereen .-++ $38,179,153.84 
First Mortgage Loans on Real Estate............. 23,714,025.81 
Home Office Building. ........cccccccccccccccecs 950,000.00 
Meal Pasate Sales Gamteaeihe sc iccccvcscaqecssaces 1,093,321.97 
Caisor Taal Bae. soccickcccsesccscccsoncsehvoess 875000 0eee 
INE i iin 0:5 cso 0a s bctahedkesdetecesteeeeaenenaen 2,944,050.25 











Ober Loans and Assets... o0scsscccces AR ee 1,114,416.82 
Interest and Rents on Investments Accrued But 

PU We Ria sic wei cesasusdcwsdentncrseneess . 827,994.83 
Interest and Rents Due on Investments (None of 

which is past due more than 90 days).........- 352,376.05 
Net Premiums in Course of Collection....... Sats 2,077,067.20 
@Balance of Initial Policy Liens........ svevences da 2eeeeeee 
Loans to Policyholders...........+-+++- Perera ye LP D: 
GUE Oa oo sic ssc dacsanansstewanernteses $128,415,949.02 

LIABILITIES 

Q@POLCy RESEEVES. 6.605 cccccisccdacvccseccseses .-$118,127,639.13 
Premiums and Interest Paid in Advance.........- 885,875.97 
Reserve for Taxes......ccceseces canbe eer en 674,430.63 
Reserve for Other Liabilities. ..........cccesceees 616,012.21 
Policyholders’ Dividends............eeeeeeeeeees 1,162,662.15 
peer ne eee eer die ne weiio’ oi emieie nina 121,466,620.09 
Portion of Current Year’s Earnings Available for 

Future Dividend Declaration to Participating 

Policyholders Pursuant to Purchase Agreement 636,593.00 
Contingency Reserve.........cscccccseccceses ee 4,104,286.80 

Under Purchase Agreement.... $4,068,286.80 

CY pa cictvkeoeeareseenownds 36,000.00 
Capital Stock and Guaranty Fund............... . 500,000.00 
Surplus... .ccccccccccccccccccccsccces gpd aevaoanels 1,708,449.13 
@Total Liabilities... .. seatale PO ny $128,415,949.02 


@ Actual Market Value of Bonds is more than $2,100,000 in excess of the amounts shown above 
® Does not include liens totaling $360,839 which have been discharged by payments in cash or 
credits by policyholders, nor $233,118.72 liens on dividends on deposit, both of which items will 
share in future lien reductions 

® Includes assets in “Old Company Account’’ established under Purchase Agreement dated 
September 7, 1933, on file with the Superintendent of the Insurance Department of the State of 
Missouri, (copy of which agreement may be obtained from him or the company), against which 
the Superintendent reserved a lien to protect certain liabil ties therein described and fully included 
among the liabilities in this statement. Status of Old Company account on file with the Superin- 
tendent and with the Company. 

@ Full net legal reserves on policies issued by General American Life are secured by deposit of 
approved securities with the Superintendent of the Insurance Department of the State of Missouri 
The capital stock, guaranty fund, and surplus are additional protection to all policyholders. 


GENERAL AGENCY OPPORTUNITIES 
are now open in Ohio, Indiana, Virginia, West 
Virginia, North Carolina, Illinois and Missouri. 
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IDEAS that CLICK 


By Paul Troth 


No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an idea. 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern Under- 
writer in this column from time to time. 


No. 127 


There are times when the prospect’s 
interest in life insurance is principally 
from the standpoint of life insurance as 
an investment. The agent confronted 
by such a prospect may find use for the 
ideas in these comments of John G. 
Parker, general manager, Imperial Life 











Listen, Nervous, the best investment brains 
in the country are workin’ for me! 


of Canada. They are in layman’s lan- 
guage because Mr. Parker made them 
before a group of students at the Uni- 
versity of Toronto. What Mr. Parker 
said was this: 

Practically every man interested in 
accumulating property does so either 
that he may use the property himself in 
later years or that his family may use 
it after his death. No matter which of 
the two reasons influences him, a man 
has only a limited number of ways in 
which he may accumulate property. 

In buying such property the first con- 
sideration is the element of security. 
Life insurance has a brilliant record of 
past performance. It is closely super- 
vised by State Insurance Departments. 
In the premiums charged by life com- 
panies there is a margin of safety which 
is of tremendous importance in main- 
taining the position of life companies in 
time of stress, war or epidemic. The 
companies are conservative in their se- 
lection of risks and in the operation of 
their affairs. 

Another important test of a good in- 
vestment is diversification. The life in- 
surance policyholder is a part owner of 
government bonds, utilities, industrial 
bonds of every type, farm mortgages, 
real estate, and other investments di- 
versified by type of security behind 
them and by geographical location. 

In liquidity, a third criterion of a 
good investment, the record of life insur- 
ance companies is particularly good. 
There has been no delay in meeting pay- 
ments on matured policies, cash surren- 
der values or loan values of any policy. 

A fourth test of a good investment, 
said Mr. Parker, is freedom from care 
and supervision on the part of the owner. 
Practically every life insurance policy- 
holder or beneficiary is offered the in- 
vestment service of the company for the 
handling of funds due under his policy. 

Finally, life insurance investments are 
always paid at par. They can be bought 
on easy terms. It is a flexible invest- 
ment due to the various settlement op- 
tions available. 


Bernays on Ads 


(Continued from Page 5) 
is made more effective by the additions) 
the strategies and techniques of the 
social sciences—the sort of methods 
which politicians, statesmen and leaders 
have always utilized. 

Management conceives advertising as 
an end in itself, whereas it is actually 
one method in a carefully worked out 
plan for shaping public opinion. 

Role of Advertising Agency 

The continuous growth of business 
over the last half century explains this 
time lag in sales promotion. Business 
benefited from expanding markets and 
rising price levels. Conditions were not 
such as to demand acceptance of a 
considered science of opinion manage- 
ment applied to the selling and distribu- 
tion of goods. Management’s chief con- 
cern was with the broad problems of 
production and distribution. When in- 
creased competition accelerated promo- 
tional methods, reliance was placed on 
the advertising agency which had grown 
up coincidentally with business. 

fr. Bernays said that advertising 
agencies must do more than write and 
place advertisements. It is essential that 
they should integrate advertising into 
broad campaigns of influencing opinion 
and action. Restricted use of opinion 
management by an advertising agency 
may be at fault if advertising prove in- 
effective. The routine type of advertis- 
ing in newspapers, magazines, radio, bill- 
boards, motion pictures, direct-by-mail, 
pamphlets, catalogues and other channels 
has its place. But these are tools to be 
used in a plan of opinion management; 








°- OPEN TERRITORY -~ 
In Michigan, Ohio, Indiana and Illinois. 


FOR MEN WHO CAN PRODUCE 
AND 
ARE AMBITIOUS TO BUILD OWN AGENCY 


PHILADELPHIA LIFE INSURANCE COMPANY 
Philadelphict, Pennsylvania 








they are not the plan itself. The plan 
must first be drawn up; the media chosen 
to make the plan effective. The mistake 
of management has been to fit the plan 
to the tools, rather than the tools to the 
plan. 

Business has faced a changed situation. 
New economic, social and political con- 
ditions have changed public attitudes. 
The need for conserving the efficiency 
of the promotional dollar, higher taxes 
and higher under unstable eco- 
nomic and social conditions all indicate 


costs 


that management must revise old con- 
cepts of promotion in order to meet 
the problem of how to increase sales. 


Consumer, dealer and wholesaler public 


are callous to the conventional, rigid 
approaches of sales promotion alone. 
Competition in the conventional media 


has become more intense. 

Until recently the public did not care 
who or what was behind the oroduct it 
bought. Knowledge cf sociology, Tsy- 
chology and field of public opinion was 
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The Liutwal Benefit Life Insurance be Yo 


When my husband died eight yeers ago, it was e question in 
my mind whether I could keep my family of four children 
piers but the fact thet I was receiving life insurance 

et the time caused me to try to keep the fumily inteet,’ 


We have also kept our home, apd even. sete. kent 

in it, until now we have the modera conveniences to help 

make life aesier, Had it not been for the 

would heve been sold. Jeceuse of the income bene*{ts I 

heve heen able 
children thé things they needed end also the things they - 
desired. Je heve elweys’ hed € car to go wherever we wented. 
We could live healthily with proper food snd wise meéicel © 
‘eare, though it wes seldom needed. I was able to give the =~ 

' ehildren books end music for their culturel enjoyment.  —~ 


This spring one of my childrep graduated from college end 
will go on to medical school next year. another hes completed 
her first yeer of college, snd- still a will begin college 


in the fell. It is thus through life ‘1 bénefits that 
I heve been able to-keep my children end neta ts oN 
_ whet they needed’ to fit them for life. 
I etanot theak fox enous for «li you have made possible. 4 


“Most gretefully yours, 


rounven @fg 5 iN 1845 
The Mutual Benefit 
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limited. Selling is a social process. The 
acts of human beings are not based on 
response to individual stimuli. Acts of 
individuals follow a group pattern. There 
are fundamental laws of behavior that 
must be considered as a prerequisite to 
the use of any specific tool. An ad- 
vertisement may be the final, the first 
or an intermediate influence in bringing 
about a sale. It is seldom the only rea- 


son for such a sale. 

Man is not an economic man alone. 
He is complex in his mixed motives. 
Sales promotion must analyze all the 


factors which cause a man to act ina 
particular way and then determine what 
modification of those factors will cause 
him to act in a desired way. Only then 
can a sound choice of tools to accom- 
plish a specific sales objective be made. 
This is not a job for the specialist in 
specific media. It is a job corresponding 
to that of the political chief of his party 
or the board of strategy for the army 
at war. 


Answer Found in Social Sciences 

How does the public mind function? 
What are the mainsprings of group and 
individual action? The social sciences 
provide the answer. Rational thinking, 
group habits, traditional responses to 
symbols of all kinds, fears and hopes, 
likes and prejudices are back of our ac- 
tions. Every possible reason for action 
must be considered and evaluated in the 
determination of a sales promotion pro- 
gram. Many motives enter into every 
purchase. There is no single path to 
the public mind. A selling program must 
proceed on a broad front, reach the eyes 
and ears of the customer with words and 
pictures he accepts readily or can be in- 
duced to accept through all channels. 
He must be reached through every facet 
of his interest—through leaders of dif- 
ferent kinds. The product must be pre- 
sented in its totality. The product must 
be made to stand dynamically for the 
buyer’s likes. The best interests of both 
the business man and democracy demand 
that advertising continue as a powerful 
weapon for selling. 

Media of communication 
every effort to strengthen advertising 
and the carrying power of advertise- 
ments. This can be achieved only by 
adoption of broad policies of opinion 


must make 


management. The inter-play and inter- 
relationships of media strengthen ll 
the tools. 

Mr. Bernays explained in detail the 


important position that the public rela- 
tions and advertising manager has in an 
insurance company, and made a plea that 
executives recognize how important the 
position is and its responsibilities. 


H. N. KUESEL AGENCY PAPER 


The New York Uptown Panorama, 
agency house organ of the H. N. Kuesel 
agency, Phoenix Mutual, New York City, 
comes out under a new heading this 
month which_ shows a_night picture of 
Rockefeller Center. The agency is at 
50 Rockefeller Plaza. The paper reports 
five members of the president’s field staff 
for 1940: Henry Bent, Jim Donahugh, 
reed Flowers, Mark Muller and Garry 

e 








SALES PROMOTION RESULTS 

Bankers Life of Towa history repeated 
itself again in 1939, when more than 
34% of the total new business was writ- 
ten on the lives of prospects who had 
received sales promotion letters or cards. 
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| HEARD on the WAY 








Curtis Robertson, general counsel 
Guardian Life, was born in Canada and 
is a graduate of Columbia University, 
where he got a B.A. degree. Later he 
went to Cornell, where he was awarded 
the degree of Bachelor of Laws. On 





Blackstone Studios 
CURTIS ROBERTSON 


leaving Cornell he entered the practice 
of law in New York City, joining the 
Guardian in April, 1925. His first work 
in the legal division was dealing largely 
with claims under the company’s poli- 
cies and it led to his appointment as 
assistant secretary in 1928. Since then 
general supervision of the legal phases 
of the company’s business resulted in 
his appointment as counsel in January, 
1936. The company made him general 
counsel at the beginning of this year. 





Beatrice Jones of the Equitable Life 
Assurance Society, one of its leading 
unit managers in New York, was given 
an ovation in Denver by the Life Un- 
derwriters Association there following a 
talk. Her subject was “The Part You 
and I Must Play in This TNEC Inves- 
tigation.” There were 200 in the au- 
dience. 





_ The home office agency of the Capitol 
Life of Denver, manager of which is 
Franklin H. Devitt, former general agent 
in this city, made a 90% increase in busi- 
ness for January and 100% in February 
over last year. The agency may wind 
up the year with $2,500,000 production. 





Philosopher Walter E. Schram says: 
_ “It has become increasingly difficult to 
interest a politician in any Straight Life 
Proposition. Most of them are addicted 
mn the four, eight or twelve year Term 
1de@a. 





Harold Breining, assistant administra- 
tor, Veterans Administration, Washing- 
ton, tells me that he does not think that 
comparisons between returns given by 
commercial life insurance contracts” 
and the Bureau of War Risk insurance 
coverage is accurate unless all the facts 
of both insurance contracts are taken 
into consideration. He says: 

“As you no doubt know, it is not pos- 
sible to make a correct comparison of 
the cost of the benefits granted under 
two policy contracts unless the provi- 
sions of the policies are identical in all 
respects or unless due weight is given 
to the variations in their provisions. 

I believe you are aware that all Gov- 
ernment life insurance policies include 


a provision granting benefits on account 
of total and permanent disability with- 
out an additional premium charge. This 
total permanent disability protection is 
without any restriction as to age or oc- 
cupation. Experience has proven this 
additional benefit to be very costly.” 

Mr. Breining made this statement be- 
cause a comparison in The Eastern Un- 
derwriter showed returns to an insured 
under both United States Government 
and legal reserve life insurance, and the 
returns were to the advantage in most 
aspects of the legal reserve company. 
Insured was 29 years old when he took 
out Bureau of War Risk insurance. A 
couple of months later, when 30, he took 
out policies in three legal reserve com- 
panies. The Eastern Underwriter printed 
the comparison between what the in- 
sured under the Bureau of War Risk 
Insurance and under the legal reserve 
company had received after twenty 
years in the way of premiums, divi- 
dends, cash values. The average cost 
was given as well as the twenty-year 
cost. 


Uncle Francis. 





WANTED: 























Large progressive Eastern life insurance 
company desires supervisor for established 
unit in Buffalo, New York. For full details 
address P. O. Box 945, Church Street Annex, 
New York City, giving complete biograph- 
ical data and experience. 
fidential; our organization knows of this 
advertisement. 


Replies con- 

















APPOINT LEWIS M. NEIKRUG 

The United States Life general agency, 
Dascit Underwriters, Inc., 135 William 
Street, New York, has appointed Lewis 
M. Neikrug manager of its brokerage 
department. Until a short time ago 
Mr. Neikrug was with the Equitable 
Society as assistant manager of the 
Prosser & Homans agency and just prior 
to that was manager of the Tom Hogan 
agency, United States Life. At one 
time he was with Continental American 
Life as manager of that company’s 
Lauer agency. He first entered insur- 
ance in 1930 as personal producer. 








AN AMERICAN 
INSTITUTION 


Life insurance—the financial bulwark 
which is one of the greatest stabiliz- 
ing influences in the American way of 
living. It is an institution serving 
families today, as well as providing 
for their future — protecting homes, 
lives and business. The life insurance 
agents engaged in this worthwhile 
occupation are essential builders of 
this American institution. 



































EIGHTY-EIGHTH ANNUAL STATEMENT—DECEMBER 31, 1939 


Assets 


Cash on Hand and in Banks....$ 3,616,794.09 
Bonds, including Accrued In- 

STINET: ssiscnshiieninsepseatinimeasinnsvaneniasion 23,891,238.30 
NII i cicensscnisseevsetcnesenennesisencniniane 986,340.09 
Real Estate Mortgages, includ- 

ing Interest Due and Accrued 13,035,775.42 


Liabilities 
Reserves, including Funds on 
oA, eer $60,997,948,12 








Loans on Policies, including I escenierntissciurinnasidincsianentsnniatasestane 306,933.33 
Interest Due and aeesuee bss 10,015,856.76 
Real Estate, ee non 11 206,052.07 Accrued Liabilities ............... 341,518.33 
Premiums Deferred and in 
Course of Collection................ 1,307,266.63 ds A tioned ............ 639,550.00 
Miscellaneous Assets ................ a. =| cep 
Less: $64,156,816.66 Reserves and Unassigned 
Mortgage Loan Funds in I sccraitstioneninarnccserasnts 1,840,917.51 
Escrow and Suspense Ac- 
SUI cenrscesinsncacsctrescomnicrsestions 29,949.37 es 
Total Admitted Assets....$64,126,867.29 Total Liabilities --- $64,126,867.29 
I i cavcsnsassshnndsctinnaseintincenveastiiany cee 11,458,975.33 
Disbursements. .................. 8,770,562.24 
Balance added to Policyholders’ Funds...................... $ 2,688,413.20 
Insurance in Force as of December 31, 19939........................ $212,500,163.00 


Ck a ny BERKSHIRE eAsociate 


LIFE INSURANCE COMPANY 


INCORPORATED 1851 


F. H. RHODES, President 


PITTSFIELD, MASS 





License Examination 


Course Plans Ready 


Final plans for the course to be given 
to recruits seeking to pass the New 
York State examination for a life insur- 
ance license have been announced by the 
Life Underwriters Association, City of 
New York. The course in preparation 
for the April examination will begin 
March 18 and conclude March 29. The 
faculty includes: Osborne Bethea, Penn 
Mutual; William R. Julius, Provident 
Mutual; Grant A. Sharpe, Mutual Bene- 
fit; Patrick A. Collins, Metropolitan; 
Raymond C. Eillis, Home; J. Fred Speer, 
Equitable Society; Harper R. Dowell, 
New England Mutual; Alfred J. Johann- 
sen, Northwestern Mutual; Paul E. Orr, 
Jr., Guardian; Hubert Davis, Union 
Central. All lectures will be given at 
the association offices. 


O’Toole Ass’t Secretary 
For United States Life 


Appointment of Edward O’Toole as 
assistant secretary of United States Life 
is announced. He joined the company 
in 1937 as assistant to the secretary- 
treasurer, later becoming chief account- 
ant. Prior to that he was with Guardian 
Life. Mr. O’Toole is a graduate of St. 
Johns University, School of Commerce, 
where he majored in accounting and 
taxes and is considered an expert on 
insurance taxes. 


DR. AVRACK ON LONG TRIP 











To Inspect Foreign Branches of United 
States Life; Dr. W. H. Miller 
Taking His Place 
At an informal reception in the home 
of C. V. Starr, president, United States 
Life, executives of that company ex- 
tended bon voyage wishes to Dr. J. 
Albert Avrack, medical director, who is 
now on five-month inspection tour of 
the company’s foreign branches and 
agencies in Hawaii, the Philippine Islands 

and the Far East. 

In Dr. Avrack’s absence Dr. William 
Harold Miller, who was appointed as- 
sistant medical director, will handle the 
medical work in the home office. Dr. 
Miller was previously a medical under- 
writer for the Equitable Society. 


ACACIA PROMOTIONS 








Nashem Goes on Home Office Field 
Department Staff; Greathouse and 
Ginn Manage Seattle 
Leland O. Nashem, manager of Acacia 
Mutual’s Seattle branch, has been pro- 
moted to the home office department 
as a member of the field department 

staff. 

Paul Greathouse, formerly assistant 
manager Seattle branch, has been pro- 
moted to manager of that branch, suc- 
ceeding Mr. Nashem, and Frank M. 
Ginn, an Acacia agent in Seattle, has 
been named assistant manager. 





CANADIAN SALES GAIN 17% 

Sales of new Ordinary life insurance 
in Canada and Newfoundland in Janu- 
ary, at $33,726,000, were approximately 
17% higher than for the same month of 
last year, according to figures from the 
Canadian Life Insurance Officers’ Asso- 
ciation. Gains were shown in all the 
provinces. 
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First Broker Clinic 
In N. Y. on March 19 


LIFE SUPERVISORS SPONSORS 





Purpose Is to Demonstrate Merit Be- 
hind Brokered vs. Surplus and 


Jumbo Line Business 





The Life Supervisors Association, New 
York, will hold its brokerage clinic at 
Hotel Martinque March 19. The edu- 
cational committee has devoted much 
time and effort to this clinic, which 
will be confined to the usual time used 
for the regular monthly luncheon. The 
meeting will begin at 12:15. 

William C. Smerling, Wolfson agency, 
Berkshire Life, is secretary-treasurer of 
the association. It is believed that this 
event will mark the first holding any- 
where of a clinic on the value of broker- 
age business. 

The purpose of the clinic is to prove 
to the institution of life insurance, par- 
ticularly the underwriting department, 
the merit behind brokerage business, as 
distinguished from surplus business or 
the jumbo line cases, and to point out 
the amount of time, effort and educa- 
tion used in developing the first line 
broker. 

The membership and executive com- 
mittees of the association have approved 
the following members: Arnold Siegel, 
Wolfson agency, Berkshire Life; Harry 
V. Cohen, Gartlir agency, Manhattan 
Life; Walter J. Hart, Thurman agency, 
Mutual Benefit; Grant A. Sharpe, Thur- 
man agency, Mutual Benefit. 


Acacia Makes Appointments 
In Pacific Coast Agencies 


Charles E. Condon has been named 
manager for the Acacia Mutual’s Port- 
land, Ore. branch and Alfred I. Spivack 
has been promoted to assistant manager 
at Los Angeles. 

Mr. Condon comes to Acacia with 
sixteen years experience as agent, agency 
supervisor and manager on the West 
coast. Mr. Spivack has been a member 
of Acacia’s Los Angeles branch since 
November 18, 1938, and last year ranked 
among the company leaders in net new 
quality business. He will assist Man- 
ager La Noue Matta in the further de- 
velopment of the Los Angeles branch. 


IMPERIAL LIFE PROMOTIONS 


W. F. Langford Made Assistant Secre- 
tary and F. G. Shurly Chief Account- 
ant in Canadian Company 
Two executive head office appoint- 
ments are announced by the Imperial 
Life of Canada, W. F. Langford has 
been appointed an assistant secretary 

and F. G. Shurly is chief accountant. 

Mr. Langford joined the home office 
staff in 1922. He served first in the 
conservation department. In 1929 he was 
appointed supervisor of the premium 
section of the accounting department 
and in 1930 accountant. Mr. Langford 
has for some years been active in the 
educational work of the Life Insurance 
Institute of Canada. He is a graduate 
of the University of Toronto. 

Mr. Shurly joined the company in 
1923. He was graduated from the De- 
troit City Law School. Joining the Im- 
perial Life as a clerk in the accountancy 
department, he became cashier at the 
Hamilton branch in 1933. In 1936 he 
went to England as accountant and 
cashier at the company’s chief office for 
Great Britain. He returned to head 
office in Toronto two years later. Re- 
cently he has been a member of the 
special committee on soldiers’ insurance 
of The Canadian Life Insurance Officers’ 
Association. 











BROOKLYN AGENCY 147% AHEAD 

Paid for business of the Brooklyn 
agency, Mutual Benefit, for the first two 
months of 1940 is 147% ahead of the 
same period last year. In February, 
90% of the agents produced business. 
Manager of the agency is Major R. F. 
Migdalski. 
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Equitable Society’s Annual Report 
A Humanized Story With Pictures 


A human interest chart dramatizing 
the hazards of attempting to use Term 
insurance to provide permanent protec- 
tion is one of the innovations featuring 
the annual report issued by Thomas I. 
Parkinson, president, Equitable Society, 
to policyholders. 

The report is personalized to the in- 


page, brightening up each section. Equi- 
table’s “little man” is used with par- 
ticular effectiveness to simplify the story 
of what happened to the average pre- 
mium dollar, in which the “little man” 
is shown “caddying” for the retired 
policyholder who plays golf, handing a 
“diploma” to the boy graduating from 


WHAT HAPPENED TO THE EQUITABLE PREMIUM DOLLAR 


IN 1939 





To each $1 of premium income 


There was added 28 cents as earnings from the 


Society's investments 


Making a total 
income for the year of 





This $1.28 was used as follows: 


&. 


BENEFIT PAYMENTS to widows 
and children, to educate sons and 


=) 45 cents were set aside as reserve funds 


ay 


SD to meet future benefit payments 


Thus in 1939, 98 cents went for present 
and future benefit payments to policy- 
holders and beneficiaries 





Taxes required 2 cents 


And 
4cents was added to contin- 
gency reserves and surplus 





As this is a mutual society, the remaining 14 cents 
was paid out as dividends to policyholders 


Making a total of $1.12 which went 
for the direct benefit of policyholders 
and beneficiaries. 





daughters, to provide carefree old age, etc. took 53 cents 9 












f 


Operating expenses of the 
Society required 10 cents 





Here is a Reproduction of One Page from the Equitable Society’s Report 


dividual policyholder, endeavoring to in- 
terpret the results of the Society’s oper- 
ations in terms of how they affect the 
average policyholder’s policy. It is en- 
titled “Annual Report on Your Policy 
and those of your 2,400,000 partners in 
the Equitable Life Assurance Society of 
the United States.” While giving the 
actual figures on the year’s operations, 
it also endeavors to explain briefly and 
brightly just how a life insurance com- 
pany operates. 
Purpose of Reserve 


The report explains why a life insur- 
ance company must maintain large as- 
sets, pointing out that approximately 
00% of the assets are composed of “legal 
reserves.” It explains that these “legal 
reserves” are not “reserves” in the ordi- 
nary commercial sense of the word, but 
are funds which must be accumulated 
each year to provide the actual funds 
to pay off each policy as it becomes a 
claim or matures. They are not merely 
“reserves” which may or may not have 
to be used. 

To remove the “heavy touch” which 
characterizes the typical annual report, 
Equitable’s “humanized” version uses a 
gnomish “little man” carying an “E.L. 
A.S. policy” who frolics from page to 


college, helping a widow and her chil- 
dren up the “hill of life,” ete. 


Classed by Employment 
In relating the story of the benefit 
payments to policyholders and _ bene- 
ficiaries, amounting to $547,905 a day 
during 1939, the report uses actual case 
histories to personalize the story. The 
same technique is applied to the new 
sales figures for 1939.. For instance, 
the new members of the Equitable So- 
ciety are broken down into employment 
classifications, such as “N. M. Pushee, a 
salesman for Brown & Bigelow, Houston, 
Texas, was among the 4,000 salesmen 
who bought Equitable Assurance in 
1939.” “L. Allen McKnight, of Colum- 
bus, Ohio, heating engineer, was one of 
9,000 professional men and women join- 

ing your Society last year,” etc. 


Cost Computation 


The report tells how premium costs 
of life insurance are computed on the 
three major factors of mortality, inter- 
est rate and operating expenses. The 
simplified income statement, which is 
placed on an accrued basis instead of 
the cash basis customary in the life in- 
surance business, indicates how all funds 
not required for actual policy payments, 








to accumulate “legal reserves,” to 
strengthen special and general reserves 
of a “rainy day” character, and operating 
expenses, are returned to policyholders 
as “dividends.” 


2% Bill at Albany; Other 


Insurance Legislation 


The Fogarty bill introduced in the 
Assembly at Albany provides the rate 
of interest for life policy loans shall 
not exceed 2% per annum. The Wil- 
liamson bill introduced in the Senate 
permits savings banks to invest funds 
in promissory notes at 4% interest, se- 
cured by reserves and cash surrender 
values of life policies. Legislators jn 
their battle over the budget with Goy- 
ernor Lehman have proposed re-enact- 
ment of the law to seize unclaimed life 
insurance funds. The Governor has 
characterized the legislative program on 
the budget as “hocus-pocus.” The new 
insurance bill for fund seizures intro- 
duced in the legislature simply repeals 
the law enacted last year and substi- 
tutes a similar one in its place. 

Assemblyman Daniel E. Fitzpatrick on 
February 29 introduced a bill to create 
a Family Endowment Fund in the State 
of New York. Under the provisions of 
this bill, if it becomes law, wage earners 
and families whose combined incomes 
are $20 per week or less or whose an- 
nual income does not exceed $1,040 will 
be entitled to receive from the fund 
the sum of $1 per week for each child 
under 14 for its maintenance and sup- 
port. The fund will be accumulated 
by the imposition of a tax upon all em- 
ployers equal to 1% of the amount of 
their payrolls. 





TRIBUTE TO HUGH D. HART 





Illinois Bankers Life in February Set 
New Record for the Month; 
Gain Over 1939 of 42% 

The agency staff of the Illinois Bank- 
ers Life of Monmouth, Illinois, cele- 
brated February, the first month under 
the leadership of Hugh D. Hart, vice- 
president and director of agencies, by 
producing the largest volume of life 
business of any February in the history 
of the company. It was the fourth larg- 
est month in the company’s history and 
exceeded the production of the previous 
month and of February, 1939, by more 
than 42%. 

The National Capitol Agency of Wash- 
ington, D. C., produced $530,000 to lead 
all agencies in production for February, 
increasing their previous monthly pro- 
duction record by 47%. 

According to Manager O. F. Davis, 
the accident and health department, 
after setting a record in January by in- 
creasing net premium collections over 
January of 1939 by 12%, in February 
exceeded the commercial production of 
last February by 57% and of January, 
the previous month, by 28%. 








WOODWARD and FONDILLER, Inc. 


* Consulting Actuaries * 


90 John Street, New York 
Telephone BArclay 7-3428 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 


Omaha Kansas City 








Consulting Actuaries 


Woodward, Ryan, 
Sharp & Davis 


90 JOHN STREET, NEW YORK 
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General American Is 
Praised by Examiners 


EDITORIAL IN ST. LOUIS DAILY 





Examiners From Six States Find Com- 
pany Sound Financially; Lucas 
Comments on Management 





That the General American Life of 
St. Louis is in sound financial condition 
and is well managed by a capable and 
efficient board of directors, is the state- 
ment of Ray B. Lucas, Missouri Super- 
intendent, following an examination of 
the company conducted by examiners 
from California, Texas, Kansas, Indiana, 
North Carolina and Missouri Depart- 
ments. The company operates in these 
and nineteen other states. Based on the 
examining committee’s report the St. 
Louis Daily Globe-Democrat ran an edi- 
torial about the company on February 
% under the title “A Tribute to Hon- 
esty.” 

Lucas said that the report shows “the 
Missouri State Life account has been 
honestly and efficiently administered for 
the benefit and profit of the policyhold- 
ers and the stockholders.” He contin- 
ued: “In my opinion the policyholders 
of both the old company and the new 
company are being adequately protected 
and served by the officials of this com- 
pany, and if present economic conditions 
prevail or improve the liens on the old 
policies will be eliminated, the interest 
charged thereon will be refunded and a 
sufficient amount will be left to pay the 
stockholders something for their stock.” 

Commenting on real estate assets of 
the company, the Superintendent said: 
“Values as placed on these properties 
today would be far in excess of the fig- 
ure established by the report of the 
examiners.” 

In June, 1936, the company adopted a 
program of mutualization which will re- 
sult in transferring ownership of the 
company to policyholders. Since this 
program was made effective a total of 
23,323 shares of stock, or 46.6% of the 
50,000 shares originally outstanding, have 
been retired. All stock is being retired 
as rapidly as earnings and profits of the 
company permit, with no funds belong- 
ing to policyholders being used for this 
purpose. 

Walter W. Head is president of the 
General American Life and Sidney W. 
Souers is executive vice-president. 


ROSENSTEIN AGENCY GAINS 65% 








Celebrates Opening of New Offices With 
Dinner Party at Keen’s Chop 
House 

The Abraham Rosenstein agency, Equi- 
table Society, New York City, celebrated 
the opening of its new agency offices last 
Thursday evening with a dinner party at 
Keen’s Chop House. Carpenters and dec- 
orators have been busy in the agency lo- 
cated in the home office building since 
early this year. 

In spite of the inconvenience caused 
while alterations were being made the 
agency force showed a 65% increase in 
volume of paid business in the first two 
months of 1940 compared with the same 
period last year. The sales force has been 
increased about 30%. 

Home office guests at the dinner party 
were Vice-Presidents Vincent S. Welch 
and Alvin B. Dalager and Arthur Spal- 
ding. 





SEATTLE HONORS $250,000 MEN 

The Seattle Association of Life Un- 
derwriters last Friday paid tribute to 
thirteen of its members who have quali- 
fied for the Quarter Million Dollar 
Round Table. They are these: 


Russell Brooks, Union Central Life; Peter 
J. Bullock, Equitable of Iowa; R. D. Deacon, 
Sun Life Assurance; Phil Dennison, West 


Coast Life; A. J. Golman, Equitable Society; 


Clarence Hagstrom, Massachusetts Mutual; 
Frederick A. Hardy, Provident Mutual; A. 
Linus Peterson, Northern Life; Alfred J. 


Plechner, Guardian Life; Clyde Powell, New 
York Life; William E. Sander, Mutual ‘Life 
of New York; Royal D. Smalley, Penn Mu- 
tual, and John M. Utter, Equitable of Iowa. 


Bankers National Names 


G. E. Parris General Agent 


Jankers National Life of Montclair, 
N. J., has announced the appointment of 
George E. Parris in Harrisburg, Pa., as 
general agent. Mr. Parris’ experience in 
the life insurance business goes back to 
a period of more than ten years, all of 
it spent with the New York Life. In 
his new capacity as general agent, Mr. 
Parris, formerly of Philadelphia, is mak- 
ing Harrisburg his headquarters, but 
plans to cover the territory immediately 
surrounding. 


Send-Off for Bobb Slattery 


D. Bobb Slattery’s associates in the 
agency department, Penn Mutual, Phila- 
delphia, held a farewell luncheon in his 
honor on the eve of his going to Mont- 
pelier to join the National Life of 
Vermont. President John A. Stevenson 
spoke at the luncheon, as did Vice- 
Presidents Alexander E. Patterson and 
Wallis Boileau, Jr., and Joseph H. Reese, 
co-manager of the Philadelphia agency. 
Twenty men were present. 

Members of the general agents asso- 
ciation gave Mr. Slattery a dinner party 
in New York last Monday evening. 


Operation Cost Linked 
To Collection Frequency 


HARRISON AMBER CITES STUDY 





Agency Which Had Collections On Each 
Policy 2.75 Times per Year Paid 
66 Cents per Collection 





Starting off in a delightfully humorous 
vein, Harrison L. Amber, vice - presi- 
dent, Berkshire Life, addressed the Mid- 
town Managers Association of New 
York City last week, ending up his 
address with some serious comment and 
statistics on the cost of agency opera- 
tion and its control. Stuart D. Warner, 
general agent, New England Mutual, 
presided as president. 

The economy of operation in the home 
office and in the agencies and branch 
offices is a question which the com- 
panies are alive to and which they are 
doing something about, said Mr. Amber. 
In the agency offices cost of operation 
can be determined in terms of renewal 
and .new business. The collection fre- 
quency also affects cost. 

Mr. Amber presented the results of 
a six year study in his company which 
showed the break-down of operation 
cost in terms of insurance in force, pre- 


Sup’t Pink’s Report 

“The Record,” a complete copy of the 
eighty-first preliminary report of the 
Superintendent of Insurance to the New 
York State legislature, was released on 
Monday morning of this week. Super- 
intendent Pink’s report regarding auto- 
mobile insurance was given front page 
space in the New York Times. His com- 
ments on life insurance were released 
earlier and were reported on Page 1 of 
The Eastern Underwriter, February 23. 





miums, policies in force, collection fre- 
quency and terminations. His sample 
agency had $17,000,000 in force; paid for 
$1,677,170 in 1938; had $1,206,853 in 1938 
terminations; collection frequency on re- 
newal business was 2.62 times per year, 
on new business 2.88. 

The study showed that in 1938 the 
agency made 11,188 renewal collections 
on 4,265 policies and 1,591 first year 
collections on 552 new policies. The 
unit renewal expense ratios showed 
these figures: Cost per collection on 
life insurance and annuities 66 cents; 
costs per policy $1.74; cost per $100 of 
premium $1.50; cost per $1,000 of insur- 
ance was 49 cents. The figures show 
that when collection frequency is re- 
duced, agency operation cost is also 
reduced. 

















One of a series—Giv- 
ing facts about the 
Fidelity. 


TTT Tee 





MEASURING ROD 


Size and age are not necessarily a final criteria by 


which a company should be judged. An organization may 
have lost the common touch without being large. And it may 
have gained little from passing years without being young. 


But the company which has a reputation for friendliness 


alike to policyholders and agents and which throughout its 
operations evidences seasoned judgment in all its relations 
is a company to which men can tie with confidence regard- 
less of its size and of its age. Fidelity is such a company. 


It takes pride in being known as a friendly company—a 


reputation it has built for sixty-one years and in thirty-seven 
states. It is therefore not a young company. With over 
365 millions of insurance in force and assets of more than 
129 million, it ranks high in the list of American companies. 
It is, therefore, not a small company. Its purpose to remain a 
friendly company has been steadfastly upheld as it has 
added the years and grown in size. It is one fundamental 
of its operation that goes on unchanged. 


Fidelity originated the “Income for Life” plan and for 


Philadelphia 


twenty-three years has operated a singularly successful lead 
service based on its unusual appeal. 


The Fidelity Mutual Life Insurance Company 


WALTER LEMAR TALBOT, PRESIDENT 
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National Association 
Midyear Program Made 


GOVERNMENT INTRUSION LEADS 


Among Secsiere Ave. W. H. Andrews, 
Jr., J. A. Witherspoon, O. D. 
Douglas, Clancy D. Connell 





Discussion of the TNEC study and 
the rumored governmental invasions into 
the field of life insurance will highlight 
the midyear meeting of the National 
Association of Life Underwriters at At- 
lanta April 5-6, it has been announced 
by Isadore Samuels of Denver, chairman 
of the organization’s committee on Na- 
tional Council meetings. 

Meeting in the fashion of a legisla- 
tive assembly, the council will probe 
most of the problems common to life 
underwriters today as weil as those of 
the association, Mr. Samuels said. Aside 
from the business meetings of the coun- 
cil and trustees, the Atlanta association, 
under the general chairmanship of 
Georgia State President N. Baxter Mad- 
dox, Connecticut Mutual, has prepared 
an elaborate educational and entertain- 
ment program. . 

The major feature on Saturday will 
be a special sales congress. S. Russell 
Bridges, Mutual Life of New York, is 
compiling the program. Eighteen asso- 
ciation leaders will conduct discussions 
at the National Council meeting, pre- 
sided over by Charles J. Zimmerman, 
ynational president. 

Witherspoon on Program 

Following the president’s message and 
the treasurer’s report by Robert. a 
Tones, State Mutual, New York, William 
H. Andrews, Jr., Jefferson Standard, 
head of the membership committee, will 
talk on “Organized Manpower.” The re- 
lation of the general agents’ and man- 
agers’ section to National Association 
activities will be discussed by John A. 
Witherspoon, John Hancock Mutual, 
Nashville, and Kenney E. Williamson, 
Massachusetts Mutual, Peoria, chairman 
and vice-chairman of the general agents’ 
group. 

O. D. Douglas, Lincoln National, San An- 
tonio, chairman of the committee on state and 
regional associations, will speak on state activi- 
ties, while National Secretary Ray Hodges, Ohio 
National, Cincinnati, and John Marshall Hol- 
combe, Jr., manager Life Insurance Sales Re- 
search Bureau, will explain the latest movements 
in agents’ compensation. Clancy D. Connell, 
Provident Mutual, New York, agency practices 
chairman, will lead a discussion of that topic. 

To Hear Vivian Anderson 

After hearing Roger B. Hull, managing di- 
rector, talk on ‘“‘Today’s Trends,” the delegates 
will proceed to a discussion of the TNEC 
study, led by Mr. Zimmerman. The topics dis- 
cussed and the speakers will be: “The Wagner 
Annuity Proposal,” C. Vivian Anderson, Provi- 
dent Mutual, Cincinnati; “State Legislative Ac- 
tivities,” Herbert A. Luckey, State Mutual, In- 
dianapolis and Charles A. Macauley, John Han- 
cock Mutual, Detroit; “Federal vs. State Super- 
vision,” Julian S. Myrick, Mutual of New York, 
New York, and “The Agency System,” Harry 
T. Wright, Equitable Society, Chicago, national 
vice-president. 

“Life Insurance Information” will be out- 
lined by John W. Yates, Massachusetts Mutual, 
Los Angeles. The program will close with a 
talk by Holgar J. Johnson, president Institute 
of Life Insurance, on “Public Relations.” 

Local committees who are working on the 
Atlanta angle of the meeting are headed by the 
following chairmen: General chairman, N. Bax- 
ter Maddox; finance, Holcombe T. Green; en- 
tertainment, John J. McConneghey; hotel, 
Charles Currie; registration, Edwin McCarty; at- 
tendance, Charles Harrell (associate, Howard M. 
Hagen); publicity, Henry M. Powell (associate, 
Joel Harris); sales congress, S. Russell Bridges; 
president, Atlanta Association, Harry W. Indell; 
president, Atlanta Life Managers’ Club, W. Stan- 
ton Hale. 





SON TO MR. AND MRS. D. BAIRD 

David William Baird is a new arrival 
at the home of Mr. and Mrs. Donald 
Baird, Englewood, N. J. His grand- 
father is Roscoe H. Keffer, general 
agent, Aetna Life, 100 William Street. 
Se father is an agent of the Aetna 
ife. 


Connecticut Mutual To Enlarge Home Office 





This is an architect’s drawing of the home office of the Connecticut Mutual in 
Hartford showing at the right the addition to the beautiful main building which 
was erected in 1926. Increase in the company’s business and number of policy- 
holders makes greater home office space necessary. 





McCarthy and Jones 
On Congress Program 


FEATURE NEW YORK MEETING 





Former Is Star Appliance Salesman, 
Latter Equitable Society Officer 
And Popular Speaker 





Two additional feature speakers have 
been obtained for the twentieth annual 
sales congress of the Life Underwriters 
Association City of New York March 
28—A. L. McCarthy, Detroit, and Frank 
L. Jones, vice-president Equitable So- 
ciety. Mr. Jones’ subject will be 
“Streamlined Thinking.” 

Mr. McCarthy was vice-president and 
general manager of Eureka Vacuum Co. 
up to four months ago. He is now head 
of the home laundry division of Bendix 
Home Appliances, Inc. He has addressed 
life insurance gatherings on several oc- 
casions. The Cleveland association re- 
ceived him enthusiastically. His talk 
was considered so interesting that he 
was invited to address the Ohio state 
convention last year. His selling career 
began when he was sixteen years old. 
He is a master salesman with a con- 
tagious personality—an expert in obtain- 
ing an interview and getting by the first 
five minutes, 

Program Comprehensive 

Mr. Jones is familiarly known to life 
insurance audiences. He has addressed 
meetings in practically every state. Leon 
Gilbert Simon, chairman of the congress, 
and his associates on the committee, 
have rounded out a well balanced pro- 
gram, additional details concerning which 
The Eastern Underwriter printed last 
week. 

Ticket reservations may be arranged 
through any general agent or manager, 
Harold N. Sloane of the McNulty agency 
of the Prudential, who is chairman of 
the attendance committee; Elias Klein, 
manager of the Bookstaver agency, who 
is in charge of publicity, or through 
John M. Hughes, managing secretary of 
the Life Underwriters Association, at 
headquarters in Hotel Pennsylvania. 


CONTINENTAL AMERICAN AHEAD 
Continental American Life closed Feb- 
ruary with an increase of 11.3% in vol- 
ume over February of 1939. Volume of 
new business for the first two months 
of 1940 was 31.4% ahead of last year 
and 10.9% ahead of the corresponding 
period of 1938 which was the best year 
in Continental American history. In pre- 
miums the February increase over the 
same month of last year was 16.5%. 


OPEN BRANCH IN BRIDGEPORT 

Lincoln National Life has opened a 
branch office in Bridgeport, Conn. Rep- 
resentatives of the company, including A. 
L. Dern, vice-president, and H. C. Law- 
rence, Newark general agent, who stop- 
ped off in Hartford before going to 
Bridgeport for the opening, were enter- 
tained by Hartford Life Underwriters 
Association. 











State Mutual Shows 
41% Gain in February 


CLEVELAND AGENCY IS FIRST 





W. Allen Beam Agency Had Good 
Month; St. Louis Office in Sec- 
ond; Others Listed 





State Mutual’s Cleveland agency, un- 
der General Agent W. Allen Beam, led 
the company’s agencies to a 41% paid 
business gain for February, according 
to an announcement from the home of- 
fice in Worcester, Mass. In contributing 
to the gain the Cleveland office recorded 
its second largest month’s business since 
Mr. Beam became general agent. 

William H. Van Sickler, head of the 
St. Louis office, ended in second place 
for the country in February and is sec- 
ond to Cleveland among all agencies in 
- business for the first two months 
Oo 

State Mutual’s new business likewise 
showed a gain, the two months’ produc- 
tion amounting to 103% of January and 
February in 1939 and February’s busi- 
ness amount to 155% of February last 
year. 

In order, the company’s ten leading 
agencies were Cleveland, St, Louis, Chi- 
cago Caperton, Syracuse, New York 
Young, Philadelphia, Boston Robjent, 
Detroit, Minneapolis Gross and Chicago 
Nothhelfer. 





CHICAGO PROGRAM READY 





Sales Congress to Hear L. M. Buckley, 

Leverett S. Lynn, Milton Sherman, 

F. M. See, E. H. Wilkes 

The idea of spring training camps, 
popular with athletes, has been snapped 
up by the Chicago Association of Life 
Underwriters for its sales congress 
March 15. Announcement is made of 
an “all hit” cast of world’s champions 
to perform before an audience limited 
to 1,100 at the LaSalle Hotel. 

Leading the day’s activities will be 
L. Mortimer Buckley, Provident Mutual 
Life, association president. Premier 
Chicago showing of the Institute of Life 
Insurance’s new film “American Por- 
trait” will be given. Several requests 
have already been received from groups 
wishing to see the new film. 

First speaker will be Charles J. Zim- 
merman, president, National Association. 
He will be followed by Leverett S. Lynn, 
chief executive officer, Chicago Associa- 
tion of Commerce, who will talk on 
“Good Business.” Ideas on “Closing the 
Sale” have been promised by Milton 
Sherman, general agent, Connecticut 
Mutual Life at Buffalo. 

Afternoon speakers will be Frank M. 
See, general agent, New England Mu- 
tual, on “Modern Sales Strategy,” and 
Ernest H. Wilkes, vice-president Metro- 
politan Life, on “Trends.” 

Presiding during the morning will be 
H. Kennedy Nickell, Connecticut Gen- 
eral, and in the afternoon John D. 
Moynahan, Metropolitan. 





Mutual Life Dividends 
$17,784,266 This Year 


COMPANY AT 97TH MILESTONE 





Policyholders and Their Beneficiaries 
Received $134,155,356 in Last 
Calendar Year 





Mutual Life of New York completed 
its ninety-seventh year February 1, its 
first policy having been issued in 1843. 
In its 1939 report the company shows 
admitted assets amounting to $1,444, 467,- 
622. This is an increase over 1938 of 
$45,040,126. 

New insurance written in 1939 was 
$201,732,621 and at the close of the year 
the .company had 1,257,221 policies in 
force representing insurance of $3,740,- 
731,467. Payments in 1939 to policyhold- 
ers and their beneficiaries under their 
contracts amounted to $134,155,356. The 
trustees have set aside $17,784,266 for 
dividends in 1940. The fund for general 
contingencies and depreciation .of securi- 
ties, real estate mortgages and real es- 


tate at the end of the year stood at 
$51,423,482. 





NORTH AMERICAN RE. 





Company Has $17,272,758 Admitted As- 
sets and $147,767,900 Life Reinsurance 
in Force; L. M. Cathles President 


The North American Reassurance Co. 
of New York City wound up the year 
1939 with $17,272,758 admitted assets and 
with $147,767,900 life reinsurance in force 
Among the holdings in its portfolio are 
$6,610,478 U. S. Government bonds and 
$3,074,599 public utility bonds. 

President of the North American Re- 
assurance is Lawrence M, Cathles. Vice- 
presidents are T. L. Haff, J. Howard 
Oden and J. W. Thomson, the latter 
also being actuary. Secretary is William 
H. Smith; assistant secretaries, Edward 
T. Westlake and Raymond A. Burke. 
Medical director is E. W. Beckwith. 
Edward G. Merrill is chairman of its 
board of directors. Other directors are 
Paul Alther, Frank Audibert, Percival 
Beresford, President Cathles, Arthur 0. 
Choate, Rodney Davis, Nelson B. Hadley, 
T. L. Haff, William H. Hotchkiss, Edwin 
P. Maynard, Vice-President Oden, H. 
Irving Pratt, Jr. 





Five Top Producers To 
Address New York CLU’s 


Theme of the March 14 meeting of 
New York Chapter Chartered Life Un- 
derwriters is “5 men, 5 millions, 50 
minutes.” The idea is that five mem- 
bers of the chapter who are also mem- 
bers of the Million Dollar Round Table 
will each speak for ten minutes on suc- 
cessful sales ideas. Speakers are Ernest 
H. Early, Northwestern Mutual; Meyer 
M. Goldstein, Connecticut Mutual; Rob- 
ert U. Redpath, Northwestern Mutual; 
Theodore M. Riehle, Equitable Society, 
and Lester A. Rosen, Union Central Life. 





Eugene Jordan District 
Manager Reliance Life 


Reliance Life announces appointment 
of Eugene Jordan as district manager 
in eastern Pennsylvania with an office 
in the Lincoln-Liberty Building, Phila- 
delphia. He is originator of the “Jor- 
dan Plan,” rendering six distinctive serv- 
ices, and the use of the plan will be 
included in setting up his organization. 





ALBERT L. BROWNE DEAD 

Albert L. Browne, for many years 
safety engineer of the Travelers, died 
at his home in the Bronx this week. 
After leaving school he was employe 
by the Degnon Contracting Co., becom- 
ing an assistant superintendent and fore- 
man of subway and concrete foundation 
construction. He and his wife signed the 
first lease for an apartment in Park- 
chester, the new housing development of 
Metropolitan Life, 
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N. E. Conference 
In Boston March 14 


INSURANCE AND TRUST GROUPS 





Speakers Are Dewey R. Mason, 
—— B. Hull, Myron E. Smith, 
Leon Gilbert Simon 





Preserving financial security will be 
the timely theme on which variations 
will be presented by practical men of 
experience, under joint sponsorship of 
the Boston Life Underwriters Associa- 
tion and the Boston Life Insurance and 
Trust Council at the New England con- 
ference in Boston March 14. This first 
joint New England conference will take 
the place of the seventh annual confer- 
ence of the Trust Council and the an- 
nual New England sales congress of the 
life underwriters, customarily held in 
January and March respectively. 


Those Furthering Event 

J. S. Braunig, general agent, Massa- 
chusetts Mutual, and Basil S. Collins, 
assistant vice-president, Old Colony 
Trust Co., are joint chairmen of the 
conference, for which President George 
Paul Smith, manager, New York Life, 
and William R. Herlihy, Jr., assistant 
vice-president and trust officer, State 
Street Trust Co., as respective presi- 
dents, have pledged whole-hearted sup- 
port by the two groups. 

The program will be opened by Dewey 
R. Mason, general agent, Aetna Life at 
Syracuse, on “Let’s Decide,” and Roger 
B. Hull, managing director and general 
counsel, National Association of Life 
Underwriters, on “Preserving Individual 
Reserves.” 

For the luncheon President Herlihy of 
the Trust Council will preside. The 
speaker is to be announced. The early 
afternoon session will be in clinic form 
with four speakers. Later Milton Elrod, 
Insurance Research & Review Service, 
will speak on taxation. Chairman Mc- 
Kinley H. Warren, general agent, Phoe- 
nix Mutual, will present one of his own 
agents, Myron E. Smith, who will relate 
experience in “Two Years in the Field.” 
Leon Gilbert Simon, associate general 
agent, M. T. Ford agency, New York, 
Equitable Society, will speak on business 
insurance and J. Harold Stubbs, Farns- 
worth agency, Equitable Society, on un- 
derwriting financial objectives. 

The conference will close its program 
on “Preserving Financial Security” with 
Chairman Clyde F. Gay, general agent, 
Aetna Life, presenting as a topic, “What 
You Should Know About the Social Se- 
curity Act in Your Business.” John R. 
Campbell, regional representative, Social 
Security Board, and Clarence N. Gray, 
manager Boston field office of the board, 
will give up-to-minute data on workings 
of the Social Security Act. 


IDEAS FROM KEE AGENCY 


Two agents in the Wm. H. Kee agen- 
cy, Mutual Life, Brooklyn, last month 
submitted business for more than $100,- 
000 each. Leaders were T. C. Biskinty, 
J. E. Kunken, J. L. Sudsan, S. B. Dief- 
endorf, G. W. Baker, Max Haas and 
Miss L. M. Sproule. Speakers at Mon- 
day’s meeting were George W. Baker of 
the agency who said on the program- 
ming idea: “In selling an idea we must 
give the prospect something to think 
about”: and Morris Largeman, mana- 
ger Williamsburg unit, who suggested: 
“Find the need and then meet the need 
with contracts of your own company. 
You may find the prospect will surprise 
you with the fact that he can afford a 
large premium outlay.” 


S. D. BONNER ANNIVERSARY 

Stanley D. Bonner completed twenty 
vears with the Mutual Life of New 
York on March 1, all of it with the 
Brooklyn agency leading up to his pres- 
ent position as agency organizer in the 
Kee agency. He was given a testimonial 
luncheon by his associates on the anni- 
versary date. Starting as application 
clerk, he later entered the field as‘ an 
agent and in 1929 was appointed agency 
organizer. 








Lounsbury Gives Staff 
Bankers Nat’l Progress 


EMBARKED ON 5-YEAR PROGRAM 





N. J. Company Has 75 Million in Force; 
180 Agents Under Contract; Volun- 
tary Retir t Plan A d 








Ralph R. Lounsbury, president, Bank- 
ers National Life, Montclair, N. J., fol- 
lowed the interesting procedure this year 
of giving a detailed report to employes 
of the company on its financial position 
at the year-end in a five page single 
spaced letter. He pointed to the under- 
writing and production record; gave an 
account of action taken at the recent 
Hollywood, Fla., convention and gave 
his own personal praise for the good job 
done last year by the entire staff. Fea- 
tured from the annual statement was the 
fact that Bankers National’s assets are 
now more than $7,000,000; more than 
$1,000,000 of funds in excess of all lia- 
bilities, and more than $75,000,000 of In- 
surance in Force. Of this amount $50,- 
215,066 is in Ordinary. 

In 1939, President Lounsbury ex- 
plained, 3,168 new aps. for a total of 
$14,793,000 of Ordinary insurance were 
received of which 2,773 for $12,222.000 
were approved and 2,373 for $9,735,120 
delivered and paid for. Average size of 
these policies was $4,102, larger than 
heretofore. During the year the com- 
pany appointed eleven new agencies and 
at the year-end had 180 agents under 
contract. Leading producers attended a 
recent club convention at Hollywood, 
Fla., at which a major announcement 
was details on a voluntary retirement 
plan for Bankers National asents. Other 
convention action as given by Mr. 
Lounsbury follows: 

1. Discontinuance of issuance of family 
income, estate foundation and nropress- 
ive paid-up policy plans. 2. Modifica- 
tion of monthly income disability bene- 
fits. 3. Issuance of Ordinarv policies 
with premium navable monthly if it is 
not less than $7.50. 4. Issuance of odd 
amounts of insurance. President Louns- 
bury also pointed to a new five-vear pro- 
gram which began Januarv 1, 1940. arn 
under which seventy-five millions of Or- 
dinary in force is expected at the end of 
1944. 


At the stockholders’ meeting Februorv 
15 officers and directors were reelected 
and by action of the board nolicvholders’ 
dividends are to be continued during 
1940 on the same scale as in 1939. 





Bankers National Life 
Has New Blanket Cover 


A broader and more liberal blanket 
coverage life insurance plan has been 
released by Bankers National Life of 
Montclair, N. J. The new plan allows 
for inclusion of sub-standard lives, rated 
according to impairment, whether physi- 
cal or occupational, under special tables. 
The elasticity of the rating method per- 
mits a more complete coverage, making 
it possible for the insuring association 
to sponsor what is practically an all- 
inclusive plan, says the company. The 
plan is issued non-medically, with satis- 
factory application up to age 50 and up 
to $3,000. Maximum age limit at entry 
is 65 and the maximum individual amount 
allowable with examination is $5,000 
Twenty acceptable applications for a 
minimum volume of $50,000 is required. 
No definite percentage of participation 
in the insurance feature is necessary. 


DOHERTY CONTEST WINNER 

Gerald Doherty, Boston agency of the 
Continental American Life, has received 
word from the Wilmington home office 
that he has won first place in the pro- 
duction contest for participation in the 
cornerstone laying of the new home 
office building at Wilmington. 


SON TO L. CARTWRIGHTS 
Mr. and Mrs. Levering Cartwright— 
he is assistant managing editor of the 
National Underwriter at Chicago—are 
the parents of a son born Wednesday. 








Speeches Out, Fun In for 
N. Y. Dinner March 28 


Informality and a good time for every- 
body are the two ideas which are upper- 
most in the minds of the committee now 
at work on plans for the anniversary 
dinner party of the Life Underwriters 
Association of New York City March 28. 
Speeches are out and music and enter- 
tainment are in for that evening. If 
plans are carried through as they were 
discussed by a committee under direction 
of Lloyd Patterson on Wednesday after- 
noon, the ballroom of the Hotel Penn- 
sylvania will be set up in night club 
fashion with a dance floor in the center. 
A..popular member of the association 
will be toastmaster and local talent will 
be lined up to make this an enjoyable 
party entirely within the organization. 
A leap year angle may be introduced 
with an occasional dance when the girls 
can pick their partners. The price for 
the whole evening, including dinner and 
tips, will be set at about $2.50. 

The sales congress, an all-day affair, 
will be the heavy part of the program 
before the banquet. In the time between 
the congress and an early dinner the 
members will be given an opportunity to 
meet the speakers on the sales congress 
program and at the same time the offi- 
cers of the association will have an op- 
portunity to meet with members of the 
association informally. Details about the 
anniversary party will be in the hands 
of members probably next week. This 
is the association’s fifty-fourth year. 


WESTCHESTER SALES COURSE 


Chairman Evelyn I. White of Penn Mu- 
tual Announces Faculty of Splen- 
did Producers 

The Life Underwriters Association of 
Westchester, N. Y., small but dynamic 
organization, this week announced 
through its chairman, Evelyn I. White, 
agency director, Penn Mutual, the fac- 
ulty and plans for a sales training course 
to be run at Yonkers. Miss White has 
secured a faculty which includes some 
of the top production and field training 
men in this territorv. They will speak 
on consecutive Tuesdays in this order: 

William L. Radcliff, manager, Travelers; Leroy 
N. Whitelaw, field instructor, Prudential; George 
P. Shoemaker, general agent, Provident Mutual; 
Manuel Camps, Jr., general agent, John Han- 
cock; Charles S. McAllister, general agent, Phoe- 
nix Mutual; Beatrice Jones, manager women’s 
unit, Equitable Society; Ralph G. Engelsman, 
general agent, Penn Mutual; Charles Jones, 
Travelers, president of Westchester Association; 
Franklin P. Amthor, director of agents’ train- 
ing, Equitable Society; Osborne Bethea, general 
agent, Penn Mutual; William A. Sullivan, field 
training instructor, Metropolitan; Carl E. Haas, 
manager, Union Central; Arthur V. Youngman, 
general agent, Mutual Benefit; C. Preston Daw- 
son, general agent, New England Mutual, and 
Frank Meyer, general agent, Penn Mutual. 

Details of the course will be presented 
at the Westchester sales congress in 
Bronxville March 14. On the committee 
with Miss White are Kris Kristensen, 
Equitable Society; Lincoln Heck, Metro- 
politan; Francis J. Dondero, Aetna Life; 
Charles A. Egenolf, Prudential, and Ern- 
est H. Slaybaugh, Northwestern Mutual. 


McGIVERAN CHICAGO SPEAKER 

Guest speaker at Chicago February 28 
when the C. L. U. and Chicago Associa- 
tion of Life Underwriters held their an- 
nual joint meeting in charge of the for- 
mer group was Ben S. McGiveran, Eau 
Claire, Wis., who talked on “The Right 
Try-Angle”—scientific ways of making 
the proper sales approach. 


‘MRS. GERARD S. NOLLEN DEAD 

Mrs. Gerard S. Nollen, wife of the 
president of Bankers Life of Iowa, died 
on Wednesday. She had been ill for 
some time. In addition to her husband 
she is survived by two daughters. 


APPOINTED IN NEWARK 
Following four years as manager of 
Union Mutual Life’s Portsmouth, N. H., 
agency Joseph Schwartz has been trans- 
ferred to Newark, N. J., to take over 
the company’s agency there, 














U. S. Life Observes 
Ninetieth Milestone 


PERIOD ATTIRE LENDS COLOR 





President Starr Addresses Reception 
Guests; Enlarging Foreign Field; 
Business Increases 





United States Life, one of the oldest 
companies in America, celebrated its 
ninetieth anniversary March 4 with a 
reception at the home office in New 
York at which company officers and di- 
rectors were hosts. The company was 
founded in 1850 and is the third of to- 
day’s life companies to be incorporated 
in New York State. President C. V. 
Starr said about the far-flung agency 
organization of this company: “Our 
original appraisal some years ago of 
United States Life as a solid foundation 
on. which to build a company of wider 
usefulness has, we feel, been justified 
by the progress made during the past 
few years. The company has shown in 
1939 an increase in new ordinary busi- 
ness of 1498% over 1935. Its service 
has been extended domestically and the 
ready acceptance of its name in the 
Hawaiian Islands, the Philippines and in 
parts of South America and other im- 
portant countries in both hemispheres, by 
Americans and educated nationals in 
those countries, indicates the need abroad 
for sound American life insurance pro- 
tection backed by continuing service. 
Life insurance is unquestionably a great 
economic stabilizer and we feel that our 
company, in its modest way, is sharing 
in that effort so greatly needed today 
to bring about a more orderly world.” 

Business Increased 

According to the company’s ninetieth 
annual statement mortalitv reached a 
record low last vear of 39.49% of ex- 
pected, accompanied by a gain in insur- 
ance in force of 6.4% over 1938. Ordi- 
nary business, excluding Group, was 
8.7% over 1938. 

The company does a substantial busi- 
ness abroad. having branch offices and 
agencies in the Territory of Hawaii. the 
Philippine Islands, Netherlands East In- 
dies and Netherlands West Indies, 
Straits Settlements, Canal Zone, treatv 
ports of China, and Colombia, South 
America. The latest development of the 
comnany’s foreign department was its 
entry into Cuba, this year, establishing 
the first of a series of agencies it is 
planning throughout the Caribbean area. 
Another step in the company’s develop- 
ment was its entry into the accident. 
health and hospitalization fields last 
Tanuary, with a complete portfolio of 
these policies. 

History Traced in Costume 

Five young ladies, dressed in authentic 
costumes portraying some of the sienifi- 
cant periods in the ninety-year historv 
of the company, lent a colorful note at 
the anniversary recention. The ladies 
served as hostesses. Miss Christine Rob- 
ertson in an 1850 costume renresented 
the year the company was founded: Miss 
Virginia Morris wore a costume of the 
Civil War days; Miss Dorothy McVarish 
in an 1870 costume represented the post- 
bellum era; Miss Dorothy George took 
one back to the Gay Nineties with a 
costume of that neriod, and Miss Hope 
Morgan. in a modern evening dress, was 
Miss 1940. 


Miss Bliven to Talk Here 


Sonhia Bliven, manarer women’s aven- 
cy, Penn Mutual, Philadelphia, will be 
principal speaker at March 12 meeting 
of League of Insurance Women at the 
Woman’s City Club, 4:30 o'clock. A 
dinner under direction of Lillian Josenh 
will follow the meetine. Helen Wolf- 
sohn, president of the League, will pre- 
side. Bertha Loheed is program chair- 
man, and Florence E. Stieler, publicity 
chairman. 


R. BERGESEN HAPPY FATHER 

Ralph Bergesen, president, Service Re- 
view, Inc., is the happy father of a baby 
daughter, Miss Marcella. born on Leap 
Year’s Day, February 29. 
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HIDDEN TAXES 

A study of hidden taxes in 1938 re 
veals that insurance companies have paid 
$106,000,000 — in 
While actually the companies pay these 


these invisible levies 
taxes as a part of the cost entering into 
the premiums they pay, the stern fact re 
mains that the companies serve as a tax 
collecting agency for the Government in 
this regard. The Hartford Courant in 
commenting on this situation says: 

There has been a tendency of late for 
both Federal and state governments to 
look upon insurance companies as easy 
picking and to find one excuse or an 
other for taxing their operations and the 
proceeds derived by beneficiaries of poli 
cies. In one breath it talks about reduc- 
ing the cost of insurance to policyhold- 
ers; in the next, it talks about ways and 
means of getting more money out of the 
companies and the insured through taxa 
tion. Since insurance offers the best 
means yet devised for providing the in- 
dividual with social security every possi 
ble encouragement should be given when 
the proceeds of life insurance policies 
come in for increasingly heavy estate 
and inheritance taxes 

Discussing the general subject of taxa 
tion, the United States Chamber of Com 
merce this week calls attention to the 
national catechism which has just been 
published of the new regulations for 
Federal income tax. It is 700 pages 
about one-sixth more extensive than the 
regulations of last year, and 50% longer 
than the regulations of only four years 
ago, The Chamber says: 

These regulations have now definitely 
taken their place in the ranks of the 
big books to which Federal agencies 
eagerly aspire for their productions in 
print. In this instance, size is especially 
menacing for citizens, as each of them 
at his peril must be letter-perfect in 
answering the questions between the 
covers. 


EQUITABLE PARTNERS LEARN 
ABOUT EACH OTHER AND 
THE SOCIETY 

As fine an informative document as has 
ever been issued in the life insurance 
business is the sixteen-page annual re- 
port of President Thomas I. Parkinson, 
president of Equitable Life Assurance 
Society, captioned “Annual Report for 
1939 on Your Policy and Those of Your 
2,400,000 Partners in the Equitable Life 
Assurance Society of the United States.” 
The report contains many human inter 
est pictures and charts, and a reading of 
the document must convince every pol 
icyholder that his policy constitutes one 
“We want 
you to be proud of your association with 


of his most valuable assets 


this great cooperative enterprise,” Presi- 








dent 
and there is no doubt that every policy 
holder will experience a feeling of pride 
as he reads the booklet. 

The Society tells how the “Equitable 
partners” are benefited; explains low in 
terest rates as a factor in insurance 
costs today; points out how legal re 
serves have increased; explains why level 
premium keeps costs from rising as pol 
icyholder grows older; analyzes the 1939 
income; tells what happened to the 1939 
Equitable premium dollar; narrates the 
story of life insurance assets at work; 
illustrates what the company owns and 
what are its obligations; and sketches 
who joined the Society last year. 

Not only is the entire story told in a 
graphically interesting manner, with 
every page vital and engrossing, but 
the document is a work of art 


ROCK ISLAND REORGANIZATION 

Elsewhere in this paper appears an 
extended resume of the role played by 
eleven life insurance companies in the 
reorganization of the Rock Island Rail- 
road. The Rock Island reorganization 
had been chosen by Gerhard Gesell, chief 
examiner SEC, as an example to present 
to TNEC of what life companies and 
their associates in the financial world 
accomplish when they give their best 
attention to and their cooperation with 
aiding properties where they have credi 
tor interest. It was an opportunity to 
lift the curtain and see the actors play 
their roles on a great rehabilitation stave, 
and Dwight S. Beebe, vice-president and 
financial manager, told the story clearly, 
eloquently and forcefully. It will inter- 
est agents who have not heretofore had 
opportunity to see life insurance at work 
in this manner on such a broad scale in 
the financial world 


John G. Parker, general manager, Im- 
perial Life, recently addressed the stu- 
dents of the extension department of the 
University of Toronto on the subject of 
“Life Insurance as an Investment.” He 
said that in all the years life insurance 
has been in operation in Canada no pol- 
icyholder there had suffered the loss of 
a dollar through his investment in life 
insurance. 

. “2-2 

J. U. Dixon, South Jersey special 
agent for the Royal-Liverpool groups, is 
spending a month at St. Petersburg, Fla 

om 

Paul B. Sommers, president.American 
Insurance Co., has been elected vice- 


president of the Newark Museum Asso 
ciation. 
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Drucker-Hilbert Photo 


Left to right: Peter M. Fraser, Julian S. Myrick, E. W. Allen and Clancy D. Connell 


Julian S. Myrick, manager Mutual Life, 46 Cedar Strect, New York, receiving 
vift of silver plate bearing inscriptions of members of the New York Round Table 
who were his hosts at a dinner in Waldorf-Astoria Hotel celebrating his sixtieth 


birthday. 


Standing with Mr. Myrick are Peter M. Fraser, vice-president, Con- 


necticut Mutual; E. W. Allen, general agent, New England Mutual, and Clancy D. 


Connell, general agent, Provident Mutual, 


Robert B. McFalls, New York City 
awent, has been spending the Winter at 
Gould Cottage, Passe Grille, Fla. 

e 6 (@ 


T. G. Henry, Chicago broker with of 
fices at 175 West Jackson Boulevard, 
is named as the head of an organization 
known as “Funds for Finland, Inc.” The 
organization is collecting money to pur- 
chase arms and ammunition and furnish 
medical supplies for Finland, it is an- 
nounced, 

. - © 


Herbert Fleishhacker, Jr., member of 
the well-known San Francisco banking 
family, has become associated with See- 
ley & Co. San Francisco. This is a 
multiple line general agency. Mr. 
Fleishhacker attended Stanford Uni- 
versity where he was a football player. 
After graduation he entered the office 
of J. P. Morgan & Co. of New York. 
Later he went with the Guaranty Trust 
of this city. He then returned to San 
Francisco, where he was vice-president 
of the Anglo California National Bank. 
He continued in that capacity for seven 
years. 

* * 


E. B. McGhee, secretary to C. V. Starr, 
head of an organization doing an inter- 
national insurance business, and also of 
the U. S. Life, will leave this month for 
Honolulu, and from there will go to 
Shanghai. After some time in Shang- 
hai he will go to Hong Kong where he 
will be stationed indefinitely. At one 
time he was secretary to James D. Dole, 
pineapple king of Hawaii. He joined Mr. 
Starr with the American Asiatic Under- 
writers in 1934; then went to Honolulu, 
and in 1937 returned to Shanghai where 
he was during the Japanese-Chinese war 
until January, 1939, when he came to 
New York. 


i a 


Lewis Douglas, president of the Mu 
tual Life, attended the wedding in Wash 
ington Saturday of George Leslie Harri- 
son, president of the Federal Reserve 
Bank, New York, and Mrs. Cary T. Gray- 
son, widow of Rear Admiral Cary T. 
Grayson, who was President Wilson’s 
physician, 


Charles Bellinger of W. L. Perrin & 
Son, general agents, New York City, and 
one of the leading men in the New York 
insurance district, has been made a di- 
rector of the Sterling National Bank 
& Trust Co. of this city. 

* * x 

John M. Benedict, Jr., special agent at 
Seattle for Hartford Fire, and Miss Pa- 
tricia Hergert have been married. 

a. + - 





John Haley 
H. H. ARMSTRONG 


H. H. Armstrong, vice-president of 
Travelers, and head of its life insurance 
production division, last week had _ his 
thirty-fifth anniversary with the com- 
pany. Educated in Missouri schools, he 
became a special agent of the Travelers 
in 1905, manager of the Indiana office 
in 1906, and in March, 1908, was trans 
ferred to the home office as agency as 
sistant. After serving as assistant su 
perintendent of agencies he became su 
perintendent of agencies in 1924, and 
was elected vice-president in 1927, 
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Mechanism of Preparing Howe In- 
vestment and Real Estate Picture 
of Twenty-six Leading 
Life Companies 
One of the most extraordinary detail 
jobs which has ever been undertaken in 
the insurance business is the analysis 
which was made under the direction of 
Ernest J. Howe, chief financial adviser, 
insurance study, SEC, giving operating 
results and investments of the twenty- 
six largest legal reserve life insurance 
companies in the United States, period 
under review being 1929-1938. This docu- 
ment, submitted by SEC to Temporary 
National Economic Committee, consists 
of 382 pages of tables. It has been the 
base of insurance executives’ examina- 
tions on investments and real estate 
which have had the attention of TNEC 

the past three weeks. 

One thing which has interested execu- 
tives and actuaries a lot has been the 
mechanism by which the report of Mr. 
Howe was prepared. I made some in- 
quiries about this phase of the report 
when in Washington this week. 

The original idea of issuing an invest- 
ment questionnaire was proposed by 
Associate Justice William O. Douglas, 
then chairman of SEC. He discussed the 
subject with Thomas C. Blaisdell, Jr., at 
that time Director of the SEC monopoly 
study. The Douglas suggestion was made 
in the Summer of 1938. Mr. Blaisdell is 
no longer with SEC. At the time the 
suggestion was made neither Gerhard 
Gesell, Chief Examiner of SEC in the 
insurance study of TNEC, nor Ernest J. 
Howe had been appointed to the insur- 
ance section of the monopoly study. 
They were appointed on November 2, 
1938. An investment questionnaire for 
companies to answer had not been pre- 
pared, and it became one of Mr. Howe’s 
early responsibilities to see that it was 
issued, 

The first draft, which except in rela- 
tively minor detail was the form in 
which the questionnaire was ultimately 
issued, was completed on December 13, 
1938. Harry Mehlman, actuary of the 
Insurance Study, prepared Tables No. 1 
to 26 inclusive, which summarized the 
balance sheet, income and disbursement 
schedules, exhibit of changes in sur- 
plus, and gain and loss exhibits. Min- 
ute questions of phraseology and or- 
ganization of forms for supplying the 
tabular data occupied the next two 
weeks; so that it was about midnight 
on December 31, 1938, when the second 
draft of the questionnaire was com- 
pleted and ready for presentation to the 
companies. When this second draft had 
been prepared Mr. Howe took it to New 
York and spent several days in consulta- 
tion with officers of a large company 
there which he says was very helpful 
regarding matters of phraseology and in 
Suggesting the elimination of questions 
which it would have been impossible or 
difficult to answer. Officers of a large 
Newark company also were helpful in 
their comments. Both J. P. Normile and 
I. C. Wightman joined the staff of the 
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Insurance Study in January so that upon 


returning from consultation with the 
New York and Newark executives Mr. 
Howe had suggestions from Normile and 
Wightman in the final organization of 
the questionnaire based upon the sug- 
gestions received in New York and 
Newark. 


The final draft of the questionnaire 
was completed, approved and sent to the 
printer on January 19, 1939, and was 
issued by SEC on January 31, 1939. 
Replies were requested by April 1, 1939. 
When the questionnaire replies were re- 
turned Mr. Wightman made special in- 
dividual company studies of each return. 
Mr. Normile concerned himself with 
studies of special situations, sometimes 
involving only a certain portion of the 
assets of one company and sometimes 
involving the practice of all companies 
with respect to certain portions of their 
business. As examination of the replies 
proceeded, it became evident that the 
answers to SEC questions were some- 
times based upon an interpretation of 
the language which SEC had not in- 
tended. Furthermore, the questionnaire 
had been designed in such a manner that 
as much of the information as possible 
was reconcilable with the Convention 
form annual statement of the companies. 
In attempting to check the answers by 
this method of reconciliation it became 
evident that there was great difference 
in the replies with respect to the care 
and accuracy which had been used in 
assemblying the information. Some re- 
plies were entirely free from errors; 
others, according to SEC, were not. This 
situation made it abundantly evident that 
two steps were necessary. In the first 
place, detailed deficiency letters would 
have to be addressed to most of the 
companies, and, in the second place, a 
supplemental investment questionnaire 
would have to be issued in order that 
SEC might have a more adequate pic- 
ture of the operations of the companies. 

The organization of the material for 
the deficiency letters was a major proj- 
ect in itself. First, it was necessary to 
determine what portions of the ques- 
tionnaires would be checked against the 
annual statements, and then the labori- 
ous task of actually making the checks 
had to be done. That job was carried 
out under the supervision of Myer H. 
Naigles, who at that period was in 
charge of three or four temporary sta- 


tistical clerks obtained from the Civil 
Service rolls. SEC was anxious that 


these letters be clear and accurate and, 
therefore, a large amount of checking 
and rechecking was necessary. The prob- 
lem was not in the least simplified by 
the fact that the statistical department 
was not familiar with the intricacy of 
Convention form statements at the time 
the work began. 

The Supplemental Investment Ques- 
tionnaire was issued August 11, 1939, 
and replies were requested September 
30, 1939. While the Supplemental Invest- 
ment Questionnaire was being answered, 
the Statistical Department under Mr. 
Naigle’s supervision began the tabula- 
tion of data received in reply to the 


Investment Questionnaire. Already it 
was being increasingly evident that if 
the results of the replies to the ques- 
tionnaire were to be made useful to 
SEC and TNEC and also through them 
to the public that it would be necessary 
to compile a comparative analysis of 
the data supplied. Mr. Normile and Mr. 
Howe, therefore, prepared the outline of 
the volume which has been published 
under the title of “Operating Results 
and Investments of the Twenty-six 
Largest Legal Reserve Life Insurance 
Companies in the United States, 
1929-1938." As soon as the work of 
tabulating this material got fairly under 
way, at the urgent request of another 
Government Department, Mr. Naigles 
was released to do some special work 
outside of SEC. It, therefore, became 
necessary to place the statistical clerks 
doing the tabulation under another direc- 
tion. Joseph Wolpe was chosen to take 
charge of this and he carried the bur- 
den of tabulation through to its ultimate 
conclusion. During most of the period 
he had the assistance of three or four 
statistical clerks, but as the pressure for 
conclusion of the tabulation became 
greater, it was necessary to increase his 
staff until at one time a maximum of 
eight statistical clerks were so employed. 

Due to the Civil Service requirements, 
for the most part each statistical clerk 
worked about two or three months and 
then was relieved by some one else. 
This constant turn-over greatly increased 
the difficulty of handling the work as a 
certain amount of time is necessary to 
familiarize each individual with the por- 
tions of the annual statement with which 
he is working. As each schedule was 
completed and checked, it was sent to 
the central stenographic pool of SEC for 
typing and after that it was photo- 
graphed and prepared for the process of 
multilithing. 

After the necessary photographic and 
other work in connection with each 
schedule was done, proofs were returned 
and the tabulations were rechecked to 
the original data in the questionnaire 
replies supplied by the companies, When 
all of the errors which SEC could dis- 
cover by this process had been elim- 
inated, and after Mr. Howe had made 
the final judgment as to what footnotes 
would be included and what excluded 
from the tables a limited number of 
copies were multilithed and sent to the 
contributing companies for verification. 
At the end of the period set for this 
verification Mr. Howe communicated with 
each company by telephone to see that 
every suggestion which any company 
wished to make would have considera- 
tion. This process led to the discovery 
of a number of errors in the question- 
naire data as originally supplied by the 
companies, my informant told me. All 
factual changes suggested by the com- 
panies were made in the volume as 
issued, and the bulk of the interpreta- 
tive footnotes which they wished to have 
inserted were also included in the final 
volume. 

SEC estimates that there are at least 
half a million chances for error in the 
report and that it therefore took extra- 
ordinary care to check all information. 
The first edition of the book was sent 
to insurance companies for correction. 
They either wrote or telephoned correc- 
tions with the exception of one unusually 
large company. When the edition was 
edited after hearing from companies and 
the final edition was made public the 
SEC received no complaints about accu- 
racy. F. W. Ecker, vice-president of the 
Metropolitan Life, when questioned last 
month by Chief Examiner Gesell about 
several tables in the report, declared that 
the Metropolitan’s figures in the report 
could only be interpreted in the light 
of a complete understanding of his com- 
pany’s policies. 

* « * 
Dog Bites Man Is News—To Claim 
Departments 


The most ancient wheeze in the news- 
paper business is the instruction to the 
cub reporter: “Remember that when dog 
bites man that is not news, but when 
man bites dogs it is.’ Charles A. Dana, 


when editor of the New York Sun, was 
first to make this statement. 

Well, when dog bites man it may not 
be news in journalism, but it certainly 
is news from the standpoint of the claim 
division of an insurance company. Bert 
A. Page, vice-president of Travelers, in-_ 
forms me that in a five-year period the 
Travelers has had approximately 350 
claims as a result of some dogs taking 
a dislike to certain men, women or chil- 
dren. I asked Mr. Page if he would not 
dig up for this column some other claims 
of human interest nature. 

Responding thereto he writes me a 
letter saying that the company’s agency 
publication, Protection, went to the bat 
on this very subject in April, 1939. Trav- 
elers researchers for that occasion dug 
up some five-years facts which Mr. Page 
communicated to me as follows: 

“Two hundred and fifty-five claims 
were due to assaults; eighty-two due to 
insect bites; 1,417 due to foreign particle 
in eye; fifty-five due to falling into trap- 
doors and manholes. And would you be- 
lieve it—falls on pavements were the 
cause of 7,560 claims! Falls on steps— 
1,365. Falls on ice—4,061. Cranking ac- 
cidents—536. I thought cranks were out. 
No, I didn’t. I read the daily papers, 
including news from Washington, and 
the ‘ham and eggs’ fronts. 

“Accidents around the home, both in- 
side and outside, 44,492—nearly 33% of 
the total. Here is a curious thing—1,946 
claims due to railway travel, 463 claims 
due to street railway travel, 700 claims 
due to water travel, 29,114 caused by 
automobile accidents. Sports and recrea- 
tion accounted for 28,313. 

“The man with the yen for unusual 
accidents could go through the claim 
files of this or any other company and 
find aplenty. For example, 480 claims 
due to poison by shrubs, plants, etc. 
Splinters accounted for 928. Getting in 
and out of bed accounted for 457.” 

“Wouldn’t you think that people would 
be more careful than they now are when 
they are taking a bath?” asked Mr. Page. 
“A fellow will pull on goloshes, grab 
a Chamberlain umbrella, put a muffler 
on his throat, if there is a rain precipi- 
tation of one-fourteenth of 1%. But let 
him get into the bathtub and his 
thoughts begin to wander and he forgets 
where he is. A cake of Ivory soap is 
something to rub with. It is just about 
as safe as walking across a railroad tres- 
tle in the country if a fellow lets the 
soap remain at the bottom of the tub 
while he gets thinking of his income tax 
and then stands up and reaches for a 
towel. The place to think about the 
income tax or of the other Washington 
situations is in your ofce or in an easy 
chair men reading Kiplinger, and not 
while performing ablutions. In the five- 
year period about which we are discuss- 
ing, the Travelers paid claims for 1,324 
falls which occurred in bathtubs. Every 
time I see one of those gay advertise- 
ments of some Hollywood starlet or Joan 
Crawford sitting publicly in a bathtub 
and in a room which only Cecil De Mille 
can duplicate in beauty, I wonder how 
near she is sitting to a cake of perfumed 
soap which has temporarily found a rest- 
ing place in the bottom of the tub.” 

In the period 1934-1938, being dis- 
cussed, the Travelers paid $2,619,217 for 
claims as a result of sports and recrea- 
tion accidents. There were more injuries 
from playing baseball than any other 
group in this classification—3,249. Next 
came the swimming claims. It does not 
seem possible that in five years there 
could have been 745 claims that were 
valid and legal coming from theatre, 
church and concert going, but. such is 
the fact. This question of injuries in 
a church reminded me of a comment I 
heard a city editor of a paper make in 
Louisville once: 

“You never can tell what will happen 
at a fight or in a church. One night 
in Louisville 5,000 fans crowded into a 
place to see a bout. Some of the crowd 
were roughnecks, and had been drinking 
heavily, but nothing happened except to 
the two fighters. On the same night 
there were fifty persons in a church here 
listening to a prayer. Right in the mid- 

(Continued on Page 42) 
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Legislative Committee Backs Pink 
On Revised Fire Policy for N. Y. 


Chairman Piper Says, However, Present Bill May Not Be 
Passed Until 1941; Companies, Buyers, Producers 
Express Views at Hearing in New York City 


By Edwin N. Eager 


Revision and modernization of the New 
York standard fire insurance policy are 
supported by both the New 
Department and the 
revision 


strongly 
York Insurance 
joint legislative committee on 
of the insurance law and may be ac- 
complished this year, but probably will 
be deferred until 1941. The strength of 
the official backing for changing of the 
contract was definitely established at the 
lengthy hearing held last Friday at 80 
Centre Street, New York City, by the 
legislative committee on the new stand- 
ard policy bill, prepared and approved 
by the National Association of Insur- 
ance Commissioners. : 

This proposed new fire insurance pol- 
icy bill is now before both the Senate 
and Assembly at Albany. Chairman of 
the joint legislative committee is R. Fos- 
ter Piper of Buffalo, a Republican, and 
the New York Insurance Department is 
headed by a Democrat, Louis H. Pink. 
With the leading insurance epresenta- 
tives of each political party in thorough 
agreement as to the desirability of sim- 
plification of the fire contract and broad- 
ening of the coverage under the basic 
form, chances are strongly in favor of 
ultimate adoption of a revised policy in 
this state. 


Piper Wants Bill in Final Shape Soon 


At the conclusion of last Friday’s hear- 
ing Chairman Piper requested those de- 
siring to make relatively minor changes 
in the new proposed policy bill to con- 
fer some time this week with the mem- 
bers of the New York Insurance Depart- 
ment so that his joint committee may 
have before it as soon as possible a bill 
in such shape as to meet generally with 
the approval of all parties at interest. 
Considerable doubt exists, he admitted, 
whether there is time for passage of the 
bill before adjournment of the 1940 ses- 
sion of the legislature. There are many 
important non-insurance measures pend- 
ing at the capital and the legislators 
wish to end the session as early as pos- 
sible, this being an important election 
year. 

Moreover, it may be advisable, said 
Mr. Piper, to withhold action until after 
the June meeting of the insurance com- 
missioners at Hartford, at which time 
there will be more discussion of fire pol- 
icy revision. It is the intention, never- 
theless, of the committee to get the re- 
vised policy bill in acceptable shape now 
so that Superintendent Pink, in going 
to Hartford, will be in position to inform 
the other commissioners that New York 
has prepared a revised policy which the 
business and the public in New York 
believes should be adopted. 

At the hearing the revised policy bill 
received, in general, strong support from 
producers, buyers’ representatives and 
mutual companies. Stock fire companies 
offered opposition to the bill as a whole 
and in particular, holding that the pres- 
ent New York standard form is satisfac- 
tory and also that the proposed form con- 
stitutes a dangerous threat to the present 
rating system by the inclusion of addi- 


tional coverages—lightning, smudge and 
explosion—in the insuring clause. 


Doyle Speaks for Stock Companies 


General Counsel J. H. Doyle, National 
Board of Fire Underwriters, was the 
chief spokesman for opposition to the 
bill. Called as the first speaker at the 
hearing, he stated that a fire policy 
was the fundamental concept of insur- 
ance upon which rates, coverage and 
other things are based and that passage 
of the revised policy bill would neces- 
sitate complete revision of rates. Mr. 
Doyle also attacked the measure on the 
ground that it would handicap uniform- 
ity of coverage and concurrency in policy 
conditions as New York would have a 
fire policy not in force in any other 
state. The insurance coverage of large 
interstate risks, such as utilities, oil com- 
panies and chain stores, must be upon 
a uniform basis, he said, and policies 


now in use permit that in a satisfactory 
manner, 

Mr. Doyle likewise held that smoke, 
smudge and explosion insurance do fot 
properly belong in a fire policy. They 
are separate and distinct perils and 
should be kept so. In New York State, 
he continued, most heating apparatus 
is of the type not likely to cause smoke 
damage and therefore it would be dis- 
criminatory and unfair to compel every 
fire insurance buyer to accept smudge 
protection and pay for it. 

Doubt was expressed by Mr. Doyle 
whether many other states favor a re- 
vised policy. He pointed to statutes else- 
where governing limitation of fire com- 
pany writing powers and voiced the 
opinion that general nation-wide adop- 
tion of this proposed uniform contract 
would be most difficult and long de- 
layed. 


Practically No Litigation Now 


Replying to the argument often heard 
that the present fire policy may lead to 
unnecessary litigation in loss settlements 
because of the number of restrictions 
written in the basic form, Mr. Doyle 
said that several large company groups 
had furnished him with interesting data 
covering 1938. Out of about 56,000 claims 
only fifty-odd went into court, which is 
nine-one hundredths of 1%. 

Making specific objections to features 
of the new policy bill, Mr. Doyle said 
the lightning coverage grants protection 
beyond what the companies believe rea- 
sonable and opens up avenues for new 
losses, particularly in the utility field, and 
the explosion coverage trespasses upon the 
prerogatives of casualty companies; be- 
sides, is not incident to all properties. 
He also took exception to changes in 
the clauses on increased hazards and 
extended unoccupancy and argued this 
added coverage should call for additional 
rates. Generally with regard to the so- 
called restrictive clauses now in the fire 
policy he said there was need for con- 
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PIG BRISTLES FROM CHINA! 


Chinese pigs are best — for BRISTLES. And so from distant 
y coolie back, junk and sampan, through tur- 
bulent Yangtse gorges, by man-towed barge and river steamer 
to Shanghai, come tons of bristles from the backs of Chinese 

Black and white — to be processed, finally finishing 
their journey as the business end of your hair and tooth brushes. 


Behind this picturesque pattern of world commerce is ny the 
story of American insurance in foreign lands — how A 
ican business, wherever it goes, is provided with sound protec- 
tion in American insurance companies. 


To producers it is interesting to know that such business, origi- 
nating abroad, is handled right here at home through the 
world-wide facilities of our organization. Long experience in 
foreign fields, combined with helpful procedure, becomes an 
invaluable service to your clients. 


Brokers, agents —ask for our booklet “ ADDED IMPETUS” which 
explains this Home-Foreign market from YOUR point of view. 


AMERICAN 
INTERNATIONAL 
UNDERWRITERS 
CORPORATION 


111 John Street, New York 
340 Pine Street, San Francisco 
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Old Established Claims Ad- 
justers Contemplate Opening 
Chicago Office 


Require manager capable developing 
business in addition to our existing 
connections. Replies will be treated 
in strictest confidence. Please give full 
information, age, experience and sal- 
ary desired. Casualty and miscellane- 
ous claims essential and fire experi- 
ence desirable. We intend providing 
profit sharing basis in addition to 
salary. Box No. 1369, The Eastern 
Underwriter, 94 Fulton Street, New 
York City. 











tinuance of safeguards against moral and 
physical hazards. 

Chairman Piper put to Mr. Doyle a 
question also later asked several other 
speakers. It was this: “Maybe the way 
out is to make the new fire policy per- 
missive instead of mandatory. What 
do you think?” Mr. Doyle was em- 
phatic in stating that then there would 
not be any standard form and no con- 
currency, and such a move would be 
most unwise. All to whom this question 
was put frowned upon any idea of two 
forms. Mr. Piper made it clear he did 
not support such a move, merely offer- 
ing it as a suggestion in order to get 
reactions. 

C. M. Smith, counsel of the Glen Cove 
Mutual and representing the Federation 
of Mutual Fire Insurance Companies, 
said his companies felt revision could 
be done to advantage to many interests. 
He said it would not be necessary to 
have a new New York form adopted 
in all states to be effective as today there 
are several forms in use, Uniformity 
is most desirable, but not required. Call- 
ing the present fire rate level too high 
he pointed out that to increase the cov- 
erage in the basic fire form would tend 
to justify present premium levels. For 
agents and companies it would maintain 
premium income in the face of falling 
straight fire rates. While objecting to 
some minor features of the present bill 
he voiced general approval and expressed 
the hope it would be adopted. 

Hebert Asks Change in Explosion Clause 

Senator Felix Hebert, on behalf of the 
Factory Mutual Fire Insurance Compa- 
nies, declared himself favorable to the 
bill on the whole. However, he asked 
that certain small changes be made, 
particularly the definition of types of 
risks to be covered under the explo- 
sion clause. He would put in the cas- 
ualty company category all boilers where 
inspections are necessary. Another 
speaker asked that the language of the 
law and of the policy on explosion be 
made more consistent. Chairman Piper 
said these difficulties could easily be 
ironed out. 

Nelson Pirnie of Albany, an attorney, 
argued for retention in the fire policy 
of the restrictive clauses on ownership, 
vacancy, increased hazards, etc, as a 
protection against moral hazards risks. 
He said these are the only means for 
keeping down crooked claims. Julian 
Lucas, president of Davis, Dorland & 
Co., New York brokers, and former 
president of the National Association of 
Insurance Brokers, rose then to declare 
the fire policy is written principally to 
protect property owners against fire 
losses and not to catch crooks. 

Final speaker at the morning session 
was Russell M. L. Carson of Glens Falls, 
president of the New York State Asso- 
ciation of Local Agents. He said his 
executive committee was partly for and 
partly against the bill. The members 
approve the move to modernize and sim- 
plify the contract, but feel there are 
important differences which should be 
adjusted before the bill is passed at Al- 
bany. Mr. Piper later commended the 


cooperation of Mr. Carson and others, 
and voiced confidence that agreement 
would be reached with the agents. In 


(Continued on Page 31) 
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1939 Automobile and Ocean Marine 


Premiums Show Considerable Gains 


Automobile Income Increased With Sale of New Cars; Home 
Fleet Leads With $31,000,000; W ar Risk Insurance 
Helps to Boost Marine Premiums 


Premium income derived by stock fire 
insurance companies from 
the writing of automobile fire, theft, 
collision and comprehensive risks in- 
creased rather sharply in 1939 from 1938 
levels. This followed the general im- 
provement in the sale of new cars last 
year. A feature of the year was the 
entrance of several new companies into 
the automobile insurance field, backed 
by automobile finance concerns, Finance 
companies also took over a few existing 


and marine 


insurers, more or less inactive, and are 


using them to carry auto insurance on 
financed cars. 

In the ocean marine field 1939 also 
witnessed a sizeable increase in premi- 
ums, occasioned by writing of war risk 
coverage as well as a larger volume of 
straight marine premiums on this coun- 
try’s increased export business. What is 
somewhat surprising is the failure of 1939 
loss payments to increase. In fact they 
are in many instances below the 1939 
level. This is explained by the state- 
ment that while many war risk insured 
cargoes were lost during the last four 
months of 1939 many claims were not 
actually paid before the close of last 
year and the figures in the annual re- 
ports are on net losses paid and not 
net losses incurred. 

Auto Business Expands 

Figures giving net automobile premi- 
ums for 1939 show forty-three insurance 
companies each having income in excess 
of $1,000,000. This compares with only 
twenty-two in 1935 and a previous high 
of thirty-four in 1937. Twenty-one of 
the forty-three wrote in excess of $2,- 
000,000 and six of the total were in the 
$3,000,000 and above class. In 1937 only 
fifteen insurers wrote more than $2,- 
000,000. 

In recent years the Home of New York 
Fleet and the General Exchange Insur- 
ance Corp. of General Motors have been 
rivals for the leadership in automobile 
production. For several years General 
Exchange led but more recently the 
Home Fleet has been regularly in first 
place. In 1939 the eleven companies in 
the Home Fleet reported net automobile 
premiums of about $31,000,000, which 
compares with nearly $27,000,000 for 
General Exchange and its new affiliate, 
Motors. Among individual companies the 
General Exchange with $26,540,914 leads 
the Home, which alone wrote $21,696,000 
net. Other companies in the Home Fleet 
are the Franklin, City of New York, 
National Liberty, Baltimore - American, 
Carolina, Georgia Home, Gibraltar, 
Homestead, Paul Revere and New 
srunswick. 

In 1937 the Home Fleet income soared 
to over $45,000,000 and that same year 
the General Exchange wrote nearly $30,- 
000,000. In 1938 the Home Fleet figure 
was around $23,000,000 and that of Gen- 
eral Exchange $20,362,440. 

Other leaders in the automobile field 
were the Aetna and Hartford, each with 
over $6,000,000, and the American Auto- 
mobile Fire, Automobile of Hartford, 
Fire Association, Franklin, National Fire 
and Travelers Fire. Among companies 
specializing in automobile business are 
the Allstate, Calvert, Commercial Stand- 
ard, Emmco, Interstate, Mt. Beacon and 
Service. 


Ocean Marine Leaders 
In the ocean marine field the British 
companies generally showed larger per- 
centage gains in premiums than other 
companies, although the Insurance Co, 


of North America gained nearly 50%. 
The Atlantic Mutual lost first place as 
producer, yielding to the North America. 
The latter wrote $3,478,482 and the for- 
mer $3,099,966. In 1938 the Atlantic 
wrote $2,894,946 and the North Amer- 
ica $2,365,955. In third place last year 
is the Fireman’s Fund with $2,712,996. 
Other leaders are the St. Paul, Auto- 
bile, Aetna, Federal, Home, Hartford, 
Westchester, Boston, Continental, Fidel- 
ity-Phenix, London Assurance, Marine, 
Providence Washington, Sea and United 
States Fire. 

Following are the country-wide pre- 
mium and loss figures for nearly all 
automobile writing companies and for 
the companies writing any sizeable 
amount of ocean marine insurance: 


Automobile Figures 
Net Net L oY ya 





Company Premiums Pai 
DE ER: cavananescoed $6,233,229 $2,909,423 
ae 1,416,277 535,265 
MN ccna i wasteanakena 78,498 43,509 
—— Sr re wre 159,127 46,714 

SA) WOE ica aia sacenaiee 74,538 13,488 
Alliguc yO aedtossndnan 299,913 110,905 
MI arches catenin as use 798,466 250,272 
American Alliance 153,318 66,110 
American Auto Fire...... 3,329,168 1,095,322 
American Central ........ 360,982 152,631 
American Fire, Tex....... 41,746 6,870 
American Eagle ......... 296,185 112,263 
Associated F. & M....... 53,613 13,000 
American Equitable Senaae 409,387 170,173 
American & Foreign...... 66,643 31,899 
American of Newark. ..... 1,076,668 494,737 
American General ....... 178,476 48,173 
American Home ......... 242,126 116,794 
American Indemnity ..... 1,714,053 690,237 
American Reserve ....... 85,502 32,979 
Alance, Baw. occcccnvces 334,539 117,716 
MIE. cat oie ke eddiews wake 100,073 40,010 
Atlantic Mutual sian 39,211 6,004 
Atlas Assurance ......... 412,119 228,426 
POO gos. osccvcsase Getltsoae 1,144,722 
Baltimore American ..... 417,111 235,887 


Bankers & Shippers...... 2 993,794 











DED ¢ sinseantcueieun mens 16,305 7,467 
Birmingham, Ala. ....... 62.839 19,635 
Birmingham, Pittsburgh.. 83,526 58,579 
ORS 572,265 197,707 
British America .......... 31,670 16,828 
British General .......... 62,369 26,380 
—— RE rey Tee 294,581 120,361 
TN eT rare 273,827 119,544 
OS eee 227,260 96,125 
¢ amden Fire ............ 2,415,686 967,035 
Capital Fire 33,428 13,418 
Re ere 308.971 142,953 
Central, Md. 149.957 55,453 
Central Surety Fire...... 198,913 66,154 
Saar 138.206 108,198 
Chris, General ...0.cc0sss 36,764 23.°60 
eee eee 291,764 112,739 
ee 2 ee eer 30,298 12,307 
- 2" — Spee 1,235,885 571,825 
Columbia Fire, Ohio...... 45,816 21.053 
CA DR. Tine kceee ine. 85.756 36,756 
IK Segoe dens cece 365,463 168,434 
Commercial Standard..... 2,485,024 1,095,598 
Commercial of Ga........ 82,188 12,918 
Commer. Union Assur.... 669,747 285,765 
Commercial Union, N. Y. 142,577 60,303 
Commonwealth § 142,781 
ae f 112,059 
Connecticut Fire .. o 219,067 
Continental ...... eee 5 1,132,912 
SS are . 13,236 
Detroit Fire & Marine.... 61,772 26,458 
eee 22,908 10,526 
Dubuque F. & M......... 1,421,587 664,105 
Dearborn National ...... 145.515 69,224 
SS, & ere 32,039 10,949 
ay ye SPR eae 56,857 24,707 
ke 211,196 87,396 
EAA ere 105,377 81,768 
ea ae 2,097,183 680,369 
ND SN i 5k oxs 2 oko 138.991 53,970 
Employers Fire .......... 1,099,710 355,611 
Equitable F. & M........ 117.108 43,813 
Eureka-Security J 178,948 
SUE, Sh banaest-aekereoa'a 8, 6,815 
OS Pere es ae ,869, 659,211 
Federal Union 3 31,932 
Fidelity & Guar, Fire.... 1,799,792 708,725 
Fidelity-Phenix .......... 2,987,162 1,426,741 
Fire Ass'n of Phila....... 3,203,537 1,311,143 
Fireman’ PO. PO occicccwss Beas 1,270,557 
Firemen’s, Newark ...... 2,364,705 960,509 
First American ......... 247,935 121,463 
ol Pa eee 3,089,713 1,429,533 
ES eee 35,592 858 
Franklin National ....... 133,953 59,17 
POORER TIGIE occccecves 13,686 5,450 
NES ea Rites eaineleaet: .. hacaactio —107 
General, Seattle ......... 1,612,833 653,126 
a ee 129,300 56,807 
General, Trieste ......... 186,293 83,929 
General Exchange .......26,540,914 13,720,423 
General Schuyler ........ 17,418 3,282 
Georgia Home .......... 617,943 285,906 
| I ee ree 617,943 285,906 


Net Net Losses 
























Company Premiums Paid 
Girard F,. & M........... 275,882 112,059 
EE, ip binned <0 0 1,325,821 519,386 
Globe & Republic........ 237,054 98,301 
Globe & Rutgers......... 473,827 209,876 
Oe OS ee 202,290 85,076 
Great American ......... 1,180,764 515,170 
Great Eastern 17,694 5,51 
EEE EERE OE 1,262,599 536,286 
Hamilton : R 37,856 12,015 
Hartford Fire 6,816, 938 2,769,056 
Home of N, 21,696, 083 9,993,550 
Home F. & M 589,951 113,257 
NE aio arid Cashin 189,028 93,72 
ee 617,943 285,866 
DN: are:b00 Sauile cane teers 1,684 54 
Sepertel Of NN. Yocccdcsvs 109,144 46,781 
ee 2 Oe eee 2,665,897 985,825 
Ins. Co, State of Pa...... 505,028 178,975 
PEO 1,138,299 399,766 
SOUITEOMOREE occdaccceses 68,775 21,049 
Inter-Ocean Re, ......... 448,524 167,002 
Oe 8 SS eee 1,057,657 510,857 
ee 153,355 51,276 
Knickerbocker .......... 178,150 74,329 
Law Union & Rock...... 81,574 29,052 
EARGGUR DUO cvccvseccees 24 
ee DS fee 919,257 385,816 
London Assurance .. 531,055 238,606 
London & Lancashire.... 524,984 235,312 
London & Provincial..... 48,932 18,154 
London & Scottish....... 40,309 18,396 
Lumbermen’s ....sscccece 512,566 209,783 
Manhattan F, & M....... 161,310 66,491 
IE ac aan ea edi ese'ea ales 332,914 117,515 
OS” Seer rr 67,430 30,577 
Massachusetts F. & M.... 31,10 13,236 
Mechanics & Traders..... 290,232 128,208 
Motors Ins, Corp......... 430,711 8,804 
MES Wikies diokeuesees-oe A 173,71 66,363 
senate CAsarhse bansee 385,023 187,456 
Merchants, Colo. ........ 209,507 75,63 
SEevenemts, Fi. Yecrccecce 599,340 236,672 
Merchants & Mfrs........ 140,340 58,362 
ee reer 351,283 160,596 
Michigan F, & M........ 219,146 94,464 
Milwaukee Mechanics .. 748,823 304,161 
Millers National ......... 497,237 204,794 
Metropolitan Fire Re..... 45,647 14,591 
OS ee ere 318,955 143,422 
Og OO re 73,270 3,739 
National-Ben Franklin.... 275,882 112,059 
National of Hartford..... 3,906,969 1,725,875 
National, Cele. ..cccsccoes 97,799 38,971 
National F. & M......... 42,856 11,043 
National Grange ......... 67,194 5,991 
National Liberty ........ 1,127,746 478,922 
National Reserve ........ 514,725 281,239 
National Security ....... 49,985 18,484 
National Union 815,591 
PEGTROSIORED. 2 0:00:00 60:60:00 22,178 
PROWOEE DE csccecvvcces 125,730 
New Brunswick 285,906 
New England 23,616 
New Hampshire 328,584 
New York Fire 84,790 

. Y, Underwriters...... 70,552 30,923 
3 eee 2,523 16,771 
ES SPORE POP eee 551,599 196,366 
North British & Merc.... 776,342 354,810 
Northern Assurance ..... 466,526 186,688 
Northern of N. Y........ 1,312,251 473,380 
TUGSEN TRIVEE  ccccccccsccs 280,634 104,130 
Weoet Gtar Mees. sc nccee 173,503 45,902 
IOrtRORStOre o.cccccccccee 54,291 19,321 
Northwestern F. & M.... 92,953 37,511 
Northwestern National.... 590,292 225,52 
Norwich Union .......... 103,538 44,09 
| rere 208,218 39,973 
Cees PAP .occccccdes 766,150 291,784 
Old Colony 84,864 
CED ccewsgenewonseo sess 51,497 
Pacific Fire 867,438 
Pacific Coast 36,066 
Pacific National ......... 2,504,202 1,177,242 
PRN S cotcues sceeeeaen 160,448 7,800 
re ree 155,422 81,191 
Paul Revere Fire ........ 617,943 285,946 
POG vkneteseeonshecenct 801,426 329,064 
Pemmsyivamia 2... ccccecce 726,957 340,339 
,. SS FD SSeaers 166,618 61,614 
Phila, National ........+. 213,569 87,410 
Phoenix Assurance ...... 420,987 180,443 
Phoenix of Hartford. - 970,324 363,026 
eS eS 581,957 295,228 
POUND siocu6000 04400000 1,138,219 387,778 
Preferred Fire ......csece 114,276 57,748 
Providence Washington... 879,119 397,656 
Prudential of G. B 39,921 
Quaker City ‘ f 76,393 
COU neering es2000cdvies ’ 320,535 
Reinsurance Corp. ....... 68,440 77,648 
Reliance, Phils, 2... cece 341,711 139,855 
ee SO ear 322,077 160,524 
pS Se eee 70,35 26,090 
Rochester American ..... 61,772 26,458 
Rocky Mountain ......... 8,456 3,154 
Royal Exchange ......... 344,245 154,896 

OS iy ee ee ee 919,257 385,816 
BOPOMOTE ..n co ccencsccec ses 226,413 85,248 
eee a Se See 290,750 61,943 
eS eS ee 1,973,282 702,565 
Scottish Union & Nat'l... 421,654 176,036 
MS gdh neat 2 cseiclipaatite 133,897 47,086 
Seaboard Fire, Md........ 33,428 11,263 
Seaboard F. & M 30,923 
Security, Iowa ... 14,469 
Security, Conn. 283,587 
ee ete 344,887 
PPPS Sree 23,609 
IN Sa Suan Sided oee eal 31,034 
Perr rere 8,094 
Southern, N. C 24,216 
South Carolina .......0+. 118,713 56,167 
Springfield F. & M....... 1,862,928 802,952 
Stesserd, Comm, siesecess 64,869 23,553 
Standard Marine peels 44,227 14,460 
DRROOG,- 20. Be caesconce 781,697 298,633 
BE Bid seecitetesetiaoun:s 240,678 95,795 
OE iste. be dices eee Ones ces 787,477 234,470 
Sun Underwriters ....... 113,317 46,916 
Stuyvesant ..........606- 


EE Faicn oc Cia 00 bee's 
OS SS errr 
Transcontinental. 

Transportation 
ci. nes 
EA os vapedawaeese 


(Continued on Page 22) 





presents 


a new and simplified 
work sheet for the 
development of 
Use and Occupancy 
insurable values to- 
gether with an explana- 
tion in laymen’s lan- 
guage of the purpose 
and operation of this 


insurance necessity. 


Copies are available 
upon request. 


Insurance of Physical Values 


is Essential; 


Insurance of Business Earnings 
is Vital. 
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Premiums and Losses Paid in 1939 


In the straight fire insurance produc- 
tion field premiums tended to show a 
slight decline last year, compared with 
1938. This reflected further rate reduc- 
tions and improved building construc- 
and offset somewhat by in- 
creased inventories of insurable stock. 

Far in the lead in fire premiums were 
the Home and the Hartford, with the 
Continental, Insurance Co. of North 
America and Aetna Fire making up the 
first five companies. Other companies 
to show fire premiums last year in ex- 
cess of $7,000,000 each were the Ameri- 
can of Newark, Fidelity- ‘Phenix, Fire- 
men’s of Newark, Fireman’s Fund, Great 
American, National Fire, Springfield Fire 
& Marine, United States Fire and Trav- 


tion was 


elers Fire. Following are the 1939 na- 
tion-wide net premiums and net losses 
paid: 


Net Net Losses 


Company Premiums Paid 


Rate FiO ceccccccces $11,784,573 $4,773,000 
Agricultural 3,639,124 1,706,178 
Albany 371,004 154,235 
Allemannia 1,069,216 438,043 
Allied Fire 125,994 42,577 
Alliance, Pa. .....- 1,420,454 531,369 
American Alliance 1,364,872 582,898 
American Central 1,523,437 699,928 
American Druggists 389,914 156,220 
American Eagle ..... 2,001,251 889,220 
American Equitable 3,764,813 1,663,113 
American Fire, Tex 42,837 22°358 
American & Forcign. 422,314 183,322 
American General . 206,113 62,614 
American of Newark... 9,123,197 3,644,691 
American Home ......... 824,559 359,800 
American Indemnity ..... 144,986 61,986 
American Reserve . . 2,535,856 1,639,792 
American Union ......... 251,418 101,958 
DE Sactaks caneessts4: See 175,416 
Atlantic Mutual 253,394 126,925 
Atlas Assurance ....... 1,952,27 809,753 


Automobile 4,689,357 1,799,460 


Baltimore American 1,119,601 568,783 
Bankers & wmggere 1,632,460 670,011 
OE osees ‘ 805,730 459,877 
Birmingham, Ala. 377,246 110,926 
Birmingham, P ittsburgh 76,932 28,076 
Gg OPTS eer 2,739,166 1,215,130 
British America .......-. 498,742 212,914 
Buckeye Union ......... 109,588 20,647 
British General ......... 254,663 117,532 
DEE ona. entercoceces 1,734,662 777,740 
Caledonian- American 200,326 90,217 

Caledonian .......seeeee. 969,874 437,356 
California gheeenensecane’ 946,361 438,037 
Camden Fire ..........+. 3,156,140 1,364,289 
COE IG vecceusewsse'e 211,157 69,454 
OO 446,781 188,664 
oS SO reer, 268,806 
Central Union ........... 109,442 38,853 
OR err 867,690 435,737 
Chris. General 1,249,376 640,948 
Church Properties ....... 28,734 27,563 
Citizens of ; 264,724 101,048 
City of New York. 1,094,794 450,743 
Colonial Assurance 93,856 30,306 
Columbia Fire, Ohio 388,324 153,169 
COMMER, Bl. Beevecscces 496,338 188,962 
Commerce ... «s+ 1,035,081 423,034 
Commer. Union Assur.... 2 750,251 1,273,156 
Commercial Union, N. Y. 597,421 273,513 
Commonwealth .......... 1,295,013 467,688 
CD ‘ews. obec cnsic ones 1,057,063 431,918 
Connecticut Fire ........ 3,305,400 1,303,672 
COMMMOMIEE ccccccccsesss 12,935,709 5,365,102 
Commty .ccccceccessccees 328,424 138,089 
Detroit Fire & Marine.... 600,874 254,286 
Dixie Fire ...... oe 191,054 76,547 
Dubuque F. & M.. 1,609,530 703,997 
Des eers National 84,863 22,623 
Eagle, N. J...... 724,753 509/308 
Eagle, N. Y 395,075 154,442 
PD  vincecanvehses 1,318,077 673,730 
er Mn. owacgenesee 313,759 137,574 
Empire State 814,410 365,114 
Employers Fire 1,333,124 484,720 
Equitable F. & M........ 661,080 260,734 
Equity Fire ........ 62,020 1,237 
Eureka- ead 2,534,614 559,745 

DE @ sedetacues 261,515 104,857 
yg abalitebaredaneamts 14/452 2'851 
DE secak«caa 445,911 141,426 
UNE, , secces 566,495 290,120 
Federal Union a 506,77 191,911 
Fidelity & Guar. Fire 2,171,288 811,114 
Fidelity-Phenix wseeeees 9,428,615 4,100,221 
Fire Ass'n of Phila....... 4,866,205 1,818,547 
Fireman’s Fund ......... 7,656,827 3,054,351 
Firemen’s, Newark. 9,060,539 3,706,302 
Firemen’s, W ashington.. 165,240 36,035 
First American .......... 569,150 262,851 
Dh te hine oe wane 3,670,724 1,363,511 
OO OO 110,913 3,355 
Franklin National ....... 300,543 128,535 
French Union ........... 386,971 215,667 
General, Seattle ......... 4,797,491 1,724,795 
General, Paris .......... 1,329,023 966,877 
General, BRUMOENE once 839,987 286,891 
General Schuyler ........ 96,069 25,498 
Georgia Home ........... 481,452 193,993 
TN SR 711,231 411,149 
Girard F. & M.......... 1,057,063 431,918 
CEE ade nceeesae a 4,051,458 1,547,178 
Globe & Republic........ 2,184,288 960,710 
Globe & Rutgers......... 2,284,663 681,449 
Geamte BES cccscccccce 1,040,281 475,414 
Great American ......... 8,950,546 3,877,944 


Gre 


Har 


Company 


at Eastern .... 
Halifax 

Hanover 
Hamilton 


tford 


Net Net Losses 

Premiums Paid 
aes 70,042 19,038 
Kivww ews 474,348 210,547 
easees 3,245,308 1,423,054 
owen 141,920 62,971 


. 22,385,865 8,856,766 





PRESIDENT 


Home of N, Y.. ‘26,764,883 10,923,253 

Home F, & M.. 1,690,468 674.337 

Homeland ........ §21,900 244,777 

Homestead ........ 657,526 254,562 ( - 

Illinois Fire .... 78,857 27,302 90 John Street 
Imperial of N. Y... ; 671,207 256,450 

Ins. Co, of N. A... .. 12,626,259 4,723,283 

Ins. Co. State of Pa . 1,236,135 579,180 

International ; 1,533,324 739,067 Net 
Inter-Ocean Re. ......... 1,535,390 914,316 Company Premiums 
Jersey of N. Y...... 1,057,387 485.729 New York Fire...... ... 1,893,922 
Jupiter General 110,027 90,977 N. Y. Underwriters 754,001 
Kansas City ...... 237,745 94,312 CE he ON is pig ac . 3,492,670 
Knickerbocker 1,633,067 726,311 North British & Merc.... 4,347,494 
ON SE ae 92,738 27,376 Norwich Union ......... 1,848,443 
Law Union & Rock...... 521,288 221,763 Northern Assurance ..... 2,716,853 
Lincoln Fire .... 180,061 90,959 Northern of N. Y 3,257,080 
La Paternelle ..... 42,529 14,834 Mg caccasnees 1,149,187 
L & L. & G... 5,828,030 2,365,548 North Star Re. ......2.0> 1,549,256 
London Assurance ....... 1, 812,000 eee 1,508,680 
London & Lancashire y % 987,500 Northwestern F. & M.... 384,924 
London & Provincial 112,935 Northwestern National.... 3,182,948 
London & Scottish....... 89,889 2 BR ere ree 596,636 
Lumbermen’s ........... 285,247 Ohio Farmers ...... 1,466,933 
Manhattan F, & M 230,341 fo Ua 1,034,292 
Maryland ....... Salada 97,413 | ee 1,120,140 
Massachusetts F. & M 328,425 137,706 Pacific Fire ........ 2,006,282 
Mechanics & Traders.. 651,176 278,492 Pacific Coast ..... 289,230 
RRR 162,591 72,005 Se ific National ..... 1,934,996 
Mercantile Sees 1,253,246 473,949 ars Sar 656,345 
Merchants, Colo. 745,869 304,584 ge ss 366,892 
Merchants, N. Y. : 2,610,479 1,096,134 Paul Revere Fire....... 660,401 
Merchants & Mfrs... . 1,290,120 570,37 Pearl =o ee 3,008,268 
OS ee err cove BpG1 5,004 628,811 Pennsylvania DP aegdendteacwe 2,981,959 
Michigan F. & M : 999,509 420,153 ee ae ee . occ wens 789,141 
Milwaukee Mechanics 2,869,171 1,172,72: Phila, National ...... 317,863 


Mill 
Met 


Monarch 


Nati 


National 
National F. 


Nati 


New 


Nati 
Nati 
Nati 
Nati 
Neth 
New 


New 
New 
New 


ers National 
ropolitan Fire 


onal-Ben 


& M 
onal Grange 
Zealand .. 
onal Liberty 
onal Reserve 
onal Security 
onal Union 
1erlands 
ark Fire . 
Brunswick 
England 
Hampshire 


Franklin..... 


of Hartford 


, 2,294°744 


if gis 871,500 Phoenix of Hartford 
568,665 495,406 ay. 2 eae 
1,057,063 $31,918 Piedmont ..... 


Potomac 
Preferred 


8.765.841 
510,001 


3,748,938 
160,583 


28,665 7,445 

439,010 183,080 Provident ..... 
3,027,068 1 548.77 Prudential of G. 

776,892 362,142 Quaker City 

236,742 88,561 CE vas vnes 
4,517,104 1,917,457 Reinsurance Corp, 

276,769 124,213 Reliable ...... 
1,863,403 767,134 Reliance, Phila. 

918,043 406,744 Republic, Texas 

249,877 105,038 Rhode Island 


3,201,763 1,371,113 Richmond 


Phoenix Assurance 


Providence Washington... 


2,151,624 
5,477,519 
778,143 
591, 176 


2,981,964 
Pid dice leioss 305,919 
Buccccsce Beeeeee 

206,842 
5,231,650 
.. 283,903 
on tee 247,041 

508,581 
2,025,031 

706,268 
1,080,158 


) a OF <n en On Oa a 


JOSEPH P. GIBSON, Jr. 


Net Losses 
Paid 
828,682 
296,203 

1,391,179 
1,794,287 
786,894 
1,155,716 
1,354,300 
1,577,845 
876,207 
939,090 
154,691 
1,038,737 
238,001 
611,124 
404,809 
499,027 
824,956 
145,245 
648,916 
302,720 
162,377 
275,905 
2,517,467 
1,030,763 
295,207 
118,098 
816,797 
2,160,372 
495,003 


1,293, 014 
146,870 
1,097,147 
80,642 
2,029,540 


1,127,612 
284,598 











Arrr to changing conditions 


sure you adequate service. 


and needs, our organization is kept 
flexible to meet new problems and as- 


FIRE-AUTOMOBILE-INLAND MARINE 


RHODE ISLAND 
INSURANCE COMPANY 


Providence, R. I. 


INCORPORATED 1905 


CAPITAL $1,000,000 


BYRON S. WATSON 
PRESIDENT 


























SURANCE 





EXCESS UNDERWRITERS, INc. 


MORTIMER D. PIER 
SECRETARY 


New Y ork. N.Y. 





Net Net Losses 





Company Premiums Paid 
Rochester American 600.874 254,286 
Rocky Mountain ...... 77,007 38,696 
Roy al Exchange ...... 1,603,950 734,808 
a oe SE ae at ee ee 5,806,867 ,361,883 
ETO 310,750 122,787 
St. Louis F. & M.. 422,874 116,214 
St. Paul F. & M.. 9,162,419 2,128,766 
Scottish Union & Nat'l. 1,920,353 882,307 
RS ee ee 148,637 47,154 
Seaboard Fire, Md.... ‘ 211,157 63,349 
Seaboard F, & M........ 561.327 243,228 
Security, Towa .......... 480,749 167,588 
Security, Conn. ....... 2,443,963 1,028,121 
ON ee eee 249,877 105,038 
SN a salute nanta wae 1,340,550 647,168 
Skandinavia ......... 853,695 423,271 
Southern, N, ¢ 358,206 117,057 
South Carolina ...... 585,673 295,689 
Springfield F. & M.. 8,495,828 3,571,305 
Standard, Conn, ......... 1,499,218 582,051 
Standard, N. J. .... 876,555 356.638 
Standard, N. Y. 791,475 350.797 
State Assurance j 518,925 237,732 
BN Swestiaki ko andes hese 1,520,332 575,733 
pe SE eee m 2,041,127 914,036 
Sun Underwriters ....... 280.758 128,179 
REP ne 156,792 20,908 
Stuyvesant ............ 50,170 13,601 
YS .. +. 4,656,610 2,568,029 
South British .... aos 83.924 66,006 
Switzerland General . ; 735,496 269,545 
Tokio F. & M..... ---- 801,048 352,976 
Transcontinental ....... 300,543 128,535 
Travelers Fire ........... 7,726,376 2,674,143 
:. 2 ere : 81,794 
Union Assurance ........ 674,286 311,255 
Union of Canton. mE 170,973 106,187 
Union Fire, A. & G...... 305,282 174,611 
United Firemen’s ....... 654,363 251,391 
Union Marine & General. 239,069 90:755 
Union & Phenix ........ 583,572 303,962 
U nited States Fire 6,83 2'060 2,747,332 
OO Saree 26,718 7,800 
ESOS 386,970 215,531 
eee 314,611 129,469 
Virginia F, & M......... 568,412 240,284 
Washington Assur. ...... 97,803 39,147 
Westchester ............ 3,447,104 1,398,553 
Western Assurance ...... 799,656 371,047 
Vi tae? aaa 871,041 341,342 
LS 210,326 95,663 


Yorkshire 1,159,840 564,677 


AWARD PRIZES TO STUDENTS 


For a number of reasons it was de- 
cided not to hold any graduating exer- 
cises for those receiving Insurance In- 
stitute certificates for satisfactory com- 
pletion of the New York Insurance So- 
ciety’s s course. Walter F. Beyer is this 
year’s chairman of the prize committee 
of the society and in lieu of exercises 
Mr. Beyer, who is also vice-president of 
the Home, invited Miss Fanelle. Mr. 
Baker and Mrs. Schmocker to his nrivate 
office where he awarded prizes. Mr. 
Beyer congratulated these honor stu- 
dents and expressed the hope that they 
would never lose their interest in the 
Insurance Society and its work. Mor- 
gan Williams, secretary of the Home, 
and Joseph Graf, who acted as proctor 
throughout the year for the brokers’ 
class, each talked informally to the group. 
After the prizes were awarded, Mr. 
Beyer personally conducted the prize 
winners through Harold Smith’s museum 
and made each of them a present of a 
copy of “Enjine, Enjine.” 





GUY F. ELLIOTT DEAD 

Guy F. Elliott, general adjuster Trav- 
elers Fire, died March 4 following a 
few days’ illness. Mr. Elliott had spent 
his entire career in credit and adjusting 
work, his connections including the 
Southern Adjustment Bureau, the Liver- 
pool & London & Globe, Home of New 
York and Travelers Fire. 


RUSSO SCORES 215 TWICE 
In a spirited bowling match in New 
York, February 29, the North British 
All Stars beat the Royal-Liverpool 





Never Dies 2,629 to 2,609. Russo of the 
latter team scored 215 twice during the 
evening. 
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PLATE GLASS 
REPLACEMENT 


is what every buyer 
of plate glass insurance 
wants and expects. 

® 


Prompt replacement, 
even under disaster 
conditions, is a matter 
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of course when the 

policy is written by 

The Fidelity and Casualty 

Company of New York. 
* 


wnat he re _ 








This is only one of many 
reasons why alert agents 
prefer to represent 


“the F. & C.” 
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America Fore Insurance =F and Indemnity Group 


THE CONTINENTAL INSURANCE COMPANY = £ NIAGARA FiRE INSURANCE COMPANY 
FIDELITY-PHENIX FIRE INSURANCE COMPANY : V2 MARYLAND INSURANCE COMPANY OF DELAWARE 
AMERICAN EAGLE FiRE INSURANCE COMPANY : THE FIDELITY AND CASUALTY COMPANY 


BERNARD M. CULVER, President 
FIRST AMERICAN FIRE INSURANCE COMPANY FRANK A. CHRISTENSEN, Vice-President 


Eighty Maiden Lane, |i) New York,N.Y. 
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Lehman Signs Measure 


Barring Favored Producer 

Governor Lehman of New York 
State this week signed the Egbert 
bill in the Senate, amending the penal 
law prohibiting the designation of 
particular insurance agents or brokers 
by banks, insurance companies or 
other corporations loaning money on 
the security of real property. This is 
an all-inclusive prohibition against co- 
ercion of insurance placing by lending 
institutions and bars favored agents 
or brokers, Violation of the law con- 
stitutes a misdemeanor, punishable by 
a fine of not more than $200 or by im- 
prisonment for not more than three 
months, or by both such fine and im- 
prisonment, 








SMITH ON EDUCATIONAL PLANS 





National Ass'n President Hopes That 
Preliminary Steps on Program May 
Be Acted Upon Soon 

Further details on the national edu- 
cational program for agents being ad- 
vocated by the National Association of 
Insurance Agents were made public last 
night by Sidney O. Smith, Gainesville, 
Ga., president of the National Associa- 
tion, when speaking at the banquet of 
the mid year meeting, New Jersey Asso- 
ciation of Underwriters, at the Essex 
House, Newark. Mr. Smith hopes that 
the preliminary steps may be completed 
and acted upon by the national organi- 
zation at the mud-year convention at 
Wichita, Kan., next month 

At the upper level of the program, as 
now contemplated, should be a_ body 
corresponding to the American College 
of Lite Underwriters which will bring 
full university, grade educational stand- 
ards into the business, said Mr. Smith, 
and provide a means of recognizing and 
identifying high level scholastic attain- 
ment, 

“Many problems must be ironed out 
before such a program would actually get 
under. way, but these problems can best 
be settled after a nucleus of interested 
parties has been formed. To prevent 
the organization of ‘diploma mills’ which 
could wreck the proposed program, it is 
strongly recommended that a body be 
incorporated and certain degrees of des- 
ignations registered in the forty-eight 
states and Canada, 

“With this done, let us get together 
a small group representing the several 
insurance interests. Let a small working 
committee then settle the questions of 
cligibility, curriculum, finance and ad- 
ministration, This would settle any pos- 
sible controversial issues, still providing 
for a degree of control of the ultimate 
plan by the agency interests and at the 
same time enable some action to be 
started, 


Federal Shows Excellent 
Annual Report for 1939 


The Federal Insurance Co., managed 
by Chubb & Son of New York, reports 
assets of $21,995,317 as of December 31, 
1939, as compared with $20,721,906 the 
year before. With capital of $4,000,000 
and net surplus of $12,866,770 the policy- 
holders’ surplus is $16,866,770, compared 
with $16,118,774 at the end of 1939. The 
company also has a reserve for security 
fluctuations of $500,000. 

Total liabilities, including unearned 
premiums of $2,824,060, amount to $5,- 
128,548 and the Federal has investments 
in government, state and municipal bonds 
in excess of $6,178,000. Cash in banks 
amounts to $3,253,110. Net premiums of 
the Federal in 1939 were over $4,460,000 
as against $3,766,282 in 1938, 


Cc. C. DOMINGE LOSES FATHER 


Charles H. Dominge, father of Charles 
C. Dominge of the Commercial Union, 
died February 23 at the age of &3 fol- 
lowing an operation at the Peck Memo- 
rial Hospital, Brooklyn. The _ elder 
Dominge was for years a printer on 
the New York World and his father 


was also a printer. 
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AGENTS 
value the dependability 


and nationwide prestige 


of the 
NORWICH UNION 
based on a long and 
honorable record of 
service 





NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
HART DARLINGTON, United States Manager 


EAGLE FIRE COMPANY 
of New York 


Incorporated 1806 
HART DARLINGTON, President 


The.Oldest New York Insurance Company 


NORWICH UNION 
INDEMNITY COMPANY 
HART DARLINGTON, President 
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75 Maiden Lane, New York 





In NORWICH UNION there is strength 


COMPANIES 
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Auto Marine 


(Continued from Page 19) 
Net Net Losses 





Company Premiums Paid 
Union Assurance ........ 164,891 69,732 
Union Fire, A, & G...... 99,167 43,322 
United Firemen’s ........ 116,940 50,123 
Union Marine & General. 46,776 20,049 
Union & Phenix......... 20,740 8,805 
United States Fire....... 924,942 335,879 
Universal ...... .. 1,075,535 314,276 
oe PFET ree 13,686 5,450 
i MOONEE ccreseccecaiee 67,586 31,611 
|S A eae 22,078 11,234 
Washington pS ERS 72,337 25,051 
ls concn s 860,233 333,432 
Western Assurance ...... 131,644 48,753 
Western Fire ............ 481,867 200,531 
EE Wy Ge Miles 0.606000 441,115 230,346 
ED 5 Cl wb «iveniehe ch 244,658 90,770 
Te De. cucousdinedes® 608,884 264,590 


Ocean Marine Figures 
Net Net Losses 


Company Premiums Paid 

Botan Ee $1,220,009 $ 611,630 

SEE aivuisd et wept 426,162 187,264 
p  Neoeg ere 237,169 90,741 
ATMONCG, BOS, 2.0 ccsecces 514,530 169,417 
American Eagle ......... 249,352 119,418 
American Equitable ..... 54,999 30,597 
American & Foreign..... 625,289 216,032 
American, N. J........ F 705,535 333,989 





American Reserve ....... | 110,778 50,650 
Atlantic Mutual ........ 3,099,966 1,482,310 









SE We EkC be e40 3% scenes 210,314 86,088 
ND, ile goin weet 1,718,630 944,155 
OER errr a 931,118 543,825 
British & Foreign......... 783,903 286,145 

NID no a’ v4.0: be e-ese'esd 90,708 14,292 

COMGOR FO occccccvcces 123,679 104,645 
Century Sate cées Kelreaes 456,688 163,109 
a Ana eo 72,160 28,521 
Commercial Union Assur.. 801,161 182,882 
Connecticut Fire ........ 377,929 158,073 
SS ee ae 925,410 447,481 
EE CN Wc ccctactncows 580,394 226,048 
Empire Pere eer 208,022 75,348 
eS eae a ae 62,613 9,793 
| eee 1,236,198 436,342 
Federal Union ........... 153,507 41,269 
Fidelity-Phenix .......... 909,349 441,045 
Fidelity & Guaranty Fire. 76,886 36,632 
Fire Associ Ferrer 349,352 114,574 
Fireman’s Fund ......... 2,712,996 1,190,184 
Equitable SE 2 Se 75,585 31,614 
PUrOMmew Ge, Te: Joccicvccece 401,157 180,719 
7 Sa Foe 178,028 65,525 
BN Ss reais Scabacn ss 51,948 21,143 
General of Trieste........ 213,139 60,081 
ee eae 874,986 364,629 
Globe & Rutgers......... 433,568 152,220 
Great American ......... 497,775 194,451 
errs oe 372,547 187,525 
Hartford 448,647 
Home 417,172 
Home F, & M........... 319,176 139,969 
Indemnity M¢ ME ca 279,725 111,738 
Insurance Co, of N, A... 3,478,482 1,330,868 
ee Ye T eee 153,951 36,177 
London Assurance ....... 900,878 328,083 
ee eg. ae 79,123 15,512 
CE ss nok wins eninaies as 916,976 260,580 
NN anes its 0aGe oan 220,179 79,997 
Merchants Fire, N. Y.... 198,558 89,977 
Milwaukee Mechanics ... 127,033 57,228 
National Fire, Conn. 34,564 
National Security ....... : 30,247 
National Liberty ........ - 40,340 
National Union .......... 107,412 
PE adi h Ges 60.0000 0s . 31,367 
New Hampshire eaead 38,323 
N, Y. Underwriters. 91,267 
North Brit. & Merc : 54,366 
New Zealand .........0 0. 3,233 60,706 
oS eS eee : 281,294 
Northwestern F. & M.... 62,273 39,265 
Northwestern National ... 76,234 36,232 
Northern Assurance ..... 95,712 20,670 
Northeastern ............ 685,088 293,950 
Norwich Union .......... 306,752 107,069 
Ocean Marine ........... 199,408 71,088 
RRR 159,588 69,984 
fee 255,212 149,657 
ye ee eee 49,482 19,889 
i. a, rrr ee 56,011 27,182 
RR 4g ye See 138,348 52,932 
Peeenit, Comh. cccccvcce 626,277 261,949 
IE: ccs nianeen oh 125,600 58,881 
Providence Washington... 963,649 365,563 

> ae 138,503 45,908 

eee 400,740 135,664 
Reliance Marine ........ 192,609 81,031 
OS GP aS Pe ereerr. 386,733 149,361 
7a Bachenes Pe ee 465,550 180,697 
St. Paul F. ates nous 1,966,076 1,170,073 
Rea ear 25,497 309,339 
Sechened et ) ere 150,385 65,346 
OCU, COMM. cecscscce 486,409 244,577 
Springheld F, & M....... 117,507 65,733 
Standard Marine ........ 796,515 257,173 
DN nitheksesehateccesis 153,507 39,690 
RI ae ee 352,009 117,208 
Switzerland General ..... 338,377 127,643 
Thames & Mersey........ 619,199 158,600 
. SS & * * eS 609,791 237,080 
Union of Canton ........ 578,081 247,945 
Union Marine & Gen..... 312,799 108,135 





United States Fire.. 


Universal ........ .. 597,865 236,748 
DGD SOU. <eschkiad <aioe s ote 133,974 58,992 
WOGRGMORIRT, o6.6.ciaccns cose 1,087,670 477,779 
Western Assurance ...... 175,907 77,224 
World F, & M..... Raw 79,056 40,039 
UNA 5 cicsdeeutsaees 213,191 86,795 





PINK SPEAKS IN BOSTON 
Superintendent of Insurance Pink of 
New York will address the quarterly 
luncheon meeting of the Mutual Fire 
Insurance Association of New England 
in Boston today, on the New York In- 
surance Code. 
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UNITED STATES RESOURCES 
‘DECEMBER 31, 1939 


ADMITTED 


ASSETS 


$ 6,204,713 


2,838,020 
2,154,032 
9,474,379 
3,090,920 

41,290,480 

18,251,422 

10,214,764 

23,553,515 

34,075,071 

21,915,986 
1,469,812 
5,786,885 


1,485,163 


LIABILITIES 


$ 1,250,344 


690,180 
348,018 
6,974,379 
961,085 
31,290,480 
9,817,393 
3,335,645 
9,291,684 
26,575,071 
10,484,364 
347,394 
2,627,436 


500,733 





1896 American & Foreign Insurance Company 

1863. The British & Foreign Marine Ins. Co., Ltd.+ . 
1911 Capital Fire Insuraisce Company of California . 
1922 Eagle Indemnity Company 

1908 Federal Union Insurance Company . 

1911 Globe Indemnity Company 

1836 The Liverpool & London & Globe Ins. Co. Ltd.+ . 
1811 The Newark Fire Insurance Company 

1891 Queen Insurance Company of America . 

1910 Royal Indemnity Company 

1845 Royal Insurance Company, Ltd+ . 

1924 The Seaboard Insurance Company . 

1896 Star Insurance Company of America 

1860 Thames & Mersey Marine Insurance Co., Ltd.+ . 
abe 

Zo 





= 


150 WILLIAM STREET 








GROUPS 


CAPITAL 
$1,500,000 
400,000* 


1,000,000 
1,000,000 
1,000,000 
2,500,000 


400,000* 


2,000,000 
5,000,000 


2,500,000 


400,000* 
600,000 


1,000,000 


200,000* 





SURPLUS TO POLICYHOLDERS 
(Includes Capital) 


Market 


Values 


Dec. 31, 1939 


$ 5,084,728 


2,300,008 
1,899,187 
2,765,191 
2,261,257 
11,141,664 
9,063,835 
7,232,160 
15,040,291 
8,773,839 
12,340,946 
1,183,913 
3,382,015 


1,052,440 


Admitted Assets of All Companies include 
securities deposited as required by law. 


_ ROYAL-LIVERPOOL . 














NEW YORK, N. Y. 
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Net Net it 
Premiums Losses ( 1 rus Loss 
. 
> Company Written Incurred 
New ork State I ire Insurance Net ERS Ae 04,201 32,343 (Ce ntinued from Page 1) x 
National-Ben Franklin . 209,802 137,751 . ; Jal Fon , age R 
P . l o National of Hartford ; 1,049,191 ay regular income from fruit to be handled : 
> > Na ona Pe , eeeeeeee . Dots fad od . ‘ ‘ . H . - y , » 
remiums- Osses ncurred in 1 939 National Liberty - \- 1,129,472 470,208 1S discontinued | through loss. of volume S: 
National Reserve ........ 102,264 68,794 by freeze. his cover applies to fixed Ss 
; N N pamouas a nine aes 32,919 salaries and labor, insurance and taxes, S 
‘wgures on fire insurance net premium et et Nationa MON wees ‘ 8,29. dary FO. : ‘ av . . H sreet and S 
. “ig Premiuma Losses Netherlands ......... 25,354 10,812 annual payments on loans, interest and S 
written and net losses incurred for New Company Written Incurred Newark Fire ........ --. Ser aat 121,129 other obvious expenses, S 
, . omel »,16 5,915 Ne . Lauees ‘ 33,212 84,41 fates varv ‘cti 3 . ate S 
York State business only in 1939 by com-  ffomeland isetgt SEBS New Brunswick Mssaiz Mit Rates vary by sections of the state 
mG ’ Jos the oo ADEA ULE RED bas sefang «6s Fanging from 6% east of Indian River PY 
panies domiciled in this state, or admit Hudson . 2,930 7,433 New Hampshire ...... .. $50,297 126,302 ae: : : 7 Ss 
Ins, Co. of N. A 1,412,683 470,056 New York Fire.......... 354,503 127'316 to 13% in North Putnam County. Polk Ss 
ted to write here, taken from the compa Imperial of N, ¥ 91,377 28,469 N. Y. Underwriters..... 89,036 32,301 County, which produces a third of the S 
, Ins, Co, State of Py 86 45,7 Niagara .... cee 790,472 344,54: Ct ip te P - meld S 
nies’ annual statement re ports now on ha My chal 72364 : te Nonth British & Mere 677 ORG 327'290 total crop ol the State, has a 9% rate S 
file with the Insurance Department at Inter Ocean Re 135,881 16,655 Norwich Union ... 234,930 93,167 in the Ridge District and 10% elsewhere. S 
Athat oo Sonsenteil len thn table which Jersey of N Y. 194,45 97,563 Northern Assuran« e bia 353,368 123,016 Territory for which insurance is issued 
mny, are Pres a el c ( upiter renera fh) +,352 Northern ot N, eee 13,067 44, me . > Pa ane . a . 
| ~_ Premi s} Knickerbocker : 178,544 103,155 North River aon . 507,144 142,697 includes the twenty Six counties of S 
appears on this page remiums show @ — Pafayette 11072 5.057. North Star Re, ..... 141,652 87.760 Brevard, Broward, Charlotte, Citrus, S 
small decline from the 1938 figures in Law Union & Rock 88,861 34,874 Northwestern F, & M 11,083 15,179 Dade, DeSota, Hardee, Hernando, Hills- s 
et caces Lincoln Fire 14,387 9,089 Occidental ...ccccses : 137,973 76,894 . paws aie! = wher : s 
most 1010 | H N Yorl , 1.&e& bh & G 940,959 396,549 Ohio Farmers ...... 126,608 53,091 boro, I lighlands, Lake ’ Lec ’ Mar ton, Ss 
For 1939 the ome ot New ork Was fondon Assurance 18,512 91,611 Cee COROGe cccvces’s 134,696 51,696 Manatee, Orange, Oceola, Palm Seach, $ 
avain first in premium volume with the London & Lancashire 316,242 129,052 Orient ..... as 130,752 18,344 Paseo, Pinellas, Polk, Putnam, Sarasota s 
es ; second and Continental London & Provincial ‘ 34,334 13,556 Pacific Fire re s01,939 134,010 yaoi . < ca, ee e —" 5 
ge bh rs soln: - $000,000 London & Seottish 24,690 10,000 Pacific Coast ‘ 9,182 2,000 Seminole, Sumter, St. Lucia and Valusia, s 
third, each pri xlucing over $2, ° a Lumbermen’s . 208,071 94,892 Pacific National ‘ , 195,380 96,855 P . ot - ‘1 
premiums Other companies to show a mhattan FL & M 77,121 30,300 Palatine ., eee »7 298 36,441 oo, ’ Fire 1 RSS 15>°S60 i } 
over $1,000,000 income are the Aetna Massachuseits F. ? MM 6413 02086 I ems 41°886 20,001 Brevidence Washington .. 414,574 152,949 i 
Fire, American Equitable, Fidelity-Phe- — Meechanies & Trade: 76,449 29,345 Northeastern ... 174.037 108,880 progential of Go Wie.) Rays. 18,412 i 1 
nix, Great American, North America, Meiji 10/084 6.700 Paul Revere Fire 148.650 55°517 Sregential 2 B 277.479 140,127 4 
! , . ! 5 ercantile $20,059 29,872 Pes Fz : a 377,' 496 doa . ees . eee ad pad 
National Fire, National Libe rty, Pray + ie pat Colo 62,756 ef Aone ENS. serene 108786 — toes Fear wal. 786,958 331,658 I 
elers Fire Merchants & Mfrs 140,355 35.988 Phila. FL & M. 391,299 1541 44 — CR OF Ee poy t 13,916 1 { 
Net Net Mercury 144,119 63,084 Phila, National 15.489 22,538 Relia 2 vd ial ee ry tt 7,272 5 I 
ic oe i neae Michigan F, & M 101,673 48,456 Phoenix Assurance 110,661 149,195 oe sablic | ee : 144,459 ree b4 i L 
ni | ad Milwaukee Mechan « $21,650 145,815 Vhoentx of Hartlord 786,946 01,162 SPUSNC, FEXAS «... 128,367 39,594 \ 
Comipuany or aenan ‘ "4 10.43 , Millers National 60 §S¢ 7¢ "O80 Plot Re 06 38 “58 616 Rhode Island . 88,0904 128,557 1 
‘ire 1,395,810 9,60M ~ 4 40." o . Dead td.) “, " » . a 
oe 4261 340/482 Metropolitan Fire Re 180,533 56,507 Piedmont : 27,195 9,167 (Continued on Next Page) a 
ions 6,152 21,491 ee — ; 
Allemannia 87,130 $8,425 = -—— a | 
Allied Fire 19,53 15, 3 ' 
Alhanece, Da 71,498 / 80 ee ‘ 
American Alliance 35,529 95,573 ‘4 
American Central 40,074 90,102 : 
American Eagle 196,654 61,432 P, 
American  Lrupeest 31,0038 8,474 
American Equitable 1,284,449 125,113 d 
American & Foreign 68,4341 8.838 
American of Newark 10.981 78,026 4 7 
American tlome 100,743 9,212 4 OME d 
American Reserve 198,379 101,419 
American Union 12,933 19,913 ‘ ; 
Anchor 61,594 4,281 os _ 4 
Tae that a IRE ASSURANCE COMPANY 
Atlas Assurance 94, 801 112,825 4 Wr | 
Automobile 998,274 332,029 
Raltimore American 42,786 101,819 | 
Bankers & Shippers 04,954 94,124 OLIN L. BROOKS . | 
Haltica 115,801 19,483 PRESI c 
Birmingham, Ala ) ARR 9,399 “SIDENT 
Birmingham, Pittsburgh 1,709 896 
Boston , $47,498 135,412 
British America 87,270 $2,908 
ritish General $1,063 1getS2 BALANCE SHEET AS AT DECEMBER 31, 1939 | 
Buffalo 73,152 9,302 
Caledonian. American 17,075 0,569 
“‘aledontan 104,710 9,892 
‘alifornia 88,699 8,046 _ 
‘amden Fire 11,871 188,690 ASSETS 
ipital Fire M4216 14,420 
arolina 1 ; riety serene WBomis——Untied States Govereei oo occ csc. occ kncu veckeeed cacd cdawwnwnsiwenr $ 515,121.84 
entral, Union 18,390 6,188 *Bonds—All Other ........cccccsccssccess TS ee ne ee ee 593,355.41 
entury 116,699 1,153 *Stocl 518 32: 
ng, SEE 39'048 6:445 EE a Ee ee ee he yh Air eee RRS Be _ 1,518,324.01 
‘hurch Propertie 11,190 12,786 “ne P P . . a c 
a oat 41700 13,239 Cash on Hand and in OL Shick is Che niin 2 abate wie Ades care oiadncnamnaecetis 391,668.45 
ity of New . ork 163, 8 hae Ut Mortgage Loans (Face Amount $228,417.00)...............0.. paral ie wires 173,850.01 
olumbia Fire, Ohio 6, 6,272 - = . satin ics 
‘olumbia, N.Y 105,04 17,712 Premium Balances (Not over 90 days due), Accounts Receivable, ete.......... 213,088.58 
‘ommeroe 74,627 86,959 “Tec Yue < [rie c 
ee Were hon 172'1608 219'531 IE UN MONE I i ia cia cb 1k 45's ular aati dwindles xe Lslh Vidar dence bee 15,019.20 
‘ommercial Union, N. Y 134,615 41,608 
‘ommonwealth 210,858 67,965 $ 3,420,427.50 
oncordia 255,037 183,53 in 


onnecticut Fire 256,103 97,048 
, 2,197,446 919,850 LIABILITIES 


ontinental 
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‘ounty 56,413 22,055 
o rire & F . 103,520 41,170 iit an . pe 
sm nga ag R Marm 83°642 23003 preserve: fee Lasend Ba Lame TGOOOR oasis iaisc csi scisvinccceancwessseviecers $ 126,575.54 
ubuque F & M ! $8,796 ? , 4 3 Py Ce TI 06 0 os ons vcr o bikinw de'k nassau eae eee Sk 1,145,115.57 
Fagle, | 80,86 0.38 < . a - 3 ° a ’ ose 
agle, N.Y 54,050 25,403 Reserve for Expenses, Taxes and Contingent Commissions Due or Accrued. . 58,027.45 
kK ' 
agle Star 128,080 77,309 a oe } . mts? 
~ py *Y 18'792 95°370 a ee Ry ern pipe SNA ec nieve re ek pua 4,103.26 
mpire State 219,510 108,220 — - 
mmployers Fire 175,888 76,395 $ 1.333.821.82 
equitable F, & M 130,671 ‘8,181 *. . r cats ne 
no or ‘Secusity 126952 41205 Capital Stock (100,000 shares $10.00 Par Valuec)............... $ 1,000,000.00 
xcelsior 90,319 30,295 Surplus .... . ) 5 ? 08 5 6R 
a oe 304's51 3e'aed I eee Pe Da eet aise ere, Cen eer ere eae 1,086,605.68 — 2,086,605.68 
Federal Union ; 34,608 — - 
Fidelity & Guar, Fire y 124,068 
Fidelity. Phenix 1,2 612,910 * 
ire Ass'n of Phila 239,402 a 
Fireman's Fund 264,426 
ee Mined 279/850 POLICYHOLDERS’ SURPLUS $2,086,605.68 
Firemen’s, Washington $7,160 15,313 
First American 177,360 93,500 * Bonds and Stocks are carried on the basis prescribed by the Insurance Department of the State of 
Franklin .. 727,476 311,576 New York, Total values, based on December 31, 1939 market quotations for all except insurance stocks 
Franklin National 35,284 13,544 (such insurance stocks being taken as statutory values) are $6,822.92 greater than shown. There has 
prqnch Union 64,736 29,789 been deducted an amount of $23,755.63 representing interest in our own stock through ownership of 
_—— PTE Rn sry ety Second Preferred Stock of the Globe and Rutgers Fire Insurance Company. Securities carried herein 
paca a “52'R87 124/405 at $410,966.47 are deposited with Governments and State Departments as required by law. 
General, Trieste $8,244 30,676 
General Schuyler , 46,182 11,527 
Georgia Home .. . 231,612 104,317 
Gibraltar ..... s4eeee 161,577 31,456 
Girard F. & M.. .. 294,737 179,908 HOME OFFICE 
Glens Falls ..... ; ; 830,747 339,612 
Globe & Republic........ 175,486 62,875 
Globe & Rutgers ........ 194,741 108,483 
Granite State Tr 70,244 31,394 111 WILLIAM STREET, NEW YORK 
Great American ....... 1,520,818 645,478 
Great Eastern ...... aD! 49,947 2,661 
Halifax ....... -ecoecce~ 62,944 
DE ciccececsescsetas SED 174,079 
i cite henneecnkes 18,511 6,331 
Hartford Fire i 0 alates 2,424,913 876,880 
Home of N. Y ~e+ 2,767,220 1,076,823 
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Net Net 
Vremiums Losses 

Company Written Incurred 
Sass: a P ; 141,552 87,775 
peer American ..... 103,521 41,170 
Royal Exchange ....--+-- 228,514 102,560 
DemM sescccsanstesvessce 940,949 396,551 
MAGE cc cnvsgerecce cs 55,209 22,338 
St. Louis F, Be Meas iva 68,680 13,487 
Se Paul F. & M......... 381,537 149°591 
Scottish Union & Nat’l.. 304,551 135,991 
Re ney ence aavens 25,653 8,837 
Seaboard Fire .....--++-- 34,215 14,420 
Seaboard F Mc csces 96,558 35,837 
Security, Iowa ......+.++++ 23,871 1,174 
Security, Conn, ...-...-- 235,637 96,013 
Sentinel ...scccccece ceces 25,418 12,114 
Skandia ...++c--see- 150,746 87,641 
Skandinavia ......+- 117,477 59,503 
Southern, ay ae - 25,378 7,215 
South Carolina .......... 49,580 33,769 
Springfield OM ¢ oar 864,220 416,367 
Standard, Conn. ........- 291,339 92,177 
Standard, N. J...... 160,654 92,472 
Standard, N. Y. ....+++«- 231,249 68,484 
State Assurance ......... 2,325 26 
re sas cars 246,352 103,823 
REE hres s 372,208 159,506 
Sun Underwriters ....... 52,189 30,207 
Stuyvesant ...-6--eeeeees 28,924 8,981 
Deen DO, ccnwetedguadscs 759,243 458,560 
Switzerland General ..... 136,185 37,817 
Te OG M6 sene's 000-08 35,560 8,884 
Transcontinental ........ 35,284 13,544 
Travelers Fire .......-.+. 1,000,051 351,857 
See CF scab eaves aeece 24,222 9,786 
Union Assurance ........ 111,367 47,883 
Union of Canton ........ 13,567 8,202 
Union Fire, A. & G...... 42,963 24,843 
United Firemen’s ....... 78,743 28,698 
Union Marine & General.. 92,496 44,597 
Union & Phenix......... 94,936 44,711 
United States Fire ...... 960,373 335,241 
COUN con ccccsee cocecse 64,736 29,789 
ON re 22,140 7,325 
Virginia F. & M......... 67,009 37,491 
DOE cee vencvese 408,580 154,729 
Western Assurance ...... 88,156 24,613 
WOOO DOS. o ccccccceces 16,991 11,124 
, "es 2 eee 139,888 18,668 
WD caszisencseceue 171,673 67,725 


“TWO STANDARDS” REPORT 


Casualty and Fire Units Each Made 
Gain in Assets Over Figure Named 
For Previous Year 
The “Two Standards”—Standard In- 
surance Co. of New York and Standard 
Surety & Casualty—made some good in- 
creases in financial resources in 1939 
according to the annual statements filed 
by those companies. The surety and 
casualty unit reported admitted assets 
$6,053,417 against $5,712,778 a year ago. 
Cash in office and banks was $1,767,856. 
Policyholders’ surplus did not show any 
gain the past year, the figure being 
$2,164,629 against $2,180,890 in 1938. 
Capital is $1,000,000. The following lia- 
bilities were reported: Reserves for 
claims and claim expense $2,138,944; un- 
earned premiums $1,446,212; commissions 
$171,632; other liabilities $132,000. George 

Z. Day is president of the company. 

The fire unit reported assets $6,703,763 
against $6,552,082 in 1938. Cash on hand 
at the year-end was $2,942,805. Liabili- 
ties were as follows: Reserve for un- 
earned premiums $1,521,897; for losses in 
process of adjustment $139,287; for all 
other liabilities $121,356. Capital is $1,- 
500,000 and policyholders’ surplus $4,921,- 
222. Mr. Day is also president of the 
fire company. 


Public Reiations Expert 


Joins Mutual Companies 


Appointment of Raymond C. Baker, 
formerly of Carl Byoir & Associates, 
New York, public relations counsel, as 
executive vice-president of the Mutual 
Fire Insurance Association, Boston, was 
announced March 4. His duties will be 
to coordinate the advertising policies of 
the twenty-three member companies, 
Promote closer relations among the com- 
panies and their 4,000 agents through- 
out New England, and create a better 


public understanding of mutual insur- 
ance. 





BALDWIN FEDERATION HEAD 

W. E. Baldwin has been elected presi- 
dent of the Ali-Canada Insurance Fed- 
eration. J. A. Blondeau, R. L. Stailing 
and Col. S. W. Band were elected vice- 
presidents. Membership now stands at 
me all-time high, comprising 208 licensed 
companies, 
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Northern Assurance Shows 
Strong Statement for 1939 


The United States branch of the 
Northern Assurance of London reports 
admitted assets as of December 31, 1939, 
of $7,931,913, with surplus to policyhold- 
ers of $3,012,398. Assets are about $32,- 
000 higher than the year before and 
surplus compares with $3,279,226. The 
decline is due to the increase in un- 
carned premiums, reflecting a gain in 
premium income last year. The reserve 
for unearned premiums is $4,010,489, as 
against $3,846,223 the year before. 

ond holdings of the Northern are 


valued at $3,443,205 and cash in banks LOS ANGELES INCORPORATION 
amounts to $1,039,483. Of the total as- The Nardoni & Longo Insurance 
sets $6,576,569 is deposited with and un- Agency, Inc., has been formed in Los 
der the control of United States trus- Angeles by August M. Nardoni, Eugene 
tees or Insurance Departments, solely H. Marcus and Frank J. Longo. 


for the benefit and protection of North- 
ern policyholders in the United States. NEW AGENCY FORMED 
Southern Counties Insurance Agency, 
FORMS EXTENDED IN WEST Inc., Los Angeles, has been formed by 
Single state reporting form for risks R. W. Fewel, Paul J. Marache, Fred 
of just one location is now authorized Zahn and R. T. Dawes. 
in Indiana, Illinois and Missouri and 
likely will be permitted in other West- 
ern states. Also use of the business in- 
terruption gross earnings form has been 
extended to non-manufacturing risks 
and is not longer limited to mercantile 
risks. 








ALBERT B. HALL DIES AT 83 

Albert B. Hall, veteran Portland, Me., 
local agent and treasurer of Norton, Hall 
& Webster, died recently at age 83. He 
had been in insurance over half a cen- 
tury. 








“Consult your Agent or Broker 
as you would 
your Doctor or Lawyer’ P 


= —because You didn’t 
give up Easily ... 


The Treasurer was hard to sell. “Nothing is likely to happen to our 
plant to force us to shut down,” he said. But you went back again 
and again—and finally sold him a Use and Occupancy Policy. 


Something did happen! The wheels of progress stopped. Yet he 
can report “earnings as usual,” even with the plant shut down for 
repairs. He’s thanked you many times—for your persistence and 
for the prompt settlement made by the F. & G. Fire. 


There’s satisfaction in solving the insurance problems of your 
prospects and policyholders. To help you do this, we support 
your efforts with a record for prompt and equitable settlement of 
claims which is convincing when you are selling, satisfying when 
adjustments are made. 


F.& G. FIRE 


FIDELITY & GUARANTY FIRE CORPORATION 
affiliated with 
UNITED STATES FIDELITY AND GUARANTY COMPANY 
HOME OFFICES: BALTIMORE 
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Specialty Lines of Fire Companies 
Show Varying Results for 1939 


Large Increase in Aircraft and Moderate Gain in Riot and 
Explosion Premiums; Windstorm and Sprinkler 


Leakage Steady; 


In the fields of windstorm, riot and 
explosion, aireralt, hail on growing crop 
and sprinkler leakage insurance undet 
writing results in 1939 were generally 
satistactory Increases in premium in 


come occurred in the underwriting ol 
riot and explosion and aircraft insut 
ance, Windstorm premiums held at the 
high levels of 1938, there was little 
change in sprinkler leakage business and 
hail income declined moderately. 
However in the windstorm and ex 
plosion categories there were premiums 
received which are not marked by com 


panies under those specific classifications 
general heading of 


but under the more 

extended coverage endorsement = pre 
miums Many companies are today 
getting sizeable income from sale of 
the supplemental coverage endorsements 
to hire policies, and this field is far from 
being wholly saturated, 

While windstorm premiums in 1939 
chanwed relatively little losses paid were 
down somewhat. They were above nor 
mal in 1938 due to the New England 
hurricane and in 1939 they were like 
wise somewhat over average as more of 
these hurricane claims were adjusted 
and paid, Among the big premium pro 
ducers in 1939 were the Home, Hartford, 
American, Aetna, Continental, Fidelity 
Phenix, Firemen’s, Great American, In- 
surance Co, of North America, National 


lire, Paul and Travelers 


Springfield, St 


Riot and Explosion Losses Low 

Riot and explosion premiums last year 
increased and losses remained extremely 
low, with many companies being between 
Sand 10%. The companies which wrote 
the most included the Home, 
Hartford, North America, Aetna, Con 
tinental, Videlity-Phenix, Great Ameri 
can, National, Springfield, Phoenix of 
Hartford and U. S. Fire 


] 
OUSITESS 


\ big jump in premium income oc 
curred in the aircraft insurance field 
Losses were generally much lower than 
in 1938, reflecting further improvements 
in safety work by underwriting organi- 
gations and the aviation industry rhe 
North British & Mercantile heads the 
list in net premiums and other leaders 
are the Great American, Aetna, Hart- 
ford, Northern Assurance, St. Paul, 


Royal and Phoenix Assurance 
Hail premiums reveal a moderate de- 


cline from 1938 with a still larger drop 
in losses paid. Leaders in this field 
are the home, Hartford, North Amet 
ica, Springfield, Aetna and Great 
American 

Not much change from 1938 in pre 
miums and losses for sprinkler leakage 


insurance is revealed in the 1939 figures. 
The important premium producers in this 


rather limited field of income are the 
Home, Hartford, North America, Con- 
tinental, Franklin, Fidelity-Phenix and 


Travelers Fire. 

Following are the 1939 premiums writ 
ten and net losses paid for the leading 
companies only in the following five un- 
derwriting fields: 


Windstorm-Tornado Figures 

Net Net Losses 
Premiums Paul 
$1,163,375 $ 862,597 


Company 
Aetna 


Agricultural 134,784 8,793 
Allemannia 88,037 4,003 
Alliance, Pa 114,941 45,3 

American Alliance 122,614 1,674 
American Central 149,701 7,49 
American Eagle 109,50 0,985 
American Home 63,95 15,85 

Atlas Assurance 151,357 91,645 
American Eguitable 182,933 62,61 

American, | 1,163,773 419,839 
American Reserve 180,685 15,716 
Automobile 381,265 164,812 
Raltimore American 70,474 14,445 
Bankers & Shippers 161,635 80,585 
Boston 268,852 122,235 


Hail Down 


Company 
alifornia 
amden ° 
ommercial Union Assur 
ommonwealth 
oncordia 
onnecticut 
ontinental 
ommercial Union, 
‘ommerce 
Jubuque 
Sagle Star 
Employers Fire 
Kureka-Security 
Fidelity & Guar, 
Fire Association 
Fidelity. Phenix 
Fireman's Fund 
Firemen’s 
Franklin 
General, 
General, 
Gibraltar .. 
Glens Falls .. 
Globe & Republic 
Great American 
Girard F, & M,. 
Globe & Rutgers. 
Hanover oa 
Hartford 
Home wea 
Ins, Co, of N, A 
Ins, Co, State of 
Inter-Ocean Re 
lersey of N. Y 
L&bL. &G 
London Assurance 
London & Lancashire 
Mercantile 
Merchants, N 
Michigan, F 
Mercury takes 
Millers National 
Milwaukee Mechanics 
Monarch . 
National Fire, ‘Conn 
Nat'l-Ben Franklin 
National Liberty 
National Union 
New Hampshire 
New York Fire 
Newark Fire 
Niagara 
North Brit 
Northeastern 
Northern Assurance 
Northern of N F 


N. Y¥. 


wee, eT 


Paris ... 
Seattle 


Y 
& M 


& Mere 


North River .. 
North Star Re 
Norwich Union 
Old Colony 
Onent 

Pacific 

Pacific National 
Pearl 


Pennsylvania 
Phoenix Assurance 
Phoenix of Hartford 


Prov, Washington 
Prudential of G, B 
Queen 

Republic, Texas 
Royal 

Royal Exchange 


St. Paul F. & 
Security, la 
Security, New 
Skandia 
Springfield F 
Standard, N 
Standard, N. Y 
Standard, Conn 
Star 
Sun 
Swiss Re. 

lravelers Fire 
Tokio M, & F 
Union, England 
United States Fire 
Westchester 
Western Assurance 
World F. & 


Haven 


& M 
| 


Net 
Premiums 
94,204 
164,433 
278,616 
105,711 
107,910 
$20,267 
1,456,407 
59,071 
101,513 
213,185 
59,364 
154,307 
305,731 
219,773 
161,566 
1, 096, 974 
17,949 
924 946 
267,662 
124,308 
251,942 
59,855 
438,873 
106,186 
828,920 
107,910 
122,443 
427,118 
2,757,516 
3,092,216 
1,021,697 
63,048 
27 2,247 
89,6607 
525/248 
172,305 
99'814 
91,600 
132,359 
103,187 
165,951 
211,604 
292,900 
90,742 
959,728 
107,910 
190,541 
200,616 
195,882 
92,121 
160,439 
197,557 
319,386 
102,254 
216,692 
176,499 
413,282 
76,751 
136,334 
94,709 
§9,247 
164,006 
196,169 
493,433 
240,193 
56,945 
§30,728 
105,537 
164,643 
439,299 
150,024 
525,248 
65,536 
796,317 
136,101 
154,639 
109,231 
877,108 
69,356 
108,900 
115,215 
137,519 
165,799 
158,580 
824,264 
108,900 


= THE EASTE RN 
UNDERWRITER 


Net Losses 





146,069 
674,613 
30,562 
26,399 
65,307 
33,858 
49,250 
25,897 
88,891 
126,724 
658,103 
147,630 


46,605 
157,905 
102,812 

51,989 

43,598 


12 2 2 ‘068 
103, 003 
196,298 


41,993 
29,959 


Riot and Explosion Figures 


Company 

Aetna 
Agricultural 
Allemannia 
Alliance, Pa 
American Alliance 
American Fagle 
Atlas Assurance ......... 
American Equitable 
American, N, J 
American Reserve 
\utomobile ? 

taltimore American oe 
Ri ankers & Shippers... 
Commonwealth 
Connecticut 
Continental 
SED <5 nen ceueeks teees 
Eureka-Security 
Fidelity & Guar. 
Fire Association 
Fidelity- Phenix 
Fireman's Fund 
Franklin 


$ 


Net 
Premiums 
296, 243 


116,396 


Net Losses 






~t - 
te eae ae 


Company 
General, Seattle 
Glens Palls 
Great American 
Hlanover 
Ilartford 
llome * 
llome F, & M 
Ins, Co, of N. A 
Inter-Ocean Re 

&L&Ga 
London Assurance 
Mercantile ......... 
Michigan F. & M........ 
Millers National 
National Fire, Conn 
National Liberty 
National Union 


New Hampshire ...... 
Niagara ....... 
North Brit, & Mere...... 


Northeastern ,, : 
Northern Assurance 
North River 
Norwich Union 
Pacific 
Pacific 
eer 
Pennsylvania 
Phoenix Assurance 
Phoenix 


National 


Uh. vada cnncbe'e 
See urity, 
Springheld F, & 
Standard, Conn, 
Si SabetWaehkhenseneev4 
RE See 
Swiss Re, 
Travelers Fire 
United States 
Westchester 

Western 
World F, 


Assurance 
& M.. 


Net 


Premiums 


24,520 
25,4608 
219,639 
48,361 
489,425 
538,332 
38,564 
382,610 


Aircraft ‘Figures 


Company 
Aetna ...... 
American Alliance 
American Eagle 
Automobile ‘ 
OE eae 
Connecticut 
Continental 
Fidelity & Guar, Fire,... 
SD oid drd 03 etl retea na 
Fidelity- Phenix 
Fireman's Fund ......... 
EL nn oe bien 
Oe eae 
Great American 
Hartford 
Ins, Co, 
Imperial 
I 


London Assurance 
MEATIM® coccccs 
Merchants, N, Y. sive 
National Fire, C onn...... 
National Union 
New Hampshire 
Newark Fire 
North Brit. 
Northern Assurance 
North River ........: 
Phoenix Assurance aan 
Phoenix of Hartford..... 


& Merc...... 


Springfield F, 
Standard, Conn, 
EE CR ree 
Travelers 
United States 
United Firemen’'s 
Westchester 


Net 


Premiums 


73,404 


10,054 
22,667 
16,703 
16,663 





1}, "519 
35,608 
28,991 
10,828 
15,596 
93,095 
63,603 
17,825 
49,355 
37,562 
42,702 
§1,057 
65,214 
9,355 
29,988 
5,316 
13,368 
28,793 
21,666 
13,710 


22,749 


Net Il 
i 


Net I 


Sprinkler Leakage Figures 


Net Losses 
Paid 


Company 
Aetna ‘ 
Agricultural 
American 
American 
American, 
American Rese 


Eagle 





STVE ccoccces 
Se  s<evgdecane és 
EE Ga bbecuinate 
City of New York. 
NT BPE 
Fire Association ........ 
Fidelity-Phenix .......... 
Fireman’s Fund ......... 
a. aie 
EEE . Scott eseceic ease 
General, Seattle ......... 
I oe os 
Great American ......... 
"  oeeseerane 

ome .., 

Ins, Co, of N. A 
Jersey Fire 
L & lL, & 
Mercantile : 
Millers National .....).! 
National Fire, Conn, 
National Liberty ........ 


National Union 
New Hampshire 
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DE EOD exhevdacastes 
PEE evcakituatitctsece 
DT cdeinecaduveheedne< 
Phoenix ‘Assurance iekes 


Phoenix of Hartford. 
Jueen 


a a eee 
St, Paul F. & M.......0. 
Security, New Haven 
Springheld F, & M....... 
4 energy 
"EOOUGNTS Wise oc cscccece 
United States Fire...... ® 


Westchester ..ccccccccccs 


Net 
Premiums 
35,908 


O88€8 
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2,930 
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New Fire-Marine Mate 
For National Surety Corp, 


A new fire- marine company is be- 
ing formed in New York, called Na- 
tional Marine Insurance Co., as a run- 
ning mate of National Surety Corp,, 
which is controlled by Commercial In- 
vestment Trust Co. The new company 
will get under way about June 1; will 
have $1,000,000 capital and $1,000,000 sur- 
plus. Vincent Cullen, president, National 
Surety, will hold the same rank in Na- 
tional Marine Insurance Co. as will other 
officers of the surety company. An out- 
standing marine man is being picked. 

National Marine Insurance Co. will 
write inland marine lines, but will not 
now go into the ocean marine market. 


ROGER W. WIGHT MAINE MGR. 


Sup’t of Agencies, Teaveleve Fire, Desires 
to Give Up Some of Duties of New 
England Supervision 


Roger W. Wight, who has been su- 
perintendent of agencies, Travelers Fire 
and Charter Oak Fire, is leaving the 
home office to become manager of the 
company’s 0 ce at Portland, Me, Mr. 


Wight has for some time desired to give 


up some of the responsibilities in con- 
nection with his supervision of the New 
England states. Since the death last 
Fall of Frank O. Dean, former manager 


at Portland, Mr. Wight has been giving 
much of his attention to the supervision 


of that office. At his request he is be- 
ing made manager there. 
He is a graduate of Massachusetts 


Institute of Technology and from 1901 


to 1907 he was engaged in engineering 
and technical work. He then became 
an inspector and special agent of the 
Continental in New Jersey and Long 
Island. In 1910 he joined the Queen 
in New York State and was later called 
into the home office of that company. 


In 1922, following additional field experi- 
ence in western New York, he became 
special agent in eastern Massachusetts 


and Rhode Island for the Liverpool & 
London & Globe. Shortly after the 
Travelers Fire was organized he be- 
came assistant secretary and served in 
that capacity from February 1, 1925, un- 
til November, 1927, when he took up 


field responsibilities as assistant super- 
intendent of agencies. In July, 1934, he 
was made superintendent of agencies for 
a number of states included in the East- 
ern department. 


S. E. SLUPE COLUMBUS SPECIAL. 


Standard Insurance Co. of New York 
last week appointed S. E. Slupe as spe 
cial agent at Columbus, O. To take 
his new post Mr. Slupe resigned from 
Northwestern Mutual Fire with which 
company he held a field post also in 
Columbus. Previously Mr. Slupe saw 
field service with the Dubuque Fire in 
Ohio, the Fireman's Fund in San Fran- 


cisco, and underwriting service with 
American National, 


Hail on Growing Crops Figures 


Net Net Losses 
Company Premiums Paid 

Seis ove asen- wee 524,812 239,004 
I I cv aab cies 71,492 33,137 
American Alliance ....... 53,645 19,245 
ea 22,321 12,941 
o> |) aaa 261,828 112,932 
American Reserve ....... 58,556 58,649 
"EE §3,583 10,924 
ee Pree 327,563 131,202 
Fidelity-Phenix .......... 229,542 104,494 
Globe & Rutgers......... 81,478 37,743 
Great American ......... 418,428 150,113 
Hartford Fire ......ccee 1,268,198 597,274 
OS Se eee eee 1'856,189 690,517 
Se a 3 a Renee 635,488 204,551 
International ............ 129,424 71,782 
Inter-Ocean Re, ......... 84,619 62,950 
NE Sa Cok Wale ods ckwe-¢ 42,323 21,318 
Merchants, N. Y¥....0scee 136,308 96,580 
Michigan F, & M......... 80,593 37,380 
National Union .......... 110,135 47,710 
CR a get bs ree ueeatad 55,415 26,147 
OR Seer 153,823 91,589 
RET er ears 58,497 35,965 
Phoenix, Hartford ....... 88,795 18,102 
Providence W ashington. Fel 99,754 24,889 
8° FS eee 268,183 199,804 
Springfield F. & Pee 685,045 317,735 
southern, N. C.........05 84,782 38,334 
United States Fire....... 161,097 101,122 
WOOORORONNOD . 66564 ss cce<e 192,642 85,509 
, "8 2S SD eee 211,050 93,646 


Western Assur, .......... 


42,391 19,308 
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Te GRANDFATHER of Daniel Boone was George Boone 
who came from Exeter, England and purchased large 
tracts of land in Maryland, Virginia and what is now Penn- 
sylvania, subsequently founding a settlement which he 
named after himself—Georgetown, D. C. Daniel was born 
in Bucks County, Pa., on February 11, 1735. 

Daniel married while still in his teens. He had heard glow- 
ing accounts of Kentucky from the lips of John Finley, who 
had penetrated that country to trade with the Indians; so on 
May Ist, 1769, with several adventurous neighbors, he 
plunged into the western wilderness and became the 
founder of the great state of Kentucky. 

Daniel Boone is popularly known as a deer-slayer and 
Indian fighter, but he was of a gentle and kindly disposition. 
While the Indians considered him to be their most skilful foe, 
they looked upon him as a man of honor, and treated him 
with a certain rough consideration, in all their dealings. 

On one expedition Daniel 


Boone was alone in the wil- Z 2 
derness for two years, during yy H () M 
which time he tasted no bread 


and saw no human beings. 
Several times during his life 


NEW YORK 





Birthplace in Bucks County, Pa. 


he was captured by the Indians and on one occasion was 
adopted by the Shawnee chief, Black Fish; the ceremony 
consisting of painting his body and plucking out all of his 
hair with the exception of a scalp lock. 

In 1792, Boone lost all of his Kentucky holdings through 
defective titles and later moved to Missouri, then a Spanish 
possession, where he was appointed commander of the 
Femme Osage district and given a grant of 8,000 acres. 
When Napoleon acquired the territory and sold it to the 
United States, Boone again found his titles worthless; but 
the Kentucky State Legislature and Congress allowed him 
to retain 850 acres. 

He was born in the Dutch Colonial stone and timber 
house near Stonersville, in Bucks County, Pennsylvania. 

Daniel Boone kept his coffin under his bed and was 
placed in it on his death September 26th, 1820. He died 
in the stone house (inset) at St. Charles, Missouri. 


* * * 


INSURANCE 

The Home, through its agents and brokers, 
C O M PAN Y is America’s leading insurance protector 
of American Homes and the Homes of 


American Industry. 








NEW AGENCIES FORMED 


Nelson & Stross, Yeager & Co., Sargent, 
Wobber & Co. and the Holmes 
Agency, Incorporated 

Nelson & Stross, Inc., New York City, 
has been chartered to conduct a general 
insurance — business. William Stross, 
Bertha Stross and Robert J. Stross, 
43-44 17lst Street, Flushing, are direc 
tors and subscribers. 

Yeager & Co., Ine., Buffalo, has been 
chartered to engage in the general in- 
surance business, Orson FE, Yeager, Jr., 
Orson E. Yeager, Buffalo, and Dorothy 
S. Yeager, Williamsville, are directors 
and subscribers. 

Sargent, Wobber & Co. Inc. New 
York City, has been formed for the same 
purpose by J. Bradford Sargent, Jr., 
Englewood, N. J.; Edward H. Wobber, 
New York and Austin A. Hans, Yonkers. 

The Holmes Agency, Inc., New York 
City, similarly chartered, is sponsored 
by Douglas R. Holmes, Cos Cob, Conn.; 
Franklin S. Davis, Bronx Borough; 
James H. Driscoll, New York, 


AGENT, 97, DEAD 

Tames Watkins, Montclair, N. J., one 
of the last two of the Civil War veterans 
in Montclair and the oldest resident 
there, died March 3, age 97. He came 
from Irvington, N. J. and for more than 
forty years had a real estate and in- 
surance business in Montclair. He saw 
Montclair grow from a town of 5,000 
persons to one of 50,000. He attributed 
his long life and good health to the 
exercise he got walking, not liking to 
ride in automobiles. He was known as 
“Uncle Jimmy.” Years ago he was a 
member of Monhegan Hose Company 
No. 1, Middletown, N. Y. Fire Depart 


ment, 


WILLIAM F. JACOBS DIES 

Funeral services were held at Chicago 
on Wednesday for William F. Jacobs, 67, 
head of the William F. Jacobs & Co. 
agency in the Insurance Exchange Build- 
ing. Mr. Jacobs died on February 25 
at his home following an illness. He had 
been a broker in Chicago for nearly 
forty years the last twenty-seven of 
which he had headed his own agency. 
He was a former president of the Ger- 
mania Club. He is survived by his 
widow and two daughters. 

BURROUGHS “WINS CUP 

In a short campaign for membership 
by the Virginia Association of Insur- 
ance Agents, Benjamin B. Burroughs, 
Norfolk, had the distinction of winning 
the President's cup. Out of thirty pros- 
pects, Mr. Burroughs brought in eleven 
new members. 


BROKERS’ COMMITTEE NAMED 

H. W. Schaefer, president, National 
Association of Insurance Brokers, has 
appointed the following nominating com- 
wag H. Moore, Boston; Alexander 
Field, San Francisco: Julian Lucas, New 


York. 
W. HUNTER BELL DEAD 


W. Hunter Bell, vice-president of 
Dobie and Bell, Norfolk agents, died 
February 29, age 59 He had long 
heen active in the Norfolk local board 
as well as the Virginia Association of 
Insurance Agents. 

The New York: Department has re- 
voked the insurance licenses of George 
T. Watts, 90-04 16lst Street, Jamaica. 
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VIRGINIA LEGISLATION 


Status of Several Bills Pending and 
Sponsored by State Association of 
Insurance Agents 

H. B. 412 pending in the Virginia 
General Assembly, which provides that 
only agents and solicitors other than 
life, title and ocean marine shall be li- 
censed who are engaged actively in the 
insurance business, was amended ex- 
empting banks, trust and loan companies 
under supervision of the State banking 
department and also National banks 
from provisions of the act. The bill was 
reported out with this amendment. 

H. B. 411 barring licensed non-resi- 
dent brokers from placing business on 
Virginia property in non-admitted com- 
panies was reported out without amend- 
ment, as was H. B, 451 known as an 
agent qualifications bill. The Virginia 
Association of Insurance Agents is spon- 
soring these measures. 

ANGELA BITTMAN HEADS CLUB 

These oflicers have been elected by 
the Insurance Speakers’ Club, Newark: 
President, Angela Bittman; vice-presi- 
dent, Henry Furlong; secretary, Theo- 
dore Roller; treasurer, John J. Brown. 
The club, sponsored by the Essex 
County Insurance Agents Association, 
meets at Hotel Douglas under direction 
of Harry Morton. 


New Non-Resident Brokerage 
Ruling Issued by Ohio Dept. 


The new ruling of Superintendent 
John A. Lloyd of the Ohio Insurance 
Department in regard to non-resident 
brokerage business will bring about a 
complete upset in established procedure, 
according to agents in the state. Where- 
as it was formerly the practice for an 
agent, upon request of his company, to 
countersign policies on business pro- 
duced by non-resident brokers and re- 
turn them to the company, under the 
new ruling such policies must be mailed 
or delivered only to the licensed non- 
resident broker or directly to the as- 
sured. 

The Superintendent’s ruling came as a 
result of a departmental survey in which 
it was discovered that some special rep- 
resentatives, also licensed as agents, 
were signing blank forms sent to com- 
pany home offices in connection with 
brokerage business; were giving blanket 
authority to one or more home office 
individuals to countersign policies, and 
that in many instances such representa- 
tives kept no record of countersigned 
policies, and consequently could not 
furnish the department with any infor- 
mation regarding brokerage. 


MD. CONVENTION COMMITTEE 

Joseph D. Lazenby of Annapolis, Md., 
president of the Maryland Association 
of Insurance Agents, has completed the 
personnel of a committee which will 
make arrangements for the Summer con- 
vention to be held at Ocean City, Md., 
some time in June. Presley D. Bowen, 
of Poor, Bowen, Bartlett & Kennedy, 
Inc., Baltimore, is chairman. Others 
named are J. Edward Cochran Hagers- 
town; S. Denmead Kolb, Salisbury; 
Avery W. Hall, Salisbury, and William 
Belt Townshend, Chestertown. 


RICHARD H. BARLOW DEAD 


Richard H. Barlow, Trenton, N. J., 
died there March 2, age 42. He was 
in the real estate and insurance business 
for many years. 


George Ingalls Feted in Syracuse 


The Syracuse Field Club and many 
Syracuse agents attended the club's 
weckly luncheon March 2 to pay tribute 
to George Ingalls, state agent, Fidelity- 
Phenix, who this year observes the 
fiftieth anniversary of his entrance to 
the insurance business. John A. Jor- 
dan, America Fore group, who has been 
associated with Mr. Ingalls for many 
years, sketched his history from the 
time he left high school in Saratoga 
Springs. After a course in Albany Busi- 
ness College he entered the Saratoga 
Springs agency of Colonel George H. 
Gillis. That office became the Hartwell 
& Shackelford agency, still in existence. 
George R. P. Shackelford is still active 
in insurance. It was he who hired Mr. 
Ingalls to work for that agency. 

\fter serving in the Spanish-American 
War Mr. Ingalls returned to Saratoga 
Springs as a rating inspector. He re- 
rated Schenectady. His first connection 
with a company was the New York Un- 
derwriters and then the Hamburg- 


COMPLETE 
FACILITIES 


Service Since 1894 


Bremen, after which he entered real 
estate in Syracuse. Later he joined the 
old Tuttle agency and still later the old 
Woodworth agency. He joined Fidelity- 
Phenix in 1913. 

Speakers at the luncheon were A. J. 
Halsey, manager at Buffalo for America 
Fore, Harry Miller, assistant United 
States manager, Commercial Union, Roy 
Brown and John A. Jordan of the 
America Fore group. Much was made 
of the fact that Mr. Ingalls gave his 
Sunday School teacher as reference for 
his first job at $3.50 a week; that Mr. 
Shackelford used to criticize him for 
not keeping the office clean and that 
he was seen in public places his Sunday 
School teacher would ‘shun. 

The guest of honor was given the title 
of “General George Washington In- 
galls,” was “inspected” for military fit- 
ness, found to qualify and furnished 
with a toy musket, badge of honor, a 
decoration for noble service and vari- 
ous gifts. Mr. and Mrs. Ingalls have 
gone to Florida. 


EXPERIENCE 
CO-OPERATION 


O’'GORMAN & YOUNG, Inc. 


A LEADING NEW JERSEY AGENCY 


744 BROAD STREET - - + = - 


NEWARK, N. J. 


New York Brokerage Office 


110 William Street 


W. E. Craig, Mgr. 
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FRED S. JAMES ADMITS TWO 


J. C. Griswold and W. H. Stevens 
Become Partners; Chicago Office 
Offers Cut Truck Rates 
Fred S. James & Co., Chicago, an- 
nounces election of two partners as vice- 
presidents. They are J. C, Griswold and 
W. H. Stevens. Mr. Griswold has been 
a partner in the agency since January 
1, 1936. He entered the casualty insur- 
ance business in 1922 in the underwrit- 
ing department of Continental Casualty ; 
resigned three years later; spent six 
years in the agency “Toe sed returned 
to the Continental Casualty in 1931 as 

resident vice-president. 

Mr. Stevens entered insurance in 1914 
and joined Fred S. James & Co. sales 
organization in 1920. He became a part- 
ner in 1932. 

This agency is also writing class 4 
commercial vehicles at a reduction of 
15% off tariff through the General Acci- 
dent Fire & Life, for which Fred S. 
James & Co. are general agent. The 
reduced rate applies to light, medium 
and heavy duty trucks and is in force 
in all four territories comprising the 
Chicago metropolitan area. 





Agents Issue Outline Of 
Wichita Mid-Year Meeting 


The four-day mid-year meeting of the 
National Association of Insurance 
Agents at Wichita, Kan., April 22-25, 
opens on Tuesday morning with a meet- 
ing of the exeeutive committee, followed 
by a meeting of the committee on pub- 
licity and education. The executive com- 
mittee will also hold meetings on sev- 
erai days prior to Tuesday. The execu- 
tive secretaries and local board and state 
association managers will meet the same 
morning. Also Tuesday morning the 
four national councillors’ territorial con- 
ferences will be in session. The get- 
together dinner is scheduled for that 
evening at the Broadview Hotel, with 
“Tom” Collins of the Kansas City Jour- 
nal as after-dinner speaker. 

General convention sessions will be 
held Wednesday morning and afternoon 
and Thursday morning. A golf tourna- 
ment has been arranged ‘for Thursday 
afternoon. The Kansas City F. & M. 
will publish a directory of convention 
delegates and a daily convention news- 
sheet will be issued by the London 
Assurance Group through Ralph W. 
Rugli, advertising manager. 





ACTING MANAGER IN TENN. 

Until a new executive manager for the 
Tennessee Association of Insurance 
Agents is selected, Mark Bradford, 
treasurer, will occupy the post just va- 
cated by John D. Saint, who served two 
years as manager. 
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Standard Insurance Company of New York 


Financial Statement— December 31, 1939 











ASSETS LIABILITIES 

Cash in Banks and Office................e00. $2,942,804.79 Reserve for Unearned Premiums............ $1,521,897.31 
Bonds 

United States Government...$ 612,317.59 : . ee 

State and Municipal.......... 296,641.18 Reserve for Losses in Process of Adjustment. 139,287.00 

EERE OPO 233,075.98 

Public Utilities ............. 462,272.36 te ventas 3 ee ae 

Miscellaneous: 63 6. ce cc.ss 444,011.92 2,048,319.03 Reserve for All Other Liabilities............ 121,356.02 
Stocks se hea Gee. ....... 1 ' 

Peeteeil .scieeciaaver deve $1,048,200.00 3 dans Wilh $1,500,008.00 

ee SSE re Pr rey 392,762.00 1,440,962.00 

a adiciadash in opis catenin 3,421,222.87 

Premiums in Course of Collection 

ee ee eee roe er ere 246,692.59 . 
All Other Admitted Assets... .........0.000 24,984.79 Surplus to Policyholders..................... 4,921,222.87 
. gf  ¢ — “GEST REE aera areas $6,703,763.20 $6,703,763 20 





Bonds and Stocks valued on New York Insurance Department Basis. 
Securities carried at $247,400.43 in the above statement are deposited in 
various States as required by law. 


Geo. Z. Day, President 


A. J. Couch, Vice-President 








On the basis of December 31, 1939 market quotations for all Bonds and 
Stocks owned, this Company’s total Admitted Assets would be $6,770,807.96 
and the Surplus to Policyholders would be $4,988,267.63. 


S. C. Kline, Secretary 





Standard Surety & Casualty Company 
of New York 


Financial Statement— December 31, 1939 


ASSETS 








Cash in Banks and Office...............06.. $1,767,856.63 
Bonds 

United States Government...$ 585,033.03 

State and Municipal......... 838,344.91 

ES A Se one ee 161,395.32 

Pettic Utilities ..i.....800. 213,948.82 

Miscellaneous ........0s005- 473,165.10 2,271,887.18 
Stocks 

PePeee so. Fee RSS $ 376,030.00 

FETT er ee 853,439.40 1,229,469.40 
Premiums in Course of Collection 

CBiet ever SO Gage oa ice eise cowriewede 719,516.67 
Pi NE is Oe rns Set toto e tens 18,135.72 
All Other Admitted Assets.................. 46,552.23 
Total Admitted Assets...................... _$6,053,417.83 





Bonds and Stocks valued on New York Insurance Department Basis. 
Securities carried at $359,719.38 in the above statement are deposited in 
various States as required by law. 


LIABILITIES 


Reserves for 


Claims and Claim Expense. .$2,138,944.11 





Unearned Premiums ........ 1,446,212.15 

Re re 171,632.19 

Other TiaBiliges 666.6 .cce ss 132,000.00 $3,888,788.45 
iin Sui aah cateenierde «kath $1,000,000.00 
SD S/n: Bdin We are 4 oat S2 1,164,629.38 
Surplus to Policyholders..................... 2,164,629 38 
ME oss OL ces eiekh eins. Accra ele $6,053,417.83 





On the basis of December 31, 1939 market quotations for all Bonds and 
Stocks owned, this Company’s total Admitted Assets would be $6,173,309.86 
and the Surplus to Policyholders would be $2,284,521.41. 


“A MULTIPLE LINE CASUALTY AND SURETY COMPANY” 


“TWO STANDARDS’ 


An unusual combination of financial strength. Community of interests 
and practical cooperation with agents 








GEO. Z. DAY, President 
Chas. E. Heath, Vice-Pres.-Sec’y F. J. Theen, Ass’t Sec’y A. J. Couch, Resident Vice-President 


New York Offices: 80 John Street Chicago Offices: Insurance Exchange 


John F. Nubel, Vice-Pres. 
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A. M. Best on Cause of Company Failures 


(Continued from Page 1) 


1931. It was reinsured by Central States 
Life of St. Louis. Rate of the lien was 
50%. The Home Life was controlled by 
certain interests which had a whole chain 
of small banks in Arkansas. That com- 
pany failed when the banks which owned 
the control toppled. Mr. Best thought 
the failure was due to bad judgment 
and not due to dishonesty. 

The next company under review was 
the National Benefit Life of District of 
Columbia which went into receivership 
in September, 1931. That company was 
operated by negroes and bad investments 
and general all around bad management 
caused the failure. The company had a 


home office building representing four 
or five times the surplus of the com- 


pany. Mr. Best said he did not think 
it good practice for small companies to 
own over-sized home office buildings. 

In 1932 the Inter-Southern Life of 
Louisville failed and it was reinsured by 
the Home Life of Louisville. Asked why 
the Inter-Southern failed he said it was 
an extremely involved situation. The 
control of the Inter-Southern had passed 
into the control of the Caldwell inter- 
ests in Nashville who were interested 
in various insurance companies as well 
as newspapers and banks. The Inter- 
Southern had become top heavy; pur- 
chased stocks of other life companies. 
Mr. Best thought its investment prac- 
tice was bad. 


Rogers Caldwell 


Mr. Henderson thought that trouble 
had grown out of overriding interlock- 
ing management in some cases. Mr. 
Best thought that was true. Discussing 
Rogers Caldwell Mr. Best said the lat- 
ter did not start off originally with 
the idea of any pyramiding—to have 
Company A buy stock of Company B, 
etc., but Mr. Caldwell ran into a situa- 
tion where his plans could not be car- 
ried out. Discussing the general subject 
of failures Mr. Best said the curious 
thing about all these failures is that 
usually there is not deliberate bad faith 
involved. There is terribly bad judg- 
ment involved in a good many of them. 

Sumner T. Pike, representing the De- 
partment of Commerce, thought that 
some of these failures suggested to him 
that here is a case where State regula- 
tion has fallen down in the life insur- 
ance end. 

Mr. Best: That, of course, we 
almost every field of endeavor. 

Mr. Pike: I mean, there is 
a company operating in one state and through 
a piece of financial juggling, operates in another 
state, ending up with bad results for everybody, 
including the juggler. 

Mr. Best: The company is governed primarily 
by the laws of its home sstate. 

Mr. Pike: And sometimes when you cross 
state lines you wonder who is going to run 
the show. 


have seen in 


a chance to take 


Mr. Best: Of course, in that case the com- 
pany making the purchase would again have to 
comply with its own state laws and the element 


enters in again and in none of 


unlawful. 


of judgment 
these cases were they 

The next company taken up was the 
Mississippi Valley Life of St. Louis, 
which was reinsured in the American 
Life & Accident of St. Louis, the Detroit 
of Michigan and Republic Life of Dallas. 
The Mississippi Valley Life failed in 
April, 1932. Mr. Best attributed its fail- 
ure to bad investment practices and 
general all around inefficient manage- 
ment. 

Dorsey's Activities 


Testimony about the old Colony Life 
of Chicago was given later. It was re- 
insured in the Life & Casualty Co. of 
Chicago. It failed in September, 1932. 
Reason for — was asset trouble. It 
had a very large office building which 
helped pile up burdens. 

Also, in 1932 was the failure of the 
Security Life Insurance Co. of America, 
Chicago. It reinsured in the Central 
Life of Chicago in September, 1932. The 
Security was a Machir Dorsey company, 
an old company which was purchased by 
a New York City banking house for 
clients and was then sold to Mr. Dor- 


sey. Mr. Best attributed to bad invest- 


ments the failure of the Security. One 
principal difficulty the Security had was 
investment in stocks of other life insur- 
ance companies which never should have 
been made. Mr. Best called that a 
pyramiding situation. The managers of 
the company had planned to set up an 
institution with somewhere around $10,- 
000,000 of resources as a holding com- 
pany which was to purchase insurance 
stocks. It had bought into the Inter- 
Southern Life. 

Next, came the Northern States Life 
of Hammond, Ind., also a Dorsey com- 
pany. This was reinsured in the Lin- 
coln National Life in March, 1933, after 
a receivership. The Northern States had 
no holdings in stocks of other life com- 
panies. Depreciation of its assets 
caused it to become insolvent. 

Mr. Best then discussed the old Mis- 
souri State Life which, in September. 
1933, was taken over by a newly formed 
company, the General American Life. 
The Missouri State Life had changed 
hands several times. Discussine the Mis- 
souri State Life Mr. Best said the com- 
pany had made a large investment in 
the stock of another life insurance com- 
nany which turned out in that case to 
be one of the best investments it ever 
had and still is. The investment was 
in the Southwestern Life of Dallas. 


National Life of U. S. A. 
Mr. Gesell then took un the case of 


the National Life of the U. S. A., which 
was taken over by the Hercules Life 
in January, 1934. Mr. Best testified 


that the fact that the National Life of 
U. S. A. owned something more than 
12,000 shares of the stock of the Con- 
tinental Illinois Bank led to the failure. 
The stock of the bank, which at one 
time was nearly $1,000 a share, tumbled 
to $20 when it reached its all time low 
quotation. The decline of the bank stock 
depleted the assets of the National Life. 
He testified that interlocking of direc- 
tors was not responsible for the large 
amount of stock in the bank held. It 
was an investment, pure and simple. 

Next under review was Roval Union 
Life of Des Moines, reinsured by Lin- 
coln National in June, 1933. It had no 
stock in other companies, but had re- 
insured quite a number of companies 
and from those companies inherited 
rather a hodgepodge of assets which 
were overvalued. 

The Independent Life of Nashville, 
Tenn., went into the hands of receiver- 
ship in February, 1934. It was taken 
over by Standard Life of Jackson. The 
Independent was an Industrial company 
with rather incompetent general man- 
agement, Mr. Best testified. Its invest- 
ments were not good. 

Then came testimony about the 
Peoria Life. Mr. Best said it had some 
pretty heavy real estate investments. It 
had interests in a large hotel, its home 
office building and other real estate in- 
vestments that ran up to a substantial 
amount. 

Mr. Gesell asked about the Register 
Life of Davenport which failed in 1934. 
Mr. Best said had mortgage loans in 
Montana were the primary reasons for 
the failure. In 1935 the Pacific States 
Life of Denver went into the hands of 
a receiver. This was again asset trouble 


and poor management, he said. Then 
came the affairs of the Federal Reserve 
Life which failed in 1936, which were 


reviewed in an earlier stage in the hear- 
ings. Mr. Gesell then asked about the 
Continental Life of St. Louis. The presi- 
dent of the insurance company was in- 
terested in a bank, made some bad in- 
vestments and the company was reéin- 
sured. The Detroit Life, which failed 
in 1936, had bad investments. 

The American Life of Detroit failed 
in 1939. Largest factor in that failure 
was its heavy mortgage loans made in 
the Rio Grande Valley in Texas where 
grapefruit and citrus are grown. Mr. 
Best said the president of the American 
Life got the notion of building a Gar- 


den of Eden in the Rio Grande Valley 
and felt that he was the one to do it. 

Mr. Best was examined regarding the 
issuance of the non-cancellable disability 
insurance by the Pacific Mutual Life. 
That coverage Mr. Best regarded as val- 
uable from the public point of view, 
but a serious mistake was made in esti- 
mating the premiums. He told of the 
rehabilitation of the company. “A new 
company with $3,000,000 of capital and 
surplus, or $4,000,000, was established, 
and that $4,000,000 was provided out of 


the assets of the old company,” he said. 
Hotels Caused Collapse of Illinois Life 

The collapse of the Illinois Life was 
next discussed. It was reinsured in the 
Central Life of Des Moines in July, 
1933. Heavy investments in securities 
of two hotel concerns in Chicago, the 
La Salle and the Stevens, were respon- 
sible for the failure. Principal officers 
and controlling stockholders of the 
Illinois Life were prime promoters of 
the Stevens Hotel. The La Salle had 
been such a success that the Stevens 
family built the enormous Stevens Hotel 
with something like 4,000 rooms. The 
depression caused the company to fail. 

Mr. Henderson called some of the in- 
vestments that the failed companies had 
made “the old razzle-dazzle, thimble- 
rigging kind of thing.” 

Mr. Best, before his testimony con- 
cluded, said that scattered around this 
country, in almost every part of it, are 
relatively small companies which are 
very splendidly managed. Asked if he 
thought size had anything to do with 
the failures Mr. Best said that size can 
help a company for the reason that 
there is sufficient income to justify the 
engaging of adequate management 
brains, “and in some of these little com- 
panies that have $20,000,000 or $25,000,- 
000 of business in force the premium in- 
come just will not provide a sufficient 
amount of money to buy management. 
On the other hand, there are companies 
from here to Portland, Oregon, that in 
our opinion are just as sound and ac- 
complishing just as good results as the 
very best of the big ones. I wanted to 
be sure that that was made clear.” 

Just before finishing on the stand Mr. 
Best was asked a number of questions 
about insurance supervision. He said in 
some states supervision had been ex- 
cellent and in others it had not. He 
thought employes of Insurance Depart- 
ments should be compelled to pass a 
Civil Service examination which would 
make them competent to do their job. 
Some states where there was lax in- 
surance supervision have revised their 
codes. 

Savings Banks and Life Insurance 

In response to questions from Leon 
Henderson Mr. Best said: “I have heard 
people say that the savings bank is in 
much the same position as the life in- 
surance company, but that is not true. 
The life insurance company is in an 
enviable position for the reason that it 
has collected every day more than suf- 
ficient to meet its needs and it has held 
it until they were sure it didn’t need 
it and what they don’t need they give 
back, but in the interval they have the 
money. 


Mr. Henderson: In 
two th'ngs which the 


other words, there are 
insurance company has 
which the savings bank doesn’t have—these two 
things: it has got a contract with a_ policy- 
holder which requires him to make those pay- 
ments if he wants to keep his policy intact; 
and then it collects a working margin, and if 
it doesn’t need that, and in most cases it 
doesn’t, there is a return to the policyholder. 

Mr. Best: That is perfectly true. 

Mr. Henderson: That tends to strengthen 
the life insurance company as an investment in- 


stitution. doesn’t it? d 
Mr. Best: That, of course, is why the life 
insurance companies have survived this whole 


depression so comfortably. 
Most Creditable Performance 


In the period under review there were 
over 14,000 banks closed with some three 
and a half billions of indicated initial 
loss. In contrast, $130,000,000 was lost 
through nineteen insurance failures. Mr. 
3est said that the loss in the period 
under review was between one-half and 
three-quarters of 1% of the average 
amount of assets of life insurance com- 
panies, which he thought was astonish- 
ingly creditable to life insurance. 


National Fire Group 
Has New Coverages 


FOR BUILDERS, CONTRACTORS 


One Form Is Completed Value Policy 
For Constructors, Other Is an 
Equipment Floater 


A sales promotion plan for the new 
Completed Value Builders’ 
age and Contractors’ Equipment insur- 
ance has been issued by the National 
Fire group, which are the National Fire 
of Hartford, Mechanics & Traders, 


Franklin National and the Transconti- 
nental. The largest proportion of the 
prospects for these two types of insur- 
ance are building contractors and the 
broadside for agents about the plan is 
entitled, “Meet the Contractors.” This 
explains the two coverages, including 
the extent to which they overlap, gives 
a plan for prospecting and selling, and 
suggests pre-call letters in connection 
with both coverages. In addition, return 
card folders in two colors, one entitled 
“Not Included in the Bid” about con- 
tractors’ equipment; the other entitled 
“It’s All Protected—from the moment 
you start the job,” about completed value 
builders’ risk, are offered imprinted to 
agents as enclosures with the letters 
suggested. 


Risk cover- 


Advent Timely 
In telling the companies’ fieldmen 
about the new plan, NF Group Notes 
says, in part: “In Spring, ground will 
be broken for new homes and new busi- 
ness buildings. Steam shovels will be- 
gin to eat their way into the earth, con- 
crete mixers to turn, tar buckets to boil 
and new buildings will rise in shells of 
scaffolding. Here is the opportunity for 
your agents to get out and tell about 
the new builders’ risk form and the con- 

tractors’ equipment floater. 


Builders’ Risk Form 


“New features in the completed value 
builders’ risk form make it easier to 
sell. With a compensating reduction in 
rate, it calls for placing insurance equal 
to the estimated entire completed value 
of the property not later than the date 
of commencement of construction above 
the level of the lowest basement floor 
except where there is no basement, then 
not later than date construction starts. 
The assured thus has full protection at 
all stages of construction, without the 
responsibility of reporting increased 
values, and with no possibility of a loss 
occurring with insufficient protection be- 
cause of an oversight or because con- 
struction has proceeded more rapidly 


than expected during any particular 
month. 

Equipment Floater 
“The contractors’ equipment floater 


gives broad floater coverage in conti- 
nental United States and Canada on 
such equipment as hoists, derricks, steam, 
gasoline and electric shovels, concrete 
mixers, rollers, tool houses, tar buckets, 
excavating, pile- driving and drilling ma- 
chinery, scaffolding and ladders, pumps, 
engines, boilers, turbines, dynamos, hand 
tools, wagons and carts ‘and cables. All 
large equipment must be _ itemized— 
small items may be grouped. The larger 
units or items should be individually 
itemized with the respective amounts of 
insurance applying thereto. Miscellane- 
ous equipment and tools may be writ- 
ten for blanket amounts, subject to 100% 
coinsurance. Farm equipment is not ac- 
ceptable under this form.” 





National F. & M. Gains 


The National Fire & Marine of Eliza- 
beth, N. J., reports admitted assets of 
$1,808,096 as of December 31 last, com- 
pared with $1,623,506 at the close of 1938. 
The surplus to policyholders is $1,252,013, 
composed of $1,000,000 capital and $252,- 
013 net surplus. This increased $11,000. 
The unearned premium reserve of $523,- 
002 shows a sharp increase from the 
1938 figure of $329,738. E. C. Jameson is 
president of the National F. & M. 
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Hearing on New Fire Policy 


(Continued from Page 18) 


particular Mr. Carson disagreed with the 
unoccupancy provisions. He said that if 
fire companies were not permitted to 
charge extra premiums for the months 
Summer homes in the Adirondacks are 
unoccupied they might refuse to handle 
the business, as there is a distinct in- 
crease in hazard created. 
Pink Defends Policy Revision 

Superintendent Pink took the floor 
when the session reconvened after lunch- 
eon, saying that in view of the attack 
by stock fire companies on the whole 
idea of policy revision it would be nec- 
essary for him “to convince the com- 
mittee of the broad, national demand for 
fire policy improvement.” He read from 
reports of several commissioners’ con- 
ventions and said that sentiment in sup- 
port of revision and more uniformity of 
policy contracts came mainly from those 
not in the fire insurance company in- 
dustry. 

what happened at the Mis- 
sissippi meeting of the commissioners 
last December, Mr. Pink said Commis- 
sioner Lloyd of Ohio asked for further 
study of the new fire policy, although 
the commissioners in June, 1939, ap- 
proved the proposed bill by a vote of 
sixteen to eleven. Mr. Pink told Mr. 
Lloyd there was no objection to dis- 
cussing the matter at Hartford this com- 
ing June, but meanwhile it would still 
be considered that the commissioners’ 
association had gone on record as ap- 
proving the new policy. 

Before closing Mr. Pink declared em- 
phatically that fire insurance must do 
something to improve the policy, but it 
did not make particular difference 
whether this was accomplished this year 
or in 1941. The New York Department 
“will not pussyfoot,” he said, “and in- 
tends to proceed with revision of the 
standard policy.” 

To give the insurance buying public 


without asking for it those rights and 
coverages which the companies now cus- 
tomarily give anyway by endorsement as 
a matter of daily practice is the De- 
partment’s aim, the Superintendent con- 
tinued. Companies want to do the right 
thing, he admitted, but it should be done 
in the contract and not as a favor. The 
companies can afford to extend their 
coverage with little or no increase in 
rates, he asserted. 


Piper Favors Modernization 


Chairman Piper, in backing up the 
Superintendent, declared his belief there 
should be revision of the policy. Mem- 
bers of his committee feel, he said, that 
it is wrong to have to accept a policy 
which needs so many riders to be in 
shape acceptable to assureds and com- 
panies alike. The only question was 
whether sufficient time remains this year 
to permit changes in the bill to be made 
and still have the measure passed by 
the legislature. 

Herbert W. Schaefer, president, Na- 
tional Association of Insurance Brokers, 
told of unanimous approval by its affili- 
ated bodies in different parts of the 
country for adoption of the revised fire 
policy. Most proposed changes, he held, 
merely give automatically coverages as- 
sureds now secure by endorsement. With 
reference to objections to extending ex- 
plosion coverage he said that those risks 
where inherent hazards exist could pay 
for the protection; others would be 
charged no extra premium. Inherent 
hazards he said were mainly in certain 
types of risks and easily identified. 

Julius A. Cohen, chairman of the brok- 
ers’ associations joint committee on pol- 
icy revision, after supporting the bill, 
said the time to proceed with adoption 
is at present. He opposed any unnec- 
essary delays, asserting the public now 


product. Professor Ralph Blanchard of 
Columbia University and Mr. Lucas then 
went on record as approving the bill. 


Would Put Burden of Proof on Assured 


Professor Edwin C, Patterson of Co- 
lumbia University, chairman of the com- 
mittee which revised the New York 
insurance law, offered a suggestion to 
solve the difference of opinion over the 
clause in the new bill which says that 
anything increasing hazards shall not 
void the policy unless it contributes to 
the loss. He said that perhaps the bur- 
den of proof should be on the assured 
rather than on the insuring company, 
to show that an obvious increase in 
hazards was not the cause of his fire 
loss. 

John G. Goetz, representing the Risk 
Research Institute, Mutual Savings 
Banks Association and other insurance 
buyers, said revision of the policy is of 
vital importance and that the bill should 
be passed this year if possible. He 
also supported broadening of the cover- 
age to counteract reduction in rates. 


Other company men and producers 
were in the hearing room but did not 
speak. Among these were Paul L. Haid, 
president Insurance Executive Associa- 
tion; Frank A. Christensen, vice-presi- 
dent America Fore Group; F. W. Stein, 
vice-president Glens Falls; H. M. Hess, 
manager New York Fire Insurance Ex- 
change; A. J. Smith, president Zweig, 
Smith & Co. and member executive 
committee National Association of In- 
surance Agents; Peter A. Locke, presi- 
dent Independent Brokers Association ; 
Peter E, Schneider, president Bronx In- 
surance Men’s Association. 





QUEBEC CITY LOSSES HIGHER 


The fire loss in Quebec City for 1939 
amounted to $551,440, an increase of 
$130,258 compared with the 1938 losses. 
Industrial establishments and dwellings 
suffered damages amounting to $247,- 
888, while losses to machinery and fur- 


wants improvement in the fire insurance niture totaled $303,552. 


Tribute to Code Makers 


In presenting his annual report to 
the legislature, Superintendent of In- 
surance Louis H. Pink of New York 
pays tribute to those who gave gen- 
erously of their time and effort to 
bring about a recodification of the 
insurance law. He refers to Pro- 
fessor Edwin W. Patterson of Co- 
lumbia Law School, an outstanding 
scholar and authority on insurance 
law, who acted as chairman of a com- 
mittee of Department men to work 
on the problem. 

Speaking of the joint legislative 
committee headed by Assemblyman R. 
Foster Piper, the Superintendent says 
that “the record of that committee 
in its intelligent and zealous approach 
and treatment of this monumental 
task, its knowledge of the subject 
and devotion to a job, has seldom if 
ever been excelled in the legislative 
history of this state. It is fitting that 
as this new code goes into effect I 
publicly acknowledge the great service 
which this committee has rendered 
to the department and to the policy- 
holders and not only in this state but 
elsewhere.” 














ONTARIO LOSS RATIO DROPS 

The fire loss paid by fire insurance 
companies operating in Ontario in 1939 
was $1,472,362 less than in 1938, a de- 
crease of 18.3%, reports Fire Marshal 
W. J. Scott, K.C. This results in a loss 
ratio of about 33 cents per one dollar 
premium income received by the fire 
companies, as compared with 42.43 cents 
in 1938. The insurance loss figure of 
$6,559,973 is also near the record low 
mark of $6,470,566 established in 1937. 
In the property classifications there is 
little substantial change from 1938. 
Dwellings continued to provide over 
three-quarters of the total number of 
fires and the largest individual classes 
for the amount of the loss. 




















ASSETS 


INVESTMENTS: 


Government Bonds. ...... eb eaelaean ees $ 4,722,011.02 
State & Municipal Bonds............. 


1,456,234.86 


SG See rere ree eae 588,315.78 
Public Utilities Bonds ........... eaawe 650,293.84 
Industrial & Miscellaneous Bonds....... 900,277.18 
Preferred & Guaranteed Stocks..... sooee , 2,058,11100 
Common Stocks..... Ciebeiesoccsencces .tapaaeeee 


$18,595,542.68 


fe eee éhuservecses. Speier 
Net Premiums not overdue............ 36,224.25 
Interest Due and Accrued...... Sea Sines 63,984.70 
Other Assets. .....0.. aies awed ins 46,454.84 


$21,995,317.21 


Bonds and Stocks are valued in accordance with re 
ment. Securities carried at $480,349.29 in the ae 


Annual Statement as of December 31, 1939 


FEDERAL INSURANCE COMPANY 





LIABILITIES 


Reserve for Outstanding Losses........ $ 1,050,841.00 
2,824,059.77 


Reserve for Unearned Premiums........ 
Reserve for Taxes and Expenses........ 
Reserve for Dividends Declared....... - 
Reserve for Liability to Reinsurers....... 
Reserve for Security Fluctuations........ 


Total Liabilities and Reserves........ 


Ce: See rer eee $ 4,000,000.00 
Surplus..... ceseecceces 12,866,769.52 
SURPLUS TO POLICYHOLDERS......... 


$21,995,317.21 


uirements of State of New York Insurance Depart- 
ve statement are deposited as required by law. 


MARINE, FIRE, AUTOMOBILE, AVIATION, INLAND AND PERSONAL LINES 
COVERAGE FOR FINANCIAL INSTITUTIONS 


CHUBB & 


S O N, Managers 


90 John Street, New York 


Jersey City Chicago 


Montreal Atlanta 


5,128,547.69 | 


16,866,769.52 


551,500.00 
140,000.00 

62,146.92 
500,000.00 
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When | about eight years old | 


was 
experienced a phenomenon that neither 


witnessed it, nor any 
been able to explain 
supper one Winter 
bird cage suspended 
a vertical holder for 


my father, who 
one else has ever 
While sitting at 
evening the canary 
from the wall by 


no reason at all leaped into the air about 
a foot and then landed back on_ the 
holder. The bird’s feathers were flying 
all over He was scared to death, of 
course, The only explanation | could 
ever dope out was that some uncon 
sumed gases must have exploded under 


the bird cage, sending it upwards. In 
after life my father and I often dis 
cussed this seemingly mysterious occur 


rence. Believe it or not. 
* * * 
Why Not Travelers’ Checks for Hotels? 


I have suggested to several hotel 
chains that it would be good business for 
them to sell hotel coupons or tickets 
(same as the traveling companies do), 
good for meals and rooms, to the travel 
ing public, especially the regular com 
mercial traveler, just as the railroads 
formerly sold mileage good ona 
number of railroads. Being bought in 
advance they—the hotels—-would have 
the use of the money and the traveling 


ln “ ks 


LUNCHEON TO W. B. WHITE 


Forty-five Years With New York Board 
of Fire Underwriters; Services 
Keenly Appreciated 

William B. White, 


superintendent, bu 


reau of fire prevention and water sup 
ply, New York Board of Fire Under 
writers, was the guest of honor at a 
luncheon March 1 celebrating the forty 


fifth anniversary of his joining the board 
The luncheon was given by the officers, 
directors and members of the commit- 
tee on fire prevention and water supply. 
John W. Nichols, president of the board, 
presided and presented to Mr. White an 
engrossed resolution signed by the presi- 


dent and by James J. Hoey, chairman 
of the board of directors. Mr. Hoey 
outlined in detail the valuable services 


White. He joined the 
board at age 20. After doing so, he 
studied engineering at Pratt Institute. 
He has been in the continuous employ 
of the bureau of surveys and its suc- 
cessor organization, the bureau of fire 
prevention and water supply, since his 
joining the board. He became superin 
tendent of the bure au in 1925, 


rendered by Mr. 


RENT INSURANCE IN CANADA 

Increasing activity in general business 
is stimulating afresh in Canada interest 
in rent insurance. In spite of this de 
velopment, however, the proportion of 
property covered by rent or rental value 
insurance is stated to be smaller than 
it should be. Some years ago an esti 
mate placed it at 15% of the total avail- 


able. There are two angles from which 
rent insurance is considered important 
One is that of the property owner who 


rents a building nf some kind for 
revenue. The other, that of the person 
who lives or operates a business in a 


rented property. 


BALTIMORE FIRE LOSSES 
Fire ‘losses in Baltimore in 1939 are 
estimated by the local fire department 
at $1,547,184, almost $300,000 more than 
in 1938, 


ALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. | 
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| 
man could budget his expenses at the 
beginning of the month and would not 
have to ask hotels to cash his checks, 
especially at the aad of the month 
when he generally is a little short. 
tours do this in providing the 
tourist with tickets comprising transpor 


ete 


Cook's 


tation and hotel expenses. Also, if a 
customer in a chain hotel had these 
“tickets,” he would naturally patronize 


the same chain’s hotels in other towns, 
where that particular hotel might have 
rival “chains” in competition. The plan 
would be advantageous to both hotels 
and the seasoned traveling man, in my 
opinion, 
* * * 

Western Desperados Mere Amateurs 

Years ago | saw a picture of a group of 
Western desperados on horseback riding 
in front of the then Drexel and Morgan 


bank at the corner of Wall and Broad 
Streets, New York City, holding up the 
bank. People looked at the picture and 


called it silly, and said “It can’t happen 
here.” That was in the heydey of West- 
ern rufhans. But it has happened, the 
difference being that the modern desper 
ado (gangster) rides in armored cars with 
machine guns and gets away with it in 
a scientific way that would make the old- 
style de ee turn green with envy. 


BOILER LINES OBTAINABLE 


D. W. Little Tells Virginia Agents of 
Opportunities; S. P. Clark and 

Roger Clarke Speak 

from the opportunity to sell 

more insurance through policy improve- 

field for 


Aside 


ment, the prospects in the 


boiler line centers around the low pres- 
sure or heating boiler found almost any- 
where, the single high pressure boiler 
plant and private residences, D. W. 
Little, manager Hartford Steam Boiler 
Inspection & Insurance Co, at Balti- 
more, told the regional group meeting 
of the Virginia Association of Insur- 
ance Agents at Richmond. In the ma- 


chinery field, he said, present insurance 
is usually limited to some of the prin- 
cipal machines, frequently overlooking 
other important objects. Few insure key 
electrical machines, he told the agents. 
Machinery policyholders are still rather 
scattered and opportunity exists to edu- 
cate many industrial plants and other 
businesses to the advantage of this line. 

Sidney P. Clark, chairman, Virginia 
Field Club, B. D. O. committee, spoke 
on how to meet non-stock competition. 
Roger Clarke, Fredericksburg local 
agent, talked on non-ownership automo- 
bile liability insurance 


LICENSED IN QUEBEC 

National Security Insurance, 
has been licensed in, Quebec. 
agent is Bertram T. Lattimer, 


Omaha, 
T he chiet 
Montreal. 


All Royal- Liverpool Companies 
Show Gains in Assets and Surplus 


The fourteen companies in the Royal 
Liverpool Groups increased their admit- 
ted assets and surplus to policyholders 
in 1939, according to the individual fi- 
nancial statements as of December 31 
last. There are eleven fire and three 
casualty insurers in the groups and the 
increases noted by the latter are sig- 
nificant, The United States branch of 
the Royal shows admitted assets of $21,- 


915,986, an increase of $699,795 over 1938. 
Its liabilities total $10,484,364 as com 
pared with $10,617,281 a year ago. Sur- 


plus to policyholders of $11,431,621 rep 
resents a gain of $832,711. 

The United States branch of the Liv 
erpool & London & Globe has besa 
assets of $18,251,422, an increase of $447,- 
734 over the end of 1938. Liabilities 
amount to $9,817,393 as compared with 
$9,931,203 a year ago, and its surplus 
to policyholders of $8,434,029 is an in- 
crease of $561,544. 

Queen are $23,- 


Admitted 
553,515, an of $805,483 over the 


assets ol 
increase 


end of 1938. Liabilities amount to $9,- 
291,684 as compared with $9,192,709 a 
year ago. Surplus to policyholders of 
$14,261,831 represents an increase of 
$706,508. 


Globe and Royal Indemnity Cos. 


The Globe Indemnity shows total ad 
mitted assets of $41,290,480, an increase 
of $2,240,211. Its total liabilities amount 
to $31,290,480 as compared with $31,- 
550,269, Surplus to policyholders amounts 
to $10,000,000, an increase of $2,500,000 
during the year. 

The Royal Indemnity 
sets of $34,075,071, an increase of $2, 
231,470 over the end of 1938. Its lia 
bilities amount to $26,575,071 as compared 
with $26,843,601 a year ago. Surplus to 
policyholders is $7,500,000, an increase of 
$2,500,000. 


has admitted as 


The Newark Fire has admitted assets 
of $10,214,764, an increase of $351,808. 
Its liabilities amount to $3,335,645, as 


compared with $3,339,517 and its surplus 


GEORGE C. NEWMAN, 93, DIES 


George C. Newman, 93, for than 
half a century connected with fire 


and 


more 
insur- 


ance companies inspection bureaus 


and well known by Towa insurance men, 
died recently at his home in Des Moines 
He has been in failing health for 
time. Mr. Newman had retired 
active business March 1, 1922, but 
an honorary life ng ota + in the 
pond of the Blue Goose. His first con- 
nection with fire insurance was in Lin- 
coln, Neb., in 1882 as an agent for the 
Western Fire. 


some 
from 

held 
lowa 


NATIONAL F. & M. IN TEXAS 
The National Fire & Marine, which is 
this year celebrating its seventy-fifth 
anniversary, has been admitted to Texas. 
Barney Vanston & Co. of Dallas are 
general agents for the state. 


J. F. GOELLER RECUPERATING 
Joseph F. Goeller, local secretary in 
New York City for the London & Lan- 
cashire and chairman of the fire patrol 
committee of the New York Board of 
Fire Underwriters, is recuperating at his 
home in Brooklyn from a recent illness. 





Eagle Fire Insurance Company 
(New Jersey) 


Treaty 
18 Washington Place 
Newark, New Jersey 





FIRE RE-INSURANCE 


Baltica Insurance Co. Ltd. 
(Denmark) 
U. S. Branch 


Facultative 
90 John St., New York City 
Pacific Reinsurance Bureau, Ltd. 
4 Sansome Street, 
San Francisco, California 








i policyholders of $6,879,119 represents 
an increase of $355,680. 

Admitted assets of the 
nity are $9,474,379, an increase of $908,- 
683. Its liabilities amount to $6,974, 379, 
as compared with $6,565,696, and its sur- 
plus to policyholders of $2,500,000 repre- 
sents an increase of $500,000. 

The American & Foreign has admitted 
assets of $6, 204,713, an increase of $309,- 
745. Its Nabilities are $1,250,344, as com- 
pared with $1,168,721, and its surplus to 
policyholders of $4,954,369 is an increase 
of $228,122. 

The Star of America shows admitted 
assets of $5,786,885, an increase of $342,- 
335. Its liabilities are $2,627,436 as com- 
pared with $2,503,570, and its surplus to 
policyholders of $3,159,449 is an increase 
of $218,469, 

British & Foreign 

Assets of $2,838,020 are shown by the 
United States branch of the British & 
Foreign Marine, an increase of $315,037. 
Liabilities total $690,180, as compared 
with $650,172, and its surplus to policy- 
holders of $2,147,840 is $275,029 higher. 

The Capital Fire has admitted assets 
of $2,154,032, an increase of $78,801. Lia- 
bilities are $340,018, compared with $319,- 
134 a year ago, and surplus to policy- 
holders of $2,147,840 is $275,029 higher. 

The Federal Union has admitted assets 
of $3,090,920, an increase of $217,047. 
Liabilities are $961,085, as compared with 
$895,875 a year ago, and its surplus to 
policyholders is $2,129,835, which is $151,- 
837 higher. 

The Seaboard shows 
of $1,469,812, an increase of $80,405.  Lia- 
bilities are $347,394, as compared with 
$309,168, and its surplus to policyholders 
of $1,122,418 is $42,179 higher. 

Assets of the United States branch 
of the Thames & Mersey Marine are 
$1,485,163, an increase of $292,973. Its 
liabilities are $500,733, as compared with 
$340,760. Surplus to policyholders of 
$984,430 is $133,000 higher. 


Glens Falls Group Has 
Simplified Statements 

Glens Falls In- 

Commerce 


Eagle Indem- 


admitted assets 


Glens Falls Insurance, 
demnity and the 
issued what 
explanatory 


Insurance 
they call a “self- 
statement,” the 
general plan of which is to show the 
various 


Co. have 
financial 


running 
through the center of a page. On the 
right of that column the same items are 
shown as assets, but where it is possible 
or thought necessary they are itemized. 
On the left of the central column are 
the same items shown as liabilities, with 
explanations of what they are for. The 
leading thought conveyed is “Our abil- 
ity to pay—quick assets vs. liabilities.” 
Stated in another way, the plan is to 
show in simple language the purpose of 
each reserve and to tell opposite the 
cash and securities that are available 
for its payment. 

Glens Falls Insurance reported assets 
$19,378,812, capital $2,500,000, surplus ex- 
clusive of capital $7,324,228. 

Glens Falls Indemnity, assets $12,003,- 
730, capital $1,000,000, surplus exclusive of 
capital $2,605,456. 

Commerce Insurance, assets $4,298,768, 

capital $1,000,000, surplus exclusive of 
capital $1,410,094. 


NEWARK RECEIVES AWARD 
Mayor Ellenstein of Newark has been 


items in a column 


given a certificate awarded as _ second 
prize to Newark in the last National 
Fire Prevention Week contest con- 


ducted by the National Fire Protection 
Association. First honors were won by 
Jersey City. The presentation was made 


by a committee of Newark Safety Coun- 
cil headed by Richard E. Spitz, a lawyer. 
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Marine Insurer's Position Upheld 
In Case of Lien by Substitution 


An action in admiralty in rem was 
brought against a steamboat and against 
its owner in personam for claims arising 
out of labor performed on the boat and 
for goods and merchandise furnished for 
the use of the boat at the request of the 
owner. The Boston Insurance Co. was 
made a party defendant, the libel alleg- 
ing that it had issued a marine insurance 
policy protecting the steamboat against 
loss by fire and that the steamboat had 
been destroyed by fire and asking that 
the insurance company be required to 
pay into court the sum due to the steam- 
boat owner under the policy. The insur- 
ance company filed objections contending 
that the libellants could not impress a 
lien by substitution upon the proceeds of 
the insurance. 

The steamboat and its owner filed a 
cross -libel asking that the insurance 
company be required to pay the insur- 
ance money into court. The insurance 
company excepted on the ground that 
the question of liability under the pol- 
icy was being litigated in a declaratory 
judgment suit filed in the Federal Dis- 
trict Court by the insuranc company 
prior to the filing of the cross-libel. 

The Federal District Court for west- 
ern Kentucky, The Donald T. Wright, 
30 F. Supp. 610, held that while the 
libellants unquestionably had an action 
in rem against the steamboat and in per- 
sonam against its owner, they had no 
action in personam against the 3oston, 
and that any liability which the insur- 
ance company had by reason of its in- 
surance policy covering the steamboat 
was to the steamboat’s owner, as in- 
sured. The only way the libellants could 


properly bring the insurance company 
into the action would be to substitute 
for their lien against the steamboat the 
proceeds from the insurance covering 
the steamboat. 

In view of the authorities covering the 
question, which it reviewed, the court 
held that the lien of the libellants 
against the steamboat did not attach to 
the proceeds of insurance which might 
be payable by the insurance company 
to the steamboat owners, which liability, 
however, was denied by the insurance 
company, and accordingly the insurance 
company’s exceptions to the libel were 
sustained and the libel dismissed as to 
that company, 

It was also held that the cross-libel 
filed by the steamboat and its owner 
was not authorized in this action. Any 
claim the steamboat owner had against 
the insurance company for the fire loss 
was under the insurance contract. That 
was a transaction entirely separate and 
distinct from any of the claims which 
the libellants had against the steamboat 
or its owner. 

In addition, the insurance company 
was entitled to have the question of 
its liability or non-liability under the 
policy tried and determined as a sepa- 
rate issue in its pending action under 
the declaratory judgment act and should 
not be required to abandon that action 
merely because the steamboat owner 
wished to have the matter disposed of 
in a subsequent and different litigation. 
The insurance company’s exceptions to 
the cross-libel were therefore also sus- 
tained and the cross-libel dismissed with- 
out prejudice as to the insurance com- 
pany. 





Huneke Points to Inland Marine 
As Source of Additional Income 


The insuring public is becoming more 
and more inland marine-minded and 
most agents realize that properly to 
service their clients they must thorough- 
ly familiarize themselves with inland 
marine rates and coverages, declared 
Arthur J. Huneke, manager, inland ma- 
rine department, Eagle Star, when 
speaking recently before the fire and 
marine group session of Pittsburgh 


‘Insurance Day at the William Penn 


Hotel in Pittsburgh. 

Agents ought constantly to keep in 
touch with modern demands of the in- 
suring public and with changes that have 
a real influence on the business, he con- 
tinued. To keep in step with this in- 
creasingly popular class of business, 
agents should devote much time in fur- 
thering their education along inland ma- 
rine lines. 


Offset Loss of Fire Business 


Many agents have complained that 
their fire income has fallen off in recent 
years and they wonder where enough 
new business may be secured to offset 
this loss, said Mr. Huneke. Such agents 
in a few years will be like a Model “T” 
Ford, for the agent who is unfit, in- 
efficient, uneducated, will go down and 
only those who keep in step with the 
many changes in insurance will survive. 

It is not necessary for the alert agent 
to wonder too much where new business 
is coming from, because he should know 
that nearly every assured on his books 
is a prospect for one or more forms of 
inland marine coverage, Mr, Huneke 


pointed out. The only tool required by 
agents properly to solicit this class is 
education and it is only necessary to 
spend a little time each day to secure 
sufficient knowledge of this modern and 
interesting branch of the business. With 
the required knowledge, one may sell an 
ever increasing amount of new inland 
marine policies, because the surface has 
only been scratched and it is the alert 
£7 who realizes and is making capital 
of it. 

“Only $44,000,000 in inland marine pre- 
miums were written in 1938 and when 
we look back to the nominal casualty 
income of only twenty years ago, com- 
pared with the volume written in the 
casualty field today, we must realize, as 
the casualty business was twenty years 
ago, inland marine is today a new baby, 
expecting us to take it by the hand and 
bring it up to the place it deserves in 
our business,” the speaker said. 


“All Risks” Classes 


“Many agents have learned enough 
about the All Risks classes, such as fur 
floaters, jewelry floaters, personal effects 
policies and other personal forms. The 
fur floater policy is sold by nearly all 
agents, and yet we know there are still 
many owners of fur coats who do not 
know that ‘all risks’ insurance is avail- 
able. This is one class that is simple 
enough to sell itself, even by mail order 
solicitation. 

“There was a tremendous volume of 
jewelry floater premium income _ pro- 
duced ten years ago, much of which was 


Liverpool Underwriters 


Report on Marine Problems 


Although the war has deprived the 
138th annual report of the Liverpool 
Underwriters Association—Britain’s old- 
est’ underwriting association—of the 
usual casualty statistics and other in- 
teresting features, it is nevertheless a 
valuable document. 

A reference to the unsatisfactory re- 
sults of hull insurance during the past 
five years justifies the increase in hull 
premiums announced early this year. A 
statement in the report that concentra- 
tion on war risks has made it difficult 
to give attention to marine cargo rates 
is discounted by the surcharges recently 
imposed on cargo risks. 

The “lighterage clauses,” which pre- 
viously exempted lightermen from almost 
any liability, even for unseaworthiness, 
have been amended to safeguard the in- 
terests of shipowners, merchants and 
underwriters. 

significant passage referring to seri- 
ous losses due to breakage of hatch 
covers, and to a recent finding of a 
British Board of Trade inquiry in this 
respect, indicates that underwriters are 
now giving greater attention to a cause 
of loss which can unquestionably be 
made less hazardous. 





NO FELONY PROVED 





Car Taken from Garage of Owner by 
Visiting Relative, and Damaged, 
Held not Stolen 

In an action by a corporation for 
damages resulting from alleged thefts 
of an automobile insured with the de- 
fendant against theft and any damages 
caused thereby, it appeared that the car 
had been taken from the garage at the 
home of insured’s president by a rela- 
tive staying temporarily there, in the 
absence of the president, the taker'’s 
own car not running satisfactorily. 
While returning from a pleasure trip the 
car was forced off the road, resulting 
in damage in excess of the face amount 
of the policy. 

The North Carolina Supreme Court, 
Hanes Funeral Home, Inc. v. Dixie Fire, 
5 S. E. 2d 820, held that the evidence 
failed to disclose any unlawful and 
felonious intent on the part of the taker 
of the car in taking and using it, with- 
out which there could be no theft. The 
plaintiff, however, contended that the 
taker’s conduct constituted a violation 
of the North Carolina statute, C. S. Sec. 
4262, commonly referred to as the Tem- 
porary Larceny Statute. The court said: 
“If we concede that the policy of insur- 
ance against theft includes and embraces 
statutory larcency such as is defined by 
this section of the Code, it will not 
avail the plaintiff. To constitute this 
offense it must likewise appear that the 
taking was not only secretly and against 
the will of the owner of the property 
but that it was also with an unlawful 
and felonious intent, for a felonious in- 
tent is an essential element of larceny, 
as defined in this statute, as well as at 
common law.” Judgment for plaintiff 
was reversed and the complaint directed 
to be dismissed. 





dropped by assureds, during the depres- 
sion years when the jewelry was either 
sold or placed in a vault for safekeep- 
ing. In my opinion, much of this jewelry 
is now again being worn and agents 
must be on the alert in reviewing their 
records to discover whether or not any 
of their assureds are not prospects for 
jewelry floater coverage. It is merely 
necessary to refer your jewelry floater 
prospects to every-day newspaper re- 
ports of jewelry losses for them to real- 
ize the importance of this all risks 
coverage. 
Commercial Forms 


“There are many commercial forms of 
inland marine insurance with which 
many agents are not familiar enough 
to solicit and which forms should be 
sold because, in many instances, the 
buyers are merely waiting to be told 
what it is all about. As an example: 

“Instalment floaters: Recently, in a 


Cancellation Not Ratified 
By Reason of Other Policy 


In an action on a collision policy the 
Springfield, Mo., Court of Appeals, De 
Mott v. Great American, 131 S. W. 2d 
64, held that as the insurance company 
denied liability upon receipt of notice of 
the collision because of alleged cancel- 
lation of the policy, it waived proof of 
loss. 

It was also held that cancellation was 
not ratified by the taking out by insured 
of another policy in another company, 
in anticipation of such cancellation. The 
policies were not identical. Defendant's 
policy had a $50 deductible clause, while 
that issued by the other company pro- 
vided for payment of 80% of all loss by 
collision. The court said that the rea- 
sonable inference was that the second 
policy was taken out to secure coverage 
in part for all damages from collision 
where the amount thereof was less than 
$50. Judgment for plaintiff was affirmed 


DENY LIABILITY LIMITATION 








U. S. Court Holds Owner of Vessel Fail- 
ing to Make Ship Seaworthy Is Not 
Entitled to Exemption 

The Federal District Court for south- 
ern New York denied the petition of the 
Union Castle Mail Steamship Co., Ltd., 
as owner of the Sandgate Castle, her 
engines, tackle, apparel, furniture, etc., 
for exemption from or limitation of lia- 
bility. 30 F. Supp. 344. The vessel, 
having taken on board a general cargo 
for carriage to African ports, sailed 
from New York on June 23, 1937, and 
three days later was destroyed by fire 
about 600 miles at sea. There was no 
loss of life. 

Insurance companies which had paid 
losses to the respective cargo owners 
and which held assignments from the 
latter filed claims in the proceeding. 
The cargo-claimants in the case had 
the burden of establishing that the fire 
resulted from the vessel owner’s design 
or neglect. The trial occupied two 
months and the evidence conflicted. The 
court was satisfied from the evidence 
that more than seventy gallons of oil 
overflowed when the manhole cover was 
off the top of the port settling tank; 
that some of this oil came in contact 
with the boilers and steam pipes result- 
ing in a fire which ignited a highly in- 
flammable and readily ignitible cargo 
stored on the shelter deck. Within an 
hour the fire spread over the ship neces- 
sitating its abandonment. 

The court was satisfied also that when 
the vessel arrived in London, April 24, 
1937, from her previous voyage, she was 
unseaworthy, and that the ship had not 
been made seaworthy in some respects 
as regarded the settling tanks before 
sailing from Hull. The court concluded 
“that such neglect on the part of the 
owners of the vessel was the proximate 
cause of the fire which resulted in her 
loss. ‘A carrier who chooses for his own 
purposes to send out a crippled ship 
with needless enlargement of the perils 
of navigation will not receive exemption 
at the cost of the owners of the cargo 
if the perils thus enlarged have brought 
the ship upon the sands,’ May et al. v. 
Hamburg, etc. (The Isis), 290 U. S. 334.” 





western Pennsylvania town, we dis- 
cussed instalment floater insurance with 
an agent, who said there was one good 
furniture store in his town. We visited 
this assured, explained the instalment 
floater coverage and were told, ‘You 
don’t have to sell me this policy be- 
cause in my own mind I bought it long 
ago and was wondering whether such 
coverage was available as not one of 
the two agents who handle my account 
has ever mentioned it to me.’ 

“Contractor’s equipment floater: Muc! 
equipment not insured, particularly ‘it 
can’t burn’ equipment. 

“Bailee policies: In addition to insur- 
ing laundries and dyers and cleaners 
plants, other bailee covers which are 
seldom thought of by agents are book- 
binders, electro- platers, furniture repair- 
ers, radio repairers, interior decorators 
and similar businesses.” 
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Twenty-Ninth Annual Statement United States Branch 
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ASSETS LIABILITIES 
Government Bonds ................. $ 6,382.445.44 Reserve for Losses (other than Lia- 
Municipal Bonds .................. 204,449.34 CO TCC Ce ee er eee $3,759,433. 10 
Railroad Bonds .................... 2,391,991.71 Reserve for Losses (Liability and Com- 
Public Utility Bonds ............... 2,057,912.98 pensation) ..........e essere eee ees 5,439,478.27 
Miscellaneous Bonds ............-... 112,632.08 Reserve for Unearned Premiums...... 4,847,216.87 
ee | ar 408,707.88 Reserve for Commissions............. 1,735,683.61 
Puplic Uirlity Stocks’... i... .00c ces. 652,030.00 Reserve for Taxes and Other Expenses. 410,423.27 
Miscellaneous Stocks ...........--.. 849,431.84 — Mortgage Investment Reserve........ 50,000.00 
Convention Valuations ; eg oie 
Real Estate Owned ..............-5- 399,807.69 Special Reserve ...............-.--. 1 083,271.33 | 
Ne ae Lad pare oss 88-4 477,008.44 BPR T age ar egiges ee 
ail pas $17,325,506.45 
$13,936,417.40 Deposit Capital ........ $1,050,000.00 
Cash in Banks and in Office.......... 6,378,477.88 Surplus over Liabilities a 
ee 76,139.16 and Deposit Capital... 3,950,000.00 | 
Premiums in Course of Collection (not . : oe Sieoriep *'s J 
GAN OW MAMA... .ccsrccee-. | 892. 188.96 Surplus to Policyholders............. 5,000,000.00 
PN a 42 283.05 | 
Total Admitted Assets .............. $22,325,506.45 *$22 325,506.45 
*On the basis of December 31, 1939, market quotations for all bonds and stocks 
owned, this Company’s total admitted assets would be $22,619,468.20. 
Securities carried at $1,032,192.02 in the above statement are deposited with State 
Departments as required by law. 


CASUALTY, FIDELITY AND SURETY REINSURANCE 


THEODORE L. HAFF 
United States Manager 
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Superintendent Pink Outlines His 
Compulsory Auto Insurance Plans 


Uses Massachusetts System As Basis; New York Department 
Working on Lloyd’s Regulation; Voluntary Action 
Favored for Medical Plans 


In his annual report to the legisla- 
ture Superintendent of Insurance Pink 
of New York devotes considerable space 
to compulsory automobile insurance, in- 
cluding in general the Department’ s 
ideas of a plan for such insurance in 
New York. The assertion is made that 
it seems most practical to follow the 
Massachusetts plan, to a substantial ex- 
tent. It has been known for a consid- 
erable time that the Superintendent 
favors use of that plan as the basis for 
one of the same kind in New York. The 
Department has pointed out previously 
that if the major objections to the Mas- 
sachusetts plan were substantially over- 
come, the opposition of insurance enter- 
prise would be greatly minimized. 

Not to Change Coverage 

Use of the Massachusetts plan con- 
templates continuance of insurance of 
the motor vehicle rather than the opera- 
tor, Mr. Pink explained. A change would 
upset the rating structure. Insurance of 
the operator rather than the car may 
still be a desirable goal, says the report. 
The coverage would not change. It 
would continue to be liability insurance. 
In general every motor vehicle owner 
would be required to show, as an addi- 
tional condition precedent to obtaining 
official registration of the motor vehicle 
owned by him, that he is financially 
able to respond in damages. Possibly 
the alternative of permitting bonds with 
personal sureties should be considered. 


State Fund Unnecessary 

Rates would be filed with the Super- 
intendent of Insurance for approval as 
to reasonableness and adequacy, thus 
eliminating one of the major criticisms 
and administrative problems of the Mas- 
sachusetts plan. It may be, continues 
the report, that the required insurance 
coverage should not include personal 
property damage liability. The real so- 
cial problem is not concentrated in dam- 
age to personal property. 

A state insurance fund is held to be 
unnecessary. Neither is it contemplated 
that a state board would be set up to 
which persons unable to get insurance 
might appeal for assignment. The Mas- 
sachusetts plan has that feature. A de- 
sire is shown to preserve the funda- 
mental prerogative of insurers to accept 
or refuse risks. It is held reasonable 
to suppose that any person completely 
unacceptable for insurance should not 
be permitted the privileges of the high- 
ways. To avoid abuses the power of 
such a board might be limited. The 
problem of foreign cars is not treated 
by the plan as so far contemplated. For 
the present it is suggested to have the 
financial responsibility laws as now in 
force apply to those motor vehicles. 
Superintendent Pink feels that the plan 
provides for reasonable and sane ex- 
perimentation. 


Lloyd’s of London 

A few months ago the Superintendent 
appointed a committee to make a thor- 
ough study of Lloyd’s activities in New 
York. At present the committee mem- 
bership is limited to representatives of 
the Department but it is to be broad- 
ened to include the public and people 
in insurance. On this subject Mr. Pink 
reports: 

“It would seem that either some ar- 








Compulsory Bill Entered 


A compulsory automobile insurance bill 
has been introduced in New York legis- 
lature by Assemblyman Davidson, mod- 
eled after the Massachusetts act. The 
measure has been recommended by the 
joint legislative committee appointed to 
study the subject. Under the bill a board 
of motor vehicle insurance would be es- 
tablished in the Insurance Department 
and a state fund sect up under custody of 
the commissioner of taxation. 
SS TST, US 
rangement should be worked out where- 
by the Lloyd’s underwriters will be 
brought under our jurisdiction and pay 
their proper share of taxes, or some 
means should be devised to more effec- 
tively prevent them from writing so 
much New York business without being 
subject to our jurisdiction and without 
paying their equitable share of taxes. 
As the law now stands only the latter 
course is open, because section 425, sub- 
division 4 of the new insurance code 
provides that no foreign or alien Lloyd’s 
underwriters shall be licensed to do an 
insurance business in this state. 


“Therefore, in order to consider the 
first it would be necessary not only to 
receive a request from Lloyd’s to qualify 
for admission but also to secure an 
amendment to the law. We are con- 
sidering the problem from all viewpoints 
and it is our hope that either through 
legislation or agreement some way can 
be devised to eliminate violations of law 
and bring about a more equitable and 
satisfactory situation.” 


Hospital and Medical Plans 


Regarding non-profit hospital service 
and medical indemnity corporations, the 
Superintendent says that there are nine 
such plans in operation in New York 
State. One, in New York City, has 
1,300,000 subscribers. The total in the 
state is 1,700,000 and in ten of the 
largest states 3,567,000. Quoting from 
the report: 


“Although the progress made thus far 
in connection with medical indemnity 
corporations has been slower than an- 
ticipated, it is perhaps fortunate that 
this has been the case. We are ventur- 
ing into new fields, with little experi- 
ence to guide us. Providing medical care 
for the lower income groups through co- 
operative efforts has great possibilities, 
but it is experimental. For that reason 
it is better that the plans proceed cau- 
tiously until some actual experience can 
be developed. 

“It is hoped that through these plans 
there will be offered to the members of 
the public a greater opportunity to meet 
the expense of their medical care 
through voluntary action. They are at 
least worthy of experimentation before 
resorting to compulsory health insurance 
or state medicine. Many are of the opin- 
ion that voluntary action on the part of 
the people should be encouraged as much 
as possible and that state aid should 
supplement self- help rather than wholly 
supplant it.” 

With reference to insurance rates, the 


Fleet Rate Hearing 
In Illinois March 19 


PALMER SEEKS SUGGESTIONS 





Companies and Rating Authorities 
Called to Discuss Wide Range of 


Prevalent Practices 





A meeting of companies doing fleet 
automobile business has been called for 
March 19 in Springfield by Director of 
Insurance Palmer of Illinois to discuss 
rates. That Mr. Palmer will ask sug- 
gestions from companies before proceed- 
ing to make rulings is a departure in 
his recent practice. H. A, Miller, spe- 
cial deputy, who has been working on 
automobile insurance, is expected to be 
in charge of the meeting. The com- 
mittee of companies which have been 
notified and asked to have representa- 
tives at the meeting is comprised of: 
American Fidelity & 
Reciprocal Exchange, Com- 
mercial Standard, Continental Casualty, General 
Accident, Illinois National Casualty, Indemnity 
of North Amer’ca, Inter-Insurance Exchange of 
the Chicago Motor Club, National Bureau of 
Casualty & Surety Underwriters, United States 
Rating Bureau, United States Guarantee and 
Western Casualty. 

The bulletin announcing the meeting 
contains the following eight points for 
discussion : 

“Many companies have filed ‘equity’ rating 
plans which the Department believes to be dis- 
criminatory. 

“Some companies have attempted to file ‘retro- 
spective’ rating plans for automobile fleets, but 
none has yet been submitted which this Depart- 
ment could approve. 

“Several companies have filed what they call 
liability policies. The Depart- 
ment does not approve such policies. 

“Tt has been learned by the Department that 
in determining automobile fleet’ rates under any 
of the various plans filed, judgment is often 
used in compiling the experience upon which 
the rate is predicated. We do not feel that use 
of such ‘modification factors’ is in accordance 
with filings. 

“Fleets written on a gross receipts basis, as 
well as any which may be written on the 
‘retrospective’ basis, require audits. The filing 
of rates is a useless gesture unless proper audits 
are made in every instance. 

“In arriving at experience rates, it is neces- 
sary that experience of the previous carrier be 
obtained, which we learn is not always possible. 

“The Department believes that fleet rating 
might be made more accurate, as well as rating 
of individual commercial cars, if those cars were 
classified for rating purposes following the 
classification for licensing purposes.” 


American Automobile, 


Casualty, Casualty 


comprehensive 





Superintendent presents a summary 
showing the changes in state-wide rate 
levels for compensation insurance from 
year to year during the period from 
1931 to 1939. The year 1930 is regarded 
as representing 100% and the accumu- 
lated changes are shown to have pro- 
duced a high of 153.5% with the rate re- 
vision of July 1, 1938. That high fell 
to 142.9% with the revision of July 1, 
1939. 

Turning to automobile insurance the 
report summarizes the bodily injury and 
property damage rate changes between 
March 1, 1932 and September 1, 1939. 
On the former date the “accumulation” 
was 103.1% and it has fallen steadily to 
71.4% on the latter date. The report 
mentions that: 

“There has been submitted for filing 
a new form of medical payments cover- 
age as an optional extension of the 
automobile liability policy at an addi- 
tional premium. This endorsement pro- 
vides insurance without regard for neg- 
ligence with respect to injuries to guests 
and members of the family of the named 
assured incurred while passengers of 
the automobile. This coverage is now 
available in some thirty odd states in- 
cluding many states which have approved 
the plan after review of statutory re- 
quirements applicable to ordinary acci- 
dent policies. The filing is pending be- 
fore the Department and is receiving 
consideration.” 


A. & H. to Be Dramatized 
During April 22-27 Week 
COMMITTEE MEETS 
Sales Aids Include Drug Store Window 
Display; 1940 Plan Book; News 


Releases, Charts, Cartoons 


s &. % 








A greater emphasis on merchandising 
of A, & H. insurance, dramatizing its 
value so effectively that the producer's 
sales job will be easier, is the major 
objective of 1940 Accident & Health 
Insurance Week, April 22-27. The pro- 
gram of activity includes a series of 
charts depicting the economic loss of 
accident and sickness; a series of car- 
toons featuring unusual accidents, the 
familiar “68” buttons; a 1940 Plan Book 
outlining the idea behind the movement, 
and a window display for drug stores 
These are among the sales aids, Harold 
R. Gordon, general chairman of the 
week, told Eastern members of his com- 
mittee on Tuesday in New York. 

It is generally felt that this year’s ob- 
servance will be the best ever. Compa- 
nies, large and small, throughout the 
country are cooperating enthusiastically, 
and the list includes twelve who are 
participating for the first time. Special 
awards will again be given by the com- 
panies to their agents who achieve out- 
standing results. The award will be an 
elaborately embossed card. 

Plan Book Brand New Idea 

The 1940 Plan Book, brand new, holds 
considerable promise as a means of stim- 
ulating the agent’s interest in systematic 
soliciting during the week. The win- 
dow displays, designed to be placed in 
1,000 drug stores, will be ready for dis- 
tribution next week. It was felt that 
small town drug stores particularly will 
be glad to coonerate with agents using 
this display. By means of it public at- 


tention will be called to the need of 
both kinds of “first aid” when disabled 
financial and medical. A large center 


panel with a vivid four-color illustration 
of a child and nurse carries the head- 
ing “Is my daddy hurt badly?” 

Ready soon are a series of news re- 
leases which will go to daily newspapers 
in the twenty-five cities where local A. 
& H. clubs are located. They were pre- 
pared by George Applegren, Chicago cor- 
respondent of The Eastern Underwriter 
and other papers, who is also writing 
two radio skits. 

The charts, Chairman Gordon ex 
plained, will serve to dramatize factual 
information about accidents. Bicycle ac- 
cidents in the 1890-1900 period are com- 
pared with auto accidents today; the 
distribution of the claim dollar is shown: 
also the amount of A. & H. business in 
force, and the millions of dollars paid 
out in claims. This material will have 
all-year-around utility value. The car- 
toons, which will be a popular sales 
help, will be available for wide distri- 
bution; may be “blown up” for posters. 

Before the meeting in New York 
closed E. S. Banks, Philadelphia public 
relations man, outlined a program which 
included news reel dramatization of the 
value of A. & H. insurance. Those at- 
tending were W. E. Kipp, Indemnity 
Co. of N. A.; W. F. White, Royal- 
Eagle-Globe; L. F. Winslow and E. F 
Hord, Jr., Fireman’s Fund Indemnity; 
Harry Prevost and H. M. George, U. S 
F. & G.; W. T. Hammer, Loyalty Group, 
president, & H. Club of New York, 
and Willard Wesner, same company. 


STEPHEN BEDELL, IR. I PROMOTED 


Maryland Casualty Picks Him For 
Agency-Production Managership in 
N. Y. Office; His Career 
Stephen Bedell, Jr., is the newly ap- 
pointed agency and production manager 
in the New York office of the Maryland 
Casualty, succeeding George R. Hays, 
Jr., resigned. Backed by a substantial 
experience in the casualty lines and pop- 
ularly known in the metropolitan insur- 
ance area, Mr. Bedell takes his new post 
under favorable auspices. He has been 
in insurance for the past twenty years. 
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Compulsory Health Insurance Bill 
Introduced in N. Y. Legislature 


health insurance bill 
was introdueed jointly in the New York 
February 20 by Assembly 


\ compulsory 


Legislature 


Robert F. Waener, Tr and Assem 


man 
blyman Joseph A, Boeeia, calling tor in 
surance tor wae carers and them tam 
ilies receiving $1,500 a year or les This 
much discussed plan provides that when 


ke pence nts beeonr 


entitled to 


an insured or his 
ill, he 


the services ol 


will be immediately 


a physician, hospitals 


necessary appliances and medicine 
Benefits Stipulated 
In addition to its medical benefits the 


benetits, 


bill wives finaneial disability 


from $6 a week, if the employe 


ranging 
earns under $15 week and has no cde 
pendenta, to $16 a week where the em 


over and has 
Women who 
entitled to 


a | week on 


ploye earns $25 
three or more dependents 


are wage earners will be 


financial maternity benefits for six 


weeks preceding and following the birth 
of the child, provided that during that 
period they do not engage in any pain 


ful occupation 
These benefits 
a health insurances 
weekly contributions employers, 
employes, and the state The bill pro 
contribu 
which may 


payable out of 
consist ot 


will be 
fund to 
from 


payment of these 
ystem of stamps 


vides for 
tions by a 


CALIF. CONFERENCES ELECT 
Governing Boards Named for State and 
Southern California Acquisition 
Groups; Chairman Fay Reports 

Three ot the 
vanivations on the Pact 
held annual elections for then 
California sections and heard reports by 
Chairman Rollo Fay Che first election 


and surety of 
Coast have 
southern 


casualty 


was that of the Fidelity & Surety Ac 
quisition Cost Conference, he ld in Los 
Angeles, when these members of thre 


woverning board were named: Fireman's 
Fund Indemnity, Hartford Accident & 
Indemnity, Fidelity & Deposit, ¢ olumbia 
Casualty, Pacific Indemnity, Globe In 
demnity and Great American Indemnity 
Chairman Fay presided at this meeting 
Che following day the Pacihe Coast 
National Bureau of Casualty & 
Underwriters met and these 
chosen for the advisory 
committee: FL Ro. Robinson, Globe In 
demnity; Joseph E. Joseph, Ocean Acei 
dent & Guarantee, and T. W. Michaels, 
Marvland Casualty 
The Cahtornia  ¢ 
Acquisition Cost Conterence, 
roverninyv 
Harttord 


branch, 
Surety 


members were 


Surety 
these 
committe 
Accident 


asualty & 
chose 
members for the 
George F. Houghton, 


& Indemnity: |. E. Joseph, Ocean Acct 
dent & Guarantee, and Leland Mann, 
Actna Casualty & Surety. It was to this 
meeting that Mr, Fay made his prin 
cipal report Another speaker was 
George F. Leinike, assistant manager, 
Coast branch, National Bureau 


Eierman Remembered By 
Staff on 25th Anniversary 


1. Fred Eierman, manager, fidelity de 
partment, New Amsterdam Casualty, was 
in the spotlight on February 14 when 
President |. Arthur Nelson called a spe 
cial home othce meeting t executives, 
department heads and employes in the 
fidelity department The occasion was 
Mr. kierman’s twenty-fhtth anniversary 


with the company and m= addition to 


many congratulatory messaces he was 
presented by Mr, Nelson with a watch 
m behalf of branc! anagers country 
wide The following day thdelity de 


partment employes pleased and surprised 
Mr. Eierman by a silver vase containing 
twenty-five white roses as well as an 
and pencil set 


cn raved silver pen 


be affixed to or impressed upon books 


to be provided for such purpose 

The bill was drawn principally by 
Professor Herman A, Gray, protessor 
at New York University Law School 
and Chairman of the State Unemploy 


Insurance Advisory 
conterence 
stein, 


trent 
a series of 


\braham lp 


Council, after 
called by Dy 


executive secretary ol 


the American Association for Social 
Security \monge the health insurance 
experts who participated in these con 
ferences were Dr. John P. Peters, Pro 
fessor of Medicine at Yale, Professor | 
Douglas Brown of Prineeton, Dr, Louis 
s Reed ol the Social Security Board, 


Wunderlich, ay 
Michael Davis and EF. White Bakke, 
professor of Eeonomics at Yate 

If passed the law would be 
istered by a health insuranes 
he established in’ the Department « 
Hlealth, consisting of a Health Insur 
ance Commissioner as chairman, the 
state Health Commissioner and thirteen 


rotessor Frieda 


admin 
board to 
| 


other members appointed by the Gover 
nor with the advice and consent of the 
senate, These members would serve for 
a period of six years and would reecive 


$25 tor each day spent in the perform 


ance of their duties 
In his annual message to the legisla 
ture, Governor Lehman advocated the 


establishment of a health in 
tem for persons of low 


surance SYS 


incon How 


ever, the Governor is not committed to 
this or any other proposal 
ENGELMAN’S INDUSTRIAL PLAN 


New Yorker Would Issue Weekly or 
Monthly Auto Casualty Policies 
at $1 to $4.40 


\. J. Engelman, insurance produces 
at 1770 Broadway, N, Y., has a copy 
righted plan for selling industrial auto 
mobile casualty insurance by the week 


or month by which he hopes to attract 


many of the present uninsured car driv 
ers His program for setting up this 
plan is as follows 


“It is proposed to form a membership 
association to act. in conjunction with 
the various companies writing automo 
bile liability insurance, which companies 
would pay the regular commission on 
such business to the association and to 
the licensed brokers representing it. In 
order to covet collections, bookkeeping, 
bonding and other charges necessitated 
by handling instalment payments, a 25 
cents a month charge would be 
asked by the association from the in 
sured members 


“Computed on a pro-rata basis at the 
present rates a $1,000 policy covering a 
pleasure car, for both hability and prop 
erty damage, would than 15 
cents a day and less than $1 a week, or 
tor a month approximately 4, accord 
ing to the proper classification of risk 
\ $5,000 policy, for personal liability 
only, would cost approximately 16 cents 
a day, $1.10 a week or $40 a month.” 


service 


cost less 


TROUBLE PYRAMIDED 
Trying to 
Dols, insurance 
acquired = another 
Rogers, Minn, 


adjust one claim, Richard 
adjuster of Minneapolis, 
George Menard, 
farmer, suing Dols for 
$5,250, claimed Dols was driven across 
a corn feld to talk to him and _ that 
the rat-a-tat-tat of the stubble on the 
car's undercarriage frightened Menard’s 
team of causing them to run 
away and injure him. Dols had gone to 
the farm to get a statement rewarding 
another accident involving Menard’s son 


horses, 


R. W. SPICER PROMOTED 
Russell W 


Spicer, held assistant cas 


ualty lines of the Travelers in its Mon- 
treal branch office, has been promoted 
to field assistant, casualty lines in the 
larger Albany, N. Y. branch office. 


\ Fa 
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HOLMES AGENCY, INC, FORMED 


Represents Standard Ins. Co. and 
Standard S. & C. in N. Y.; Douglas 
Holmes Its President 
The newly formed Holmes Agency, 
Inc, of 41 East Twenty-second Street, 
New York, got under way on Monday, 
March 4, representing as agents the 
Standard Insurance Co. of New York 
(for auto FP. & TL) and Standard Surety 
XN Casualty Its president is Douglas 


Holmes, a well known figure in metro 
politan New York ageney circles, For 
the past fifteen years Mr. Holmes has 


heen with the firm of C. W. Sparks & 
Co, Ine, in charge of its casualty busi 
ness which, he says, reached a peak of 
$1,750,000 annually, C. W. Sparks & Co 
has been inactive since the severance of 
its relationships a year or more ago with 
the America Fore group 
President Holmes, whose insurance 

career dates back to 1914, has had all 
around training in agency and company 
and as an insurance buyer. During the 
World War he was with the Royal Fly 
ing Corps of the British army 

N. E. CASUALTY ACTION 
Joins National Bureau and Ass'n of 

Casualty & Surety Executives; 
Springfield's Running Mate 


The New England Casualty recently 
organized casualty running mate of the 
Springheld Fire & Marine, has been 


elected to membership in the National 
Bureau of Casualty & Surety Under 
writers and the Association of Casualty 
& Surety Executives 

The National Bureau now has thirty 
seven companies in its membership and 
the Association has sixty-two 


TO PRESENT STOCK CO. CLAIMS 


Ray Murphy to Speak in St. Louis Be- 
fore Insurance Buyers Conference 
of Industries 
Ray Murphy, assistant 
wer, Association of 
kxecutives, will present the case for 
stock insurance before the Insurance 
Buyers Conference of the Associated 
Industries of Missouri at a luncheon 

meeting in St. Louis March 26, 

This meeting is to be the third of a 
series in which insurance buyers have 
the opportunity to learn of the benefits 
of various types of insurance from the 
buyer's viewpoint. February 27 Charles 
Howell, Kansas City attorney, spoke in 
favor of reciprocal insurance, while the 
mutual insurance side was presented at 
the January gathering. 


general mana 
Casualty & Surety 


Nelson Agency, Memphis, 
Wins U. S. F. & G. Award 


Outstanding excellence in production 
of fidelity, surety, burglary and casualty 
premiums, excepting workmen's compen 
sation and health insurance, by the 
Memphis office of United States Fidel 
ity & Guaranty, has won for that office 
the honor of holding the Davis Cup dur 
ing the present year. William B. Nelson 
is manager at Memphis and the cup will 
be presented to him by E. Asbury 
Davis, president of the company, at a 
celebration to be held later and at which 


the manager and members of his staff 
will be hosts to the agents connected 
with the office. 


award, which is 
company also an 
Rock, Thomas T. 


In announcing this 
made each vear, the 
nounced that Little 
Wilson manager, was second; Montreal, 
F. D. Knowles manager, third; Dallas, 
}. W. Teagarden manager, fourth; Kan 
sas City, William F. Moffatt) manger, 
fifth, and Milwaukee, George Hoff man 
ager, sixth. 


ONTARIO AUTO FORMS AMPLE 
Che Ontario Department having re 
ceived inquiries concerning the procedure 
to be followed in insuring automobiles 


used for military purposes, has issued 
a statement on the subject. The De- 
partment finds that the standard auto- 


mobile forms which have been approved 
for general use are sufficient to provide 
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Made N. Y. General Manager 


Last September Harold A. McKay 
was selected by the Travelers as asso- 
ciate general manager of casualty lines 
at its 55 John St. office, New York City, 


HAROLD A. McKAY 


week he was made general man 
awer of the same office, a well deserved 
promotion, Mr. McKay has made friends 
for himself and the Travelers during 


This 


his comparatively short stay in New 
York City. He has a fine background 
of accomplishment in both the home 


office and in field posts for his company. 


Western Surety’s to » Get 
More Bonding Business 


Capitalizing on a phrase that became 
familiar to practically everybody, pat 


ticularly in California, Western Surety 
Company, Sioux Falls, S. D., has issued 
a circular saying: “We want more bond 


1940—-$1 every Tuesday 
because we're forty. As a part of the 
celebration of our fortieth anniversary 
we attach four coupons, one for each 
‘Tuesday in the month. 

“Each coupon is worth $1 either in 
cash or as a reduction from your re 
mittanee, if attached to an application 
for a bond—providing: The bond is one 
we can accept. Application (bonds exe 
cuted under power of attorney are 
equally acceptable) must be for new bus 
iness—a bond which we have not pre 
viously carried, Letter containing ap 
plication with coupon attached must be 
mailed and bear post, date the same day 
as shown on coupon. 


ing business in 


Lehman Approves Mutual 
Motor Vehicle Fund Bill 


Governor Lehman of New York has 
approved the Hampton bill, Senate Intro 
No, 781, Printed No. 845, as chapter 62, 
laws of 1940, amending section 330 in 
surance law to create the mutual public 
motor vehicle liability security fund for 
payment of claims resulting from insoly 
ency of a mutual insurer or its inability 
to meet its obligations. This law pro 
vides for payment into the fund by mu 
tual insurers, and makes certain changes 
relative to the stock fund. 


VIRGINIA BILLS 

\ bill (S.B. 315) in the Virginia Senate 
would amend the compensation act so as 
to include certain diseases, infections, 
illnesses and poisonings within the defi 
nition of personal injury. 

Under another bill (H.B. 446) Virginia 
state police officers instead of furnishing 
bond as at present would be permitted 
to furnish liability insurance policies as 
proof of their ability to respond in dam 
ages. 


the necessary protection in all cases that 
have come to its attention. 
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einsurance in EXCESS means 
direct dealings with principals in 
an American com pany which speaks 


the language of American insurance. 





Financial Statement 


AS OF DECEMBER 31, 1939 


ASSETS LIABILITIES 
Cash in Banks and in Office. . . . . $ 499,316.80 Reserve for Claims and Claim Expenses $1,200,939.79 
Additional Reserve for Claims and 
United States Government Claim Expenses 
Bonds. i Gapel otc 32 5 es hee (Non-admitted reinsurance) . . . 19,786.11 
Reserve for Unearned Premiums. . . 100,197.18 
Other Bonds mo i as 841,154.66 Additional Reserve for Unearned 
Premiums . 
Stocks, Preferred and Common =... $16,578.78 (Non-admitted reinsurance) . . . 17,820.00 
Commissions and Brokerage 
Due for Securities Sold . 2... 6. 77,893.58 (Including reserve for contingent 
commissions, net). : 63,813.08 
Mortgage Loans Other Liabilities 
. ine stim: ~] T; 5 7 . 5 
Unpaid Principal eile ae lk eee 20,950.00 (Including Estimate 1 Taxes) 179,684.15 
Reserve to re luce securities to quoted 
Onitsteiiien Dimebines Market Value as of December 31st, 
a af 1939... 56,115.40 
(Less than 90 days due) eas 213,221.55 . ore 7 
) 1.938,355.71 
Capital—Paid In. . . $755,095.00 
Accrued Interest on Investments... 18,097.70 apical vane Te ts ‘ vs 
Net Surplus. ... . 834,962.35 
Other Assets ee ee 17,454.01 SURPLUS TO ASSUREDS 1,590,057.35 
Total Admitted Assets... . . . $3,528,413.06 $3,528,413.06 


Vole. * Bonds and Stocks are valued in accordance with requirements of State of New York Insurance Department. 


Included above are 2,231 shares of stock of insurance companies carried at a book value of $52,031.05 for which no 
association value has been established. Securities carried at $890,219.88 in the above stz oe ment are deposited for 
purposes required by law or contract. 


The above balance sheet is only a condensed statement for comparative purposes. 
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INSURANCE COMPANY of AMERICA 
99 John Street, New York City 


Robert N. Rose, President 
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Ad Men Benefit by 2-Day Exchange of 
Ideas; Set Next Meeting Sept. 8-10 


Two full days of concentration on the latest ideas and trends in advertising and 
merchandising methods as applied to insurance gave those attending last week's 
meeting of the Insurance Advertising Conference new impetus and encouragement. 
The research show put on by March of Time, the Democracy address by Edward 
King, Hooper-Holmes Bureau and direct mail symposium were first day features 
particularly well liked. The demonstration of the Look Eye-Camera the next 


morning, the public relations talk at luncheon by Edward Bernays and the 
symposium in the afternoon rounded out a well balanced program. 


the experts” 


“stump 


As the meeting closed, President Raymond C. Dreher of the Boston and the 
Old Colony announced that the I. A. C. Fall meeting would be held September 8-10 


in Haddon Hall, Atlantic City, N. J. 


Program chairman for that meeting will be 


Clark W. Smitheman, Camden Fire, who did a conscientious job in program-building 


last week. 


Ashmead Lead-Off Man 

One of the most helpful sessions was 
that stawed by Jarvis Woolverton Mason, 
National Fire, under the keynote of “Ad 
vertising Is Selling.” Half a dozen fel 
lows joined him on the platform, each 
with his own particular subject to dis 
cuss, each limited to five minutes, fol 
lowing which the audience was invited 
to stump the experts. John Ashmead, 
Phoenix of Hartford, lead-off man, gave 
his experience on “Consumer House Or 
Sales Tool.” The Phoenix 
such a magazine, a 
fine-looking job in two colors, which at 
its height went to 75,000) with 1,147 
agents participating in the promotion 
fotal expense was $26,011, and direct re 
porting agents sent the home office $46, 
204 in new business in return for maga 
fines which cost $19,286 
Taylor on Cooperation With Credit Men 

In the IL A. C. Harold Ek. Taylor, 
American of Newark, is best known for 
his pioneering interest im cooperation 


vans as a 
experimented with 








Dr. Miller McClintock, authority on 
the auto accident problem and director, 
Traffic Audit Bureau, Inc., New York, 
was a guest speaker of the ad men. He 
delivered a thought-provoking talk, its 
keynote being: Reasons why those who 
are selling insurance should give special 
consideration to an accurate analysis of 
the automotive market. Next week’s is- 
sue will carry his views in detail. 








with credit men. For the past three 
vears he has been chairman of the in 
surance committee of the New Jersey 
Association of Credit Men; has done a 
fine job in bringing the two groups 
closer toeether. The new insurance an 
used by the credit men in 
insurance agents, was 
Tavlor's talk. His spe 
cific suggestions to the ad men: (1) try 
to get someone in your company to 
join a local credit association, and (2) try 
to interest the association in the insur 
ance analysis plan. This he has already 
done in his own company. Evidence of 
the growing interest is the fact that 
New Jersey Association of Underwriters 
has tormed a_ fact-finding committee, 
headed by Frank B. Heller of Newark 


F. S. Holt on Adv. Gadgets 


Pros and cons developed in the dis- 
sales tools, led 


alysis form, 
conjunction with 
featured in Mr 


cussion of gadgets as 


by FF. Sidney Holt, Aetna (Fire) He 
lamented the fact that present attitude 
of some company men toward gadgets 
such as calendars, memo pads, match 


books, was that they represented good 
advertising Mr. Holt maintained they 
should be regarded as only part of broad 
gauged program of public relations 
Many agreed that the good will value 
of calendars, particularly in the 
cannot be depreciated 

The talk of Jesse J. Haight, Hartford 


ad agency man, was well received as was 


schools, 


that of Leonard Raymond, direct mail 
expert 
Carlier on Educating Agents 
Harry V. Carlier, Northern Assur- 


ance, gave a ‘et of good thoughts on 
“= duc ating Agents to Use Advertising 
as a Sales Tool,” his chief point bein 
that no more than 50% of the agents are 
advertising-minded. He hoped the day 


Hungarian Ad Man Here 


Leopold Schénwald of Budapest, Hun 
vary, was an interested observer at the 
Insurance Ad Conference meeting last 
week in New York City. Mr. Schénwald 
is making a study of American insurance 
practices and, being an advertising man, 
he is particularly interested in sales pro- 
motion methods. His official connection 
in Budapest is as business and advertis 
ing manager of the Hungarian-Dutch 
Insurance Co. He is a member of the 
Hungarian Advertising Association and 
extended greetings from that organiza 
tion to the annual convention last June 
of the Advertising Federation of America. 


is fast coming 
will be 
place 


when company executives 
thoroughly sold on the definite 
advertising occupies in their sales 
programs President Dreher indicated 
that the conference’s merchandising re 
search committee was studying the sub 
ject of how to get 
material, their 
soon in booklet form 
fler, National Board, 
sion, said agents in 400 towns are now 
receiving their ad mats to be carried co- 
operatively in local newspapers. An in- 
formative exchange of experience on 
filling agents’ orders for 
led by H. FE. Taylor, 
cussion 


agents to use sales 
findings to be published 
Harry K. Schauf 
joining the discus 


closed this dis 


“Fear Motive” 

Edwin EF. Sterns, Travelers, gave the 
crowd the benefit of his views on the 
use of the “fear motive” in insurance ad- 
vertising, saying that it is not so ef 
fectual as the presentation of a pleasant 
affirmative picture He said the fear 
appeal was powerful if properly handled 
but its constant repetition leads to in 
effective advertising; it should be tem 
pered with reason, As to whether fear 
or security is the better selling tool Mr 
Sterns said 

“We know from certain tests that the 
fear appeal reduces the number of read 
ers of an advertisement. We know that 
people prefer to think of pleasant sub 
jects and dislike the troubles they en 
counter in life. Knowing this, we should 
tell the type of story the public prefers.” 

Introducing the theme of this sympo 
sium, Chairman Mason deplored ringing, 
rounded generalities such as “it pays to 
advertise” and “advertising builds good 
will.” He maintained that selling is the 
process of bringing a man around to your 
way of thought So is advertising. 
Therefore, advertising is selling, 

Haight Would Make Ads Cheerful 

Giving the light touch to 
was the theme of a talk by J. J. Haight, 
Wilson & Haight, Inc., Hartford, ad- 
vertising agency, before the I. A. C. 
meeting in New York March 1. The 
idea was introduced by an illustration 
of how difficult it is to make a dog 
take a capsule by trying to shove it 
down his throat, but how easy it is 
when the capsule is placed in some 
canned salmon, which the particular dog 
used for this illustration, is very fond 
of. Mr. Haight continued: 

“The light touch in advertising is 
nothing more nor less than concealing 
your sales story in a plate of canned 
salmon. Ever since the days of Sunny 
Jim) an increasing number of advertisers 
have found the light touch to be magic. 

“When it comes to advertising insur- 


Sterns on 


advertising 


sales material, 


C ‘ompanies Advised. 
To Tell Their Story 


BY ADV. AGENCY EXECUTIVE 


Emmett Conten ‘Sane Way Must Be 
Found to Head Off Distortion of 
Public’s Viewpoint by Critics 


A great advantage possessed by the 
insurance companies from the standpoint 
of the constructive educational adver- 
tising they should do, is their 64,000,000 
policyholders, said Emmett Corrigan, 
vice-president Albert Frank-Guenther 
Law Advertising Agency, to the Insur- 
ance Advertising Conference meeting in 
New York Feb. 29. “But,” he continued, 
“the church bell must be rung every 
Sunday and virtues are being twisted 
into vices by some people who are be- 
ginning to think in terms of Federal 
control of insurance.” 

1939 Advertising by Ins. Companies 

Indicative of the amount of advertis- 
ing done last year by insurance com- 
panies in all lines Mr, Corrigan pointed 
to figures published by Media Records, 
showing that seventy-eight insurance ad- 
vertisers in 1939 used approximately 2'4 
million lines of newspaper space, while 
sixty-six insurance advertisers, accord- 
ing to figures of Publishers Information 
Bureau, spent approximately $3,400,000 
in general magazines. These figures rep- 
resent the bulk of insurance space ad- 
vertising, he said. 

A comparison of these expenditures 
with those of other large advertisers 
gives food for thought, the speaker de- 
clared, Considering the vital importance 
of all kinds of insurance, and the huge 
investments at stake, as well as the ever 
increasing necessity for insurance com- 
panies to augment and hold public good 
will and to educate the public regarding 
the complexities of insurance, the 
amounts spent in consumer advertising 
by the insurance business is indeed 
small, 

He advised the insurance companies 
to take their own prescription: “Look 
upon advertising as the best kind of 
insurance to insure your insurance busi- 
The premium will be neglig ible in 
proportion to the protection.” 

Whole Story Not Told 

The present is a most opportune time 
to launch campaigns which will give the 
public the real story of insurance, Mr. 
Corrigan said. He pointed out that in- 
surance executives must make use of 
the same weapon as their critics employ 

the compelling force of public opinion 

to combat the notion that all the in- 
surance companies do is to sell insur- 
ance policies. “Insurance not only gives 
protection; it also provides the finan- 
cial sinews for industry and agriculture 
and, with the life insurance companies, 
the funds of the insured are invested 
so that they grow. By and large, the 
protection angle has been emphasized 
to the exclusion of the other two, which 
are integral parts of the whole idea of 
insurance. 

“Skepticism is growing but it has not 
yet assumed sizeable proportions. The 
average person is fairly well sold on 
private insurance, but it will take real 
effort to keep him sold, not on the 
idea of insurance, but on its adminis- 
tration by companies as the wisest form 
of conservation of his funds, for the 
dissatisfied are getting pretty vocal now. 
Stop the movement before it gets under 
way. Please don’t say ‘It Can’t Hap- 
pen Here!’ It has happened here.” 


ness. 


picture is a little different. 
light, perhaps even face- 
tious advertising, is not unknown to the 
insurance business, but is used less by 
insurance men than by almost any busi- 
ness or industry in America. There 
must be a reason for this, and, as far 
as I can make out, it springs from the 
belief that ‘swing’ in advertising is out 
of keeping with the serious nature of 
insurance. That is true; the two are 
not in keeping, which is exactly why | 
believe the light touch in advertising 
should be put to greater use.” 


ance, the 
The use of 
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Continental Casualty Holds Eastern 
Disability Division Convention 


First Department of Company to Earn Right to Hold Sales 
Meeting; 90 Leading Agents, Managers Attend; 
J. M. Smith Presides, Roy Tuchbreiter Speaks 


For the first time in its history the 
disability division of the ¢ ontinental Cas- 
ualty held a sales convention last Phurs- 
day at Hotel New Yorker, N. Y. It was 
an all-Eastern gathering bringing to- 
vether for good fellowship and an ex- 
change of ideas the leading disability 
managers and producers of this company 
in the East—about ninety in all. Their 
division specializes in hospitalization and 
wholesale A. & H. insurance, has pio- 
neered in taking forward-looking steps 
in accident insurance development, and 
has consistently been a money-maker for 
the company. 

J. M. Smith, superintendent of agents 
of the division, in welcoming the dele- 
vates pointed with justified pride to the 
fact that this was the first department 
of the Continental Casualty to have 
earned the right to hold a sales conven- 
tion. Enthusiastic and optimistic over 
the future of A. & H. insurance Mr. 
Smith’s choice as chairman was an ideal 
one. It was his honor to introduce as 
the first speaker Roy Tuchbreiter, first 
vice-president of the company, who had 
taken a day from his busy program at 
the home office to come on to New York 
for the meeting. 

Tuchbreiter Started Career as Agent 

His own initial sales work having been 
with the disability division Vice-Presi- 
dent Tuchbreiter felt thoroughly at home 
in giving his address. He said all the 
company’s best salesmen started out 
selling disability insurance and that this 
division of the company “made it pos- 
sible for Continental Casualty to be 
what it is today.” Indicative of the im- 
portance he puts in quality man power 
Mr. Tuchbreiter made this significant 
statement: “At certain stages of its 
career your department's sales slumped, 
and the romance and color in disability 
msurance sé emed to be lost. That was 
because temporarily the department 
lacked the right man power.” This led 
the speaker to pay tribute to Herman 
A. Behrens, chairman of the board, who 
started his career as a disability agent 
and who has always been keenly inter- 
ested in the growth of this department. 

Mr. Tuchbreiter also handed an orchid 
to “Mil Smith, a corking good mer- 
chandiser of insurance, who as Mr. 
Behrens’ choice, picked the disability 
division up by its bootstraps and made 
it what it is today.” The speaker’s big 
point was that Mil Smith’s job wasn’t 
done single-handed. He picked the right 
man power. In Mr. Tuchbreiter’s opin- 
ion “our agents are our most important 
asset.” 


Floyd Dull’s “Separator” Idea 

Floyd Dull, Continental's vice-presi- 
dent in charge of the Eastern depart- 
ment, next speaker, selected “Work and 
Future” as his topic and said: “If you 
do plenty of the former you will have 
much of the latter.” This was a play 
on words which the crowd enjoyed. 
They also appreciated his comment: 
“Every bit of our progress has been 
carved out of the rock of able man- 
agement.” Mr. Dull then sprung a new 
idea, that of the “Continental separator,” 
which, he said, would enable the agent 
to talk to himself and find out whether 
or not he was doing a good sales job. 
The separator is a device which clips 
on the nostrils and Mr, Dull demon- 
strated how it operated. His talk was 
short, witty and well received. 

Pioneers in the Spotlight 

Pioneers of Continental’s disability 
division had the floor for the rest of 
the morning and they included S. Z. 
Goodstein, Philadelphia; William Ford, 
Newark, N. J.; Eugene G. Adams, 


Washington, D. C., and Charles F. Joyce, 


Buffalo. Their addresses are reviewed 
elsewhere on this page and here are 
background facts about each of them: 

Samuel Z. Goodstein, nearly thirty- 
nine years in the disability business, 
prior to that a shoe salesman, was in- 
troduced as “head of the largest dis- 
ability insurance agency of the Conti- 
nental in the U. S. A.” Giving him 
credit for the idea behind the com- 
pany’s Golden anniversary policy Chair- 
man Smith paid tribute to Mr. Good- 
stein as a demon for work, prolific with 
and receptive to new ideas. A modest, 
almost retiring platform personality but 
with plenty of force. 

William Ford, thirty-three years with 
the Continental, has specialized through- 
out that period on disability insurance. 
Stationed in Newark, N. J. for twenty- 
eight years, he is prominent civicly, a 
former New Jersey district governor of 
Kiwanis International. For years he has 
discovered, hired and trained men to 
sell disability insurance, has participated 
in its growth from a small experimental 
business of a few companies scattered 
over wide territory to the outstanding 
public service it is rendering today. 


Adams and Joyce 


Eugene G. Adams celebrated his thir- 
tieth anniversary as a Continental rep- 
resentative last year. He started as a 
salaried branch office manager but like 
a number of other leading producers of 
the company, gave up that job and be- 
came a successful agent on a commis- 
sion basis. Mr. Adams today is a 
partner in Johnson & Adams, Washing- 
ton, D. C. agency, which is regarded 
by many as the largest A. & H. writing 
office in the nation’s capital. Mr. Adams’ 
son, Tinsley, who was graduated from 
Princeton last June, is off to a good 
start in the agency as a full time pro- 
ducer. 


Charles F. Joyce, proud of his forty 


years in the A. & H. business, runs a 
large multiple line agency in Buffalo, 
maintaining fifty-eight employes and 
representing all departments of the Con- 
tinental Casualty. He joined the com- 
pany twenty-two years ago this month. 
Disability insurance, little known in 
those days, required salesmen with per- 
sonality, courage and faith. Mr. Joyce 
has all three of these qualities, Chairman 
Smith said in introducing him. 

“Youngsters” Hold Stage in P.M. 

The younger men in Continental’s 
sales ranks held the stage at the after- 
noon session, the program featuring the 
following: J. F. Welch, Eastern super- 
visor, disability division, who developed 
the partnership idea in his talk, and 
who gave able assistance to Chairman 
Smith in the smooth running of the 
convention. Mr. Welch, a Colgate Uni- 
versity graduate, was a bond salesman 
before joining Continental. 

John Brodie, C.L.U., connected with 
the 87-year old Root & Boyd, Inc. agency 
of Waterbury, Conn., came there in 
1932 as a life underwriter fresh from 
college. A comparatively small volume 
of accident insurance was being written 
then by the agency but its life depart- 
ment had been profitable for twenty-five 
years. Merchandising of insurance on a 
mass basis interested Mr. Brodie as 
carly as 1936 and he soon discovered 
that Waterbury, an industrial town of 
100,000 population, was a “naturat” for 
the sale of wholesale sickness and acci- 
dent insurance. 

C. D. Malcolm, partner in the agency 
firm of J. C. Bradley & Son, Inc. of 
Bridgeport, Conn., which was established 
in 1894, is a newcomer to the disability 
field. When he joined the agency in 
1935 he found 95% of its business to be 
in three lines—fire, automobile and com- 
pensation. For the next several years 
fire and auto rates steadily declined and 
to make up this loss in income the firm 
gradually worked its way into the gen- 
eral lines field. But almost every new 
order, he explained, meant a lost cus- 
tomer for some other agent. So Mr. 
Malcolm and his partner hit upon A. & 
H. insurance as a line which could be 
sold without cxcessive competition, one 
which would open doors for other lines. 
Writing their first franchise disability 
policy in July, 1938, they now regard 


this line as the most profitable in the 


agency. 
John F. 


| Leibig, right hand man to 
S. Z. Goodstein in running his Phila- 


Both Veterans and Youngsters in 
Disability Insurance Selling Give Ideas 


No angle to the successful writing of 
disability insurance (hospitalization and 
wholesale A. & H.) was overlooked in 
the addresses made last Thursday in 
New York City at the first all-Eastern 
convention of Continental Casualty’s dis- 
ability division. Merchandising ideas 
were much in evidence; hard, intelli- 
gently planned work held to be_ the 
biggest factor in selling success. Con- 
fidence in one’s self was considered 
paramount. 

Hard Work Goodstein’s Motto 

Topping the list of pioneer agents of 
the company who have built up success- 
ful organizations is Samuel Z. Goodstein 
of Philadelphia, the first speaker, who 
described confidence as the “mainspring 
in the scheme of selling.” Among other 
essential qualities in a good salesman 
he listed natural ability, concentration 
on the proper type of prospects, a well 
planned sales program and most im- 
portant of all, willingness to work. That 
Mr. Goodstein has himself demonstrated 
throughout his career. 

Ford Treats Compulsory Health Ins. 

The contribution of William Ford, 
Newark, N. J., to the convention was 
an analysis of compulsory health insur- 
ance plans and the so-called non-profit 
hospital service plans. He said compul- 
sory insurance has no place in American 
life, told of the experience under such 


plans in England and Germany. Ap- 
proximately 19 million people in Great 
sritain are covered under the plan and 
all those earning under $1,250 a year 
must be insured when they reach 16 
years of age. He showed his dislike for 
the “panel doctor” system used in 
3ritain. As to Germany, in the fifty 
years’ operation of its plan the annual 
loss from sickness has increased from 
5% to 28 days. In the U. S. A. the loss 
has remained the same, 6% days for 
twenty-five years. A significant conclu- 
sion drawn from both the English and 
German systems by Mr. Ford was the 
encouragement for the individual to 
malinger. 
Wagner Health Bill 

The speaker turned his attention to 
the Wagner health bill, which is ex- 
pected to be reported out of committee 
early in this session of Congress, and 
said that contrary to general opinion 
the bill does not require sickness insur- 
ance. He explained: 

“It proposes Federal aid to assist states in 
setting up regimented systems of general medi- 
cal care, public health, maternal and child care 
and some form of disability insurance. It is 
planned that eventually all of the states will 
come into line and then we will have 48 state 
systems similar to unemployment insurance. 

“Under such a ee it is estimated that ap- 
proximately 90% ot our people would be eligible 
to come under its benefits. I am basing this 
estimate on the suggested proposal to eliminate 

(Continued on Page 40) 





Moffett Studi 
ROY TUCHBREITER 


Made quick trip from Chicago 
to attend 


delphia agency, has long been recog- 
nized as one of Continental's best-posted 
producers who personally does a_ big 


business in addition to directing the ef- 
forts of others. Past president of the 
Philadelphia Accident & Health Asso- 
ciation, Mr. Leibig was recently selected 
to head its special A. & H. Week com- 
mittee for the 1940 sales drive. His 
message to the convention, reviewed in 
another column, was rated as one of 
the best. 


Chairman Smith Closes Session 


The afternoon session came to a fitting 
close with Chairman Smith’s talk “Your 
Business and Mine,” helpfully analyzing 
the work done in the field. Offering sug- 
gestions for improvement Mr. Smith 
discussed lapses and said a conservation 
department is being set up; he also 
urged that more letters and suggestions 
be put into agent’s hands, that adver- 
tising circular material be pepped up 
and welcomed suggestions from the field 
in so doing. 

Mr. Smith sees the A. & H. business 
entering a new era of prosperity, greatly 
helped by newspaper publicity given to 
various New Deal health and sickness 
schemes. “Maybe they didn’t intend to 
help sell A. & H. insurance but they 
have,” the speaker maintained. Topping 
the list as an A. & salesman he put 
President Roosevelt. “It is good sales 
ammunition for us when he talks about 
the need for new hospitals or more 
doctors. I’m not afraid of the Govern- 
ment going into our business as it is 
not going to happen for a long time to 
come—if ever,” Mr. Smith declared. 

Appropriately in closing the session, 
home office and Eastern department of- 
ficials were introduced including Har- 
low G. Brown, Eastern resident vice- 
president; and from Chicago: D. W 
McFall, Armand Sommer, P. G. Korn, 
George Fitzsimmons and Fred Whitley 
Good fellowship with no speech-making 
reigned at the banquet that evening. 
Two special guests were Charles B 
Coulbourn, deputy insurance commis- 
sioner of Virginia, who is now on an 
examination assignment in the Pruden- 
tial’s home office; and M. O. Doolittle, 
vice-president, Empire State Mutual 
Life of Jamestown, N. Y 


CHINESE AGENT ATTENDS 

One of the convention’s interesting 
agent personalities was a Chinese pro- 
ducer, Harry Davis Haw of Boston, 
who specializes in selling insurance to 
his countrymen. He joined Continental 
Casualty last September after six years 
as a hosiery salesman and a short time 
in the laundry business. Mr. Haw is a 
graduate of Fresno, Calif., Technical 
High School and of Lingnam University 
in Canton, China. 
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those individuals above the $3,000 annual in 


came level 

The speaker predicted that the Wag- 
ner plan would leave the able physician 
in private practice taking care of 10% 
of the people. The remaining 90% will 
be paying premiums for inferior service 
and have little or nothing left to defray 
the cost of a private physician, if neces- 
sary. “Such a plan would entail the 
building of a bureaucracy with a per- 
sonnel even larger than any other gov- 
ernment department. The administrative 
cost would be tremendous.” 

Non-Profit Hospital Plans 

As to the non-profit hospital service 
plans Mr. Ford said they were con- 
ceived to render a much needed service 
to a section of the public unable to pay 
the full price for this service. But he 
declared that most of the men identified 
with these plans were “devoid of actual 
disability underwriting experience or 
training.” The result, he said, has been 
confusion, mistakes, retrenchments. A 
few stock companies have tried to com- 
pete with these — plans but others 
wisely refused to be stampeded into ac- 
tion. Among them was Continental Cas- 
ualty, and Mr. Ford was glad to point 
to the foresight, courage and patience of 
its management in facing this situation 
squarely. An exhaustive nationwide 
study determined its correct course and 
the results—in the sale of its franchise 
hospital plan—have been satisfactory to 
date. 

Adams Views Young Man’s Problem 

Eugene G. Adams, Johnson & Adams, 
Washington, D. C., devoted his talk to 
the problems faced by young men to- 
day in getting off to a good start. He 
sympathized with their predicament, 
said that they have seen with their own 
eyes fundamental changes in our peo- 
ples’ attitude toward life. “These young 
men have never known a business day 
when government seemed _ entirely 
friendly to business. Intended or not, 
the atmosphere during the past seven 
years has seemed charged with suspicion 
of business and hostility to business men 
on the part of the government,” Mr. 
Adams declared. 

Turning to the brighter side of the 
picture the speaker said that the very 
presence at the convention of so many 
young men is evidence “that you have 
not succumbed to these discouragements. 
The fact that you had the initiative to 
find yourselves a job in a vocation call- 
ing for optimism and industry in our 
great business proves that you are made 
of stuff that we have come to think of 
as characteristic of the American spirit.” 
In this connection Mr. Adams paid trib- 
ute to Mil Smith, “a young man who 
had his chance and vision when skies 
were darkest, had the courage to de- 
velop a sound idea, to make good.” 

Joyce Worked in Railroad Yards 

Chas. F. Joyce, Buffalo, pioneered forty 
years ago in disability insurance. He 
told the convention he started out sell- 
ing the old $1 a month industrial acci- 
dent insurance, canvassing the railroad 
yards, nursing his business along, With 
the growth of accident insurance Mr. 
Joyce’s sales grew larger. Today his 
agency is one of the largest in the Con- 
tinental Casualty—doing a multiple line 
business. Featured in his inspirational 
talk was the fact that disability insur- 
ance offers a new agent a better chance 
for success than almost any other line. 

Welch on Partners in Progress 

J. F. Welch, Eastern supervisor, New 
York office, depic ted the company’s dis- 
ability division as “a partnership of 
progress between company and agents.” 
The company has provided not only the 
product but necessary merchandising 
methods to make it sell. These methods 
are first tested in the field before being 
released. He made clear that the agents’ 
problems are the company’s and that 
working together “we find the solution. 
In this cooperative interchange of ideas 
between home office agency men and 
producers both sides profit. You are 
working with us—not for us—for a com- 


J. P. ULLMAN YACHTING CAPTAIN 


Washington, D.C. Agent Smiles at Turn- 
downs; Claim Checks, Personally 
Delivered, One of His Sales Aids 
Joseph Ullman, an agent in John- 
son & Adams o Washington, D.C., 
member of the Honor Producers Club 
in the Continental Casualty, was given 
the floor in the morning session. Full 
of sales ideas, he said the A. & H. 
agent’s job is to build up such a sales 
interest in the policy he offers that 
people will actually “take it away from 
us.” His technique: to ask a prospect 
for his opinion on a particular type of 
policy; to smile at turndowns and try 
to turn them to advantage. He is 100% 
sincere at all times. One of his most 
effective sales helps are claim letters 
received from satisfied policyholders. He 
personally delivers claim checks. “This 
human interest close-up of accident in- 
surance in action breaks down indiffer- 

ence,” he maintains. 

Mr. Ullman’s motto is “the fellow that 
sees the most people, sells the most in- 
surance.” But he believes in recreation 
and outside of business is a captain in 
the United States Power Squadron, Inc., 
owns a fine yaclit. 


mon end.” Mr. Welch was glad to pay 
tribute to the good supervisory work of 
two men in the New York office—Robert 
Keane and Harold Palmiter. 


Brodie: Life Man Looks at Disability 
John Brodie, Root & Boyd, general 
agents of the company in Waterbury, 
Conn., pictured a life man’s view of dis- 
ability insurance and it looks mighty 
good to him. Before taking on the Con- 
tinental‘s disability division his agency 
tried to develop salary savings business. 
The results of three days’ work in a 
manufacturing concern showed how hard 
it was to sell. But returning to the 
same client with franchise A. & H. he 
wrote more than 200 apps. in three days 
compared with the five written in the 
same time on the salary savings plan. 
This experience convinced Root & 
Boyd that franchise business was fertile 
field for solicitation. An important fac- 
tor is the public consciousness of the 
need for “wages” insurance, due to gov- 
ernmental participation in social secur- 
ity, unemployment insurance, and the 
current hospital insurance demand. Mr. 
Brodie predicted an unprecedented de- 
mand for sickness, accident and hospital- 
ization benefits and said that “we stand 
on the threshold of a tremendous period 


of expansion.” 


ey Experiences in Bridgeport 


. D. Malcolm, partner in J. C. Brad- 
ae & Son, Inc., Bridgeport, Conn., gave 
a heart-warming endorsement to the dis- 
ability franchise plan which his agency 
turned to when rates and volume in 
other lines declined a few years ago. At 
first skeptical of the results he and his 
partner decided to give the plan a fair 
trial. The first sales were made in the 
office of a friendly textile manufacturer 
employing women in a seasonal opera- 
tion. Harold Palmiter of Continental’s 
New York office was on hand for the 
solicitation. Out of 200 people inter- 
viewed sixteen were sold. Malcolm re- 
garded that as a bad start but learned 
that low paid or seasonal operations do 
not make good prospects. The next case 
was a metal worker with 600 male em- 
ployes, and with the aid of Messrs. Pal- 
miter and Welch more than 400 policies 
were sold. Giving further experiences 
the speaker said: 

“We use a short form letter in mailing pol- 
icies, containing a few words of welcome to our 
organization, offering our service facilities and 
a suggestion that we be considered for other 
lines. The letter has had a fine reception and 
has brought some good general business. Two 
weeks ago we resolicited a case, interviewed 
160 women and sold only two, but while there 
we picked up three automobile and two fire lines 
from people that we had sold on our first solici- 
tation and to whom we had paid small claims. 

“We have increased our acquaintance with 
the employes of our manufacturing accounts to 
the extent that we have several friends at court 





when a matter of insurance policy comes up 
for discussion. Our income from manufacturers 
for whom we had already written all lines has 
heen considerably increased by installation of 


franchise. Hundreds of new prospects are ob- 
tained among employes whom we circularize by 
direct mail. Our base of operation has been 
broadened by contacting people that we could 
have met in no other way. 

“Our shrinkage of income on account of rate 
reductions in automobile and fire lines has been 
replaced from an entirely new source and we 
believe that hour for hour expended, franchise 
disability is the most profitable line in our 
office. Finally we have learned a new business 
which we believe will play an important part in 
the future development of our office. Incidently 
because of what we have learned we started a 
drive on a $5 automobile accident policy October 
1, 1939 and to date have sold 500. 


Head table per- 
sonalities at the 
banquet: Standing, 
left to right: J. F. 
Welch, Eastern 
agency supervisor; 
George Fitzsim- 
mons, home office 
agency secretary. 
Sitting, left to 
right: J. M. Smith, 
superintendent of 
agents, disability 
division; P. G. 
Korn, chief claim 
adjuster, same divi- 
sion, home office. 


HONOR J. M. SMITH IN MARCH 


The month of March has a dual sales 
purpose in the disability division of 
Continental Casualty. A production cam- 
paign is under way in which agents by 
their performance will qualify for mem- 
bership in the 1940 Honor Producers 
Club. In addition the month marks the 
personal birthday of Superintendent of 
Agents J. M. Smith, and a large vol- 
ume of apps. will be a tribute to him. 
Co-Presidents of the honor club are 
Herman Weiniger, general agent in 
Newark, N. J., and August Kern, Jr, 
St. Louis. 


A. & H. Markets Enumerated by 
Leibig; Gives Sales ‘Technique 


One of the best talks of the conven- 
tion was that of John Leibig, manager, 
\. & H. department of S. Z. Goodstein 
& Co, Philadelphia. Impressed with 
the need for sickness insurance Mr. 
Leibig started out with the thought-pro- 
voking statement: “Free hospitals are 
still available but there are no free 
wrocery stores or butcher shops in 
America today. Therefore there is a 
definite and continuous demand for A. & 
H. insurance. The individual purchaser 
of A. & H. is not only the cream of the 
insurance business but the backbone of 
every large agency. Let’s take a look 
at the market.” 

The speaker first mentioned children, 
then the housewife, pointing out that 
the most dangerous place is often the 
home. That’s the sales argument to 
use, and housewives are good moral 
risks, in Mr. Leibig’s opinion. Employed 
female risks come next in his lineup of 
prospects and they are subjected to 
every selling argument and recognize 
the need for protection more than the 
men who sell them. 


Tradesmen the Real Field 

The real field for prospects, however, 
is the tradesman and the service trades. 
Mr. Leibig declared this class to be a 
veritable gold mine for the old-time can- 
vassing agent—a prospect who is easily 
reached, employed, and generally speak- 
ing a good moral risk. Professional 
men he described as “the cream of them 
all.” He has no compensation, no un- 
employment, no social security; he can- 
not be a member of a group. He is 
truly the “forgotten man. 

This review of the market proved to 
the speaker that Continental and other 
large A. & H. writing companies have 
a policy to fit every eligible man, woman 
and child. But, he warned, your com- 
pany cannot produce your prospects or 
put the words in your mouth that will 
influence the prospect to buy. 


Opening Sentences That Click 
The speaker wondered what kind of 
an opening sentence the agent should 


give to a prospect. Ineffective is this 
type of an opener: srother, do you 
want to buy sickness and accident ben- 
efit insurance?” But at least you said 
something. You didn’t stutter. 

\ few samples of opening sentences 
that should click were given: My friend, 
does your company have any benefit for 
disabled employes ? 

Does your employer pay your wages 
when you are sick? I can provide the 
same thing this way——. 

Mr. Employer, have you any objec- 
tion to making your — eligible 
in a fine Group plan of A. & H. insur- 
ance? 

The Lapsation Problem 

Mr. Leibig spoke his mind frankly on 
premium collections and lapsations. He 
said: “The company can’t collect your 
premiums, When a man signs an ap- 
plication he expects to pay the premium. 
Why should you hesitate to ask him for 
the money? Lapses in my opinion con- 
stitute the only point of indictment on 
which the politicians can criticize us. 
If your lapse ratio is over 10% you may 
be working all year and still show a 
decrease. If a man lapses a policy we 
want to know why. We want the policy 
back. 

“We write a letter to the policyholder 
telling him that he may have enjoyed 
accumulated values, or that he may 
have an age change, or he may have 
some benefits not written today. If the 
letter doesn’t work we phone him and 
if that is unsuccessful, we make a per- 
sonal call. Our language has changed. 
An agent is an enrollment supervisor. 
A policy a membership certificate, a 
waiver an endorsement. Premiums are 
dues. Monthly indemnity are benefits. 
We never reject them, They simply are 
not eligible. We don’t write them up— 
we let them join.” 

Mr. Leibig closed by emphasizing that 
“continuation of income during sickness 
is a ‘must’ factor in our economic life. 
The companies and agents who recog- 


nize this trend face the greatest expan- 
sion in A. & H. history.” 
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¢. A. Sholl Chairman of 
Columbus Convention 


NAT’L GATHERING NEXT JUNE 5-7 





President Cornett Names E. W. Welton 
as Assistant to Chairman; Outstand- 
ing A. & H. Event Planned 
The opening gun in connection with 
the annual meeting ot the National Ac- 
cident & Health Association, set for 
June 5-7 in Columbus, Ohio, was_fired 
when President W. B. Cornett (Loyal 
Protective) named C. A. Sholl, Presi- 
dent, Ohio Accident & Health Associa- 





C. A. SHOLL 


tion, and president, Globe Casualty, as 


general chairman. Mr. Sholl will be 
assisted by E. W. Welton, chairman, 
executive committee, Ohio Accident & 
Health Association and state manager 
Business Men’s Assurance. All three 
hail from Columbus. 

The National Association plans to 
bring to Columbus the largest group of 
A. & H. insurance men ever assembled. 
Home Office executives, general agents, 
managers and producers are expected. 

The afternoon of the first day a golf 
tournament is scheduled. Thursday, June 
6, and Friday, June 7, will be devoted 
to the business sessions which will em- 
brace all phases of the accident and 
health business. The emphasis will be 
on sales promotion. The entire lobby 
of the Deshler Hotel is being reserved 
for display purposes. 


Chairman Sholl’s Career 


Chairman Sholl’s first vocation was 
that of teaching school for several years. 
After that he worked as assistant cash- 
ler and teller in a bank, then in the 
purchasing department of the State of 
Ohio making purchases for state insti- 
tutions. His first insurance work was 
in selling life insurance. Later he was 
regional supervisor of agencies between 
Pittsburgh and St. Louis comprising five 
States for the Columbian National Life 
of Boston. He then became state man- 
ager in Ohio for Monarch Life of 
Springfield, Mass. For the past four 
years Mr. Sholl has been president and 
general manager of the Globe Casualty 
writing A. & H. and hospitalization. 


TO CONFER IN MINNEAPOLIS 

Harold R. Gordon, executive secre- 
tary, Health & Accident Underwriters 
Conference, is expected in Minneapolis 
this month to discuss with local members 
of the conference the plans for the 
annual meeting in that city in June. 
HP Skoglund, president, North Ameri- 
can Life & Casualty, Minneapolis, is 
general chairman on arrangements. 





F. T. Corby Leaves New York 
For Conkling, Price & Webb 


F. T. Corby, who has been manager 
of A. & H. in Phoenix Indemnity’s 
downtown New York office since 1938, 
has resigned this post to join the Chi- 
cago agency firm of Conkling, Price & 
Webb. He will establish and manage a 
new personal accident department in 
their brokers’ office and is already on 
the job. A graduate of Hamilton  Uni- 
versity in 1930, Mr. Corby’s first post 


was with the Royal Indemnity as an 
A. & H. claims investigator and ad- 
juster. He joined the London Guarantee 


and Phoenix Indemnity in 1935 as a 
home office underwriter and after three 
years’ experience in this position was 
assigned to management of the Phoenix 
downtown N. Y. business in A. & H. 

Prior to Mr. Corby’s arrival in Chi- 
cago the accident department of Conk- 
ling, Price & Webb was in charge of 
L. J. Carpenter, a veteran in the agency’s 
service, who also managed the burglary 
department. From now on he will de- 
vote his entire time to burglary and 
plate glass. 


MAKING MEMBERSHIP PLANS 

O” cers and members of the executive 
committee in the recently organized Bos- 
ton Accident & Health Association, met 
February 27 to arrange a form of invi- 
tation for prospective members. Henry 
B. Fowler, general agent General Acci- 
dent, reported as chairman of the ex- 
ecutive committee. He outlined plans 
for immediate membership to comprise 
men in responsible positions in Boston 
home offices, also general agents and 
managers of casualty companies with 
Boston offices. Memberships will soon 
be announced from a number of home 
offices. 


Two Non-Profit Groups 
Licensed in New York 


UTICA AND BUFFALO METHODS 





First Ignores Amount of Subscriber's 
Income, Second Does Opposite, 


On Payroll Basis 


Licenses have been issued to two non- 
profit medical indemnity corporations, 
one in Utica and one in Buffalo. The 
Utica plan, known as Medical & Surgi- 
cal Care, Inc., is sponsored by physi- 
cians, surgeons and osteopaths of Oneida 
County. Dr. F. M. Miller of Utica is 
President. The Western New York 
Medical Plan, Inc., of Buffalo, operat- 
ing in eight counties, has Dr. Harvey P. 
Hoffman as its president. 

Two plans are offered by the Utica 
corporation, both being available to all 
gainfully employed persons and _ their 
dependents, regardless of income. Re- 
sponses to a questionnaire sent to 50,000 
persons aided in the make-up of these 
plans. The corporation will be liable 
up to $225 in any contract year for one 
person; $325 for two persons and $425 
for any three or more persons in the 
same family, no one person, however, 
to receive benefits in excess of $225. 


Deductible Feature 


The first plan will 
have the physician, surgeon or osteopath in the 


entitle the subscriber to 


home, at his office or in a hospital. The first 
$6 of the expense of illness, examination and 
treatment per family each year is paid by the 
subscriber. The expense of the first two calls 
on the subscriber or dependents in each illness 
made at any place other than a hospital will 
also be borne by the subscriber. 

Under the second plan a subscriber must be 
hospitalized and must pay the first $10 a year 
of the expense of illness, examination and treat- 
The corporation’s maximum 


ment per family. 


liability under both plans is the same but there 

are some differences in the allowances with re 

spect to specific coverages. 
The premiums to be paid by subscribers un 


der the first plan are $16.80 a year for the 
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tion of the Preferred. 


The Preferred Accident has throughout its 55-year 
career built up and maintained a progressive staff 
of agents in all parts of the country with whom its 
relationship has been friendly and mutually profitable. 


The cornstone of the Preferred’s success has been 
gradual, steady growth, the emphasis... being on 
careful underwriting in both field and home office, 
and a policy of claim settlements that builds good 
will among policyholders. 


That agents appreciate this program in its broad 
aspects is indicated by their long time representa- 
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THE PREFERRED ACCIDENT 
INSURANCE COMPANY 


of New York 
80 MAIDEN LANE, NEW YORK 


Edwin B. Ackerman, President 








WANTED 


A & H Man, under 35, for Home Office 
post A & H sales promotion. At least 
two years A & H sales experience. 
Excellent future. Write in confidence 
giving experience, reference, personal 
history. Box 1373, The Eastern Under- 
writer, 94 Fulton St., New York. 














subscriber; $13.80 for the 
spouse and each child from 16 through 18 
years; and $8.40 for all children in the family 
from ages 1 to 16, regardless of number. 


gainfully employed 


$9.60 a year for 
$9 for the 
from 16 


The rates under Plan 2 are 
subscriber; 
spouse and dependent child 
through 18 $7.20 for all 
from 1 to 16, regardless of number. 


Western New York Plan 
Under the Buffalo plan the contracts 
will be offered to groups of subscribers 
on a payroll deduction basis and an in- 
come limit or “ceiling” is fixed by the 
plan. There will be the following three 
classes of membership: 


A—Individual subscriber 


the gainfully employed 
each 


years; and children 


for persons with an 


annual income of $1,800 or less; B—Subscriber 


and one dependent—with a total annual income 


of $2,500 or less; C—Subscriber and family 


19 yrs. old)—with a total an 


nual income of $3,000 or less. The individual 
’ 


(children under 


subscriber will pay an annual premium of $18 
and will be entitled to coverage up to $200 in 
any one year; the premium for the subscriber 
and one dependent will be $27 a year, with 
coverage up to $300; and the premium for the 
entire family except children over 18 will be 
$36 a year, with coverage up to $400. In the 
case of the family contract it is a single lump 
sum charge of $36, regardless of the number 


of dependents. 
Entire Bill Paid 
This plan includes medical cases whether at 


tended at the 
in the hospital. The corporation pays the en 


home, at the doctor’s office or 


tire bill up to the contract limitation where 


the patient is hospitalized. The same is true of 
non-surgical medical cases, except that with re- 
spect to the first $20 of service half is paid 
by the corporation and the other half by the 
subscriber. 

Neither the Buffalo nor the Utica plan 
restricts the benefits to a limited list of 
coverages. Persons with certain diseases, 
such as cancer, will be rejected as sub- 
scribers, but, with only a few excep- 
tions, there are no exclusions for any 
illness ailment or treatment having its 
inception after one becomes a_ sub 
scriber. In both plans maternity care, 
X-ray, allergy, physiotherapy, anaesthe- 
sia and laboratory are included with the 
surgical and medical services 


BEHM SUCCEEDS CORBY 





Assigned to Phoenix Ind. A, & H. Post 
Downtown N. Y.; D. G: Parker 
Joins Home Office Staff 
Warren Behm is successor to F. T 
Corby, resigned, as A. & H. manager in 
the downtown New York office of Phoe- 
with the 


nix Indemnity. He has been 


Phoenix-London Guarantee companies 
for the past year and a half as an un 
derwriter at the home office. Before 
that he spent more than nine years with 
the Commercial Casualty and Metropoli 
tan Casualty in their home office A. & 
H. department. 

Donald G. Parker has just joined 
Phoenix Indemnity’s home office A. & 
H. underwriting staff to do the work 
previously handled by Mr. Behm. He 
comes from the Travelers and will serve 


under Stuart Duffield, manager of the 
Phoenix A. & H. department. A Wes- 
leyan University graduate, Mr. Parker 


did well in both athletics and scholastic 
studies in college. 


ROBERT E. BISHOP WED 
Robert Edward Bishop, Essex Fells, 
Y. J., and Miss Gloria Florence Kasse- 
baum, East Orange, were married Feb- 
ruary 22. Mr. Bishop is with the Pre- 
ferred Accident, New York. 
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Telephone Approach to A. & H. Sales 


By Henry R. Adelmann, 


Insurance Broker, 


1 am convineed that the telephone 
offers the easiest way to reach a pros 
pect, arouse his interest, and vet to see 
him. My reasons for making this state 
ment are as tollow 

1. The telephone comes first-—-in my 


office, in and everywhere else 


Chink of the 


yours, 


interviews you've had in 








Henry R. Adelmann 


Che author of this article, a 
ful producer of A. & H. and lite insur 


SUCCEEDS 


sale s 





ance, Was a recent speaker at the 
educational lecture meeting February 27 
of the Aecident & Health Club of New 
York There Mr. Adelmann spoke on 
‘Telephone Cold) Canvassing,” and his 
article on this page is a detailed deserip 
tion of the technique he uses in getting 
an interview via the telephone Out of 
every ten call o made he wets five 
mnterviews 
terrupted by the telephone When the 
phone rings, it gets answered in a hurry, 
by the man wanted 

: Phe telephone has been Iiehly pet 
fected Anyone whose yvorce repisters 
favorably with prospects can get good 
results, simply by being himselt \ tele 
phone is like a strange dog: show fear, 
and it will bark and snarl; take it as a 
matter of course, and it becomes com 
pletely triendly 

3 rhe telephone conversation has a 
technique all its own, You must con 


duct the conversation in) your. most 
pleasing manner for there’s only a seant 
half-inch between your prospect and a 
dead wire 
Approach Technique 

Let’s analyze the technique of cold 
canvass selling via the telephone ap 
proach trom start to finish. Beginning 
with the salesman’s worst hurdle—that 
sweet, attractive younge miss who ereets 
the callers and answers the phone: she’s 


paid to separate the wheat trom the 


chalt—tine 


customers from the salesmen 

In most business houses she will answet 
the phone something lke this 

Operator “Vanderbilt ix hyuv fiyuy 
hundred 

Salesman “Mr, Herbert Jone please.”’ 

Operator “Who's calling him please 

Salesman “Mr. Adelmann.” 


and then my 
But often as not 


Sometimes it stops there, 
prospect is on the wire 


she'll go turther, like this 

Operator “Mer Adelmann of where, please 

Salesman “Henry R. Adelma (And it 
she wants to add “Co.” or “Inc.” to my name, 
1 have no objections.) 

At this point most operators stop, feel 


But 
continue 


best 
and 


done thei 
persistent 


ing they've some 


oft them are 


Operator “Does he know what it’s about 
or “In reference to what, please 

Salesman “It's a personal call 

In more than two years at this sort 
of thing, | have found about three oper 
ators willing to intringe on the privacy 
of “Herbert Jones.” And if they don't 


stop here, | d It 


saves time 


A Workable Sales Story 


But by now Mr. Jones is patiently 
waiting to find out who his caller is, 
and what he wants. What the sales 


on must reflect his 
cannot be one per 
and an entirely dif 


man says trom here 
own personality. He 
son on the phone 


New 


York City 


ferent one when he calls. It doesn't 
work that way But here is one story 
that works tor me; 

Mr. Jones, this is Henry Adelmann.” (No 
matter if the operator has told lim my name; 
| repeat it anyway.) 

"Yes, Mr. Adelmann,.” 

“Mr. Jones, your name was suggested to me, 
ind ft thought Ud telephone you first rather 
than barge in there any old time.” 

"What's it about?” 

“Well, Mr. Jones, my business ts tmsurance, 
ut E’'m not selling life insurance Phere’s been 
i new plan on the market but a short time 
that seems to fit your circumstances perfectly. 
I'd like your permission to tell you about it, 
it a time that suits your convenience.” 

From here on it's anybody's game. | 
make my approach on accident tnsur- 
anee, and you'll find most companies 
writing accident insurance have some 
contract that is distinetly new. It’s up 
to me to determine whether it fits the 
prospects apparent needs 1 find it’s 


well to have some additional information 
thout the man other than his name and 
occupation, for the rest of the phone 


conversation usually builds itself around 
that information. Many a home-owner 
would be interested in a plan that, for 
the cost of a ton or so of coal, would 
pay the interest, amortization, taxes, and 
other running expenses of his home at 
any time an accident him from 
work 


keeps 


Steady Customers From Phone Calls 

\s to how much to tell the prospect 
about the intended subject, | make it 
just enough to get the appointment. In 


one case alter my introductory talk, the 
prospect simply said, “When do you 
want to come in?” We made a date, 
and in two years’ time, I’ve written nine 
or ten policies of one kind or another 
in his office In another case, | went 
to my prospect's office immediately after 


the phone conversation and in less than 


ten minutes walked out with the signed 
application. Although these cases were 
extremes, they show the possibilities. 
The first man knew nothing at all of 


my story—the second 
even to the amount of the pre 
mitm. A sample policy backing up my 
statements clinched the sale 


knew the whole 
story 


Five Interviews From Every 10 Calls 


What about results Let’s leave that 
in terms of actual interviews only, A 
vood telephone man may be a rotten 


but a good salesman can with 
practice become a good tele- 

Leaving out those calls in 
which the prospect was not in or in 
which he was no longer connected with 
the firm, my results have steadily been 
five interviews out of ten calls. That 
percentage would be even higher if | 
struggled tor a chance just to see the 
and say “hello.” But that’s not 
my objective. | want an honest-to-gosh 
interview, with my prospect sufficiently 
interested to sit down and listen to what 
| have to say It takes more time that 


salesman, 
very little 
phone man 


han 


way, but it’s worth it 

Once | had put this idea of telephone 
approach into effect, | was agreeably 
surprised at the change it made in my 
actual sales talk when | met the man. 
There’s a certain aura of importance 
that a prospect attaches to the fact 
that I've wasted neither his time nor 
my own. Instead | have called for an 
appointment, making a time when he’s 
most apt to be free. My diction has 
improved—the telephone is an unruly 


I found myself 
smaller words. 
telephone is a 


servant in that respect. 
shorter sentences, 
minutes on the 


using 
Three 


HAYS WITH CONTINENTAL 
Manager New York Metropolitan De- 
partment; in Insurance Since 1931 
In Various Capacities 
George R. Hays, Jr., is now engaged 
in his new work as manager of the New 
York metropolitan department, Conti- 
nental Casualty and the National Cas- 
ualty. The New York office of the two 
companies, embracing the eastern and 
metropolitan departments, is under the 
executive supervision of Vice-President 
Floyd N. Dull. Assisting him and in 
charge of production is Resident Vice- 

President Harlow G. Brown. 

Already occupying four full floors of 
the Best Building at 75 Fulton Street, 
the company has taken over another 
floor which is undergoing alterations. 
This additional space will enable it to 
complete its program in New York for 
the operation of a complete depart 
mental unit with all functions similar 
to those of its home office in Chicago. 

Mr. Hays used to be production man 


aver in New York for Maryland Cas- 
ualty, in which position he did excep 
tionally well. He is a native of Arkan 


Vanderbilt University, 
and in 1925 received an ap- 
to the United States Military 


sas, attended 
Nashville, 


pointment 


Academy at West Point. After gradua 
tion he served in the Army and joined 
the Home of New York in 1931) as 
special agent in its New York metro- 
politan department. In 1934 he joined 
the Royal Indemnity as special agent 
and later became manager of the boiler 


and machinery department of 
Casualty. 


Maryland 
In 1937 he was made manager 


of the agency and production depart 
ment of Maryland Casualty in) New 
York City, 


EUROPEAN GENERAL STRONG 


Statement Made by United States 
Manager Haff Shows Company 
Possessing Large Resources 
The United States branch of the 
European General Reinsurance Co., Ltd., 
London, presents a picture of financial 
stability in its annual statement for 1939, 
Admitted assets are shown at $22,325,506 
against $22,323,756 in 1938. Among the 
assets are listed the following bond 
items: Government $6,382,445, municipal 
$204,H9, railroad $2,391,991, public utility 
$2,057,912, miscellaneous $112,632. The 
total of those bond items is $11,149,431. 
Cash in banks and office is $6,378,478. 
Liabilities amounting to $17,325,506 are 
composed as follows: Reserve for 
(other than liability) $3,759433; reserve 
for losses (liability and compensation) 
$5,439,478; reserve for unearned pre 
miums $4,847,217; reserve for commis 
sions $1,735,683; reserve for taxes and 
other expenses $410,423; mortgage in 
vestment reserve $50,000; special reserve 

$1,083,271. 

Deposit capital is 
over liabilities and deposit capital $3,- 
950,000, making the surplus to policy- 
holders $5,000,000. The company does a 


losses 


$1,050,000, surplus 


casualty, fidelity and surety reinsurance 
business. Theodore L. Haft is United 
States manager. 


MERCHANTS INDEMNITY GROWS 


Financial Statement for December 31, 
1939, Shows Increases Over 
Last Two Years 
Merchants Indemnity Corp., New York 
has reported its financial condition De- 
cember 31, 1939 as: Assets $3,255,H6, 
unearned premiums $352,121, losses pay- 


able $623,650, taxes, etc. $77,901, capital 
$1,000,000, surplus to policyholders 
$2,201,774. 


The assets showed a substantial in 


crease from $2,769,583 in 1938 and $2,- 
540,811 in 1937. Policyholders’ surplus 
also made a good gain, from $1,711,132 


in 1938 and $1,523,811 in 1937. 

Heading the company are Alden C. 
Noble, chairman of the board, and 
Alfred A. Moser, president. 





has cut down 
interview is 
promise that I'll 


long time, and practice 
my interview time. An 
often granted on the 
be brief. 


1 live up to those promises. 
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ow Sons of Travelers 


Agents at H. O. School 


Family succession seems to have played 
an important part in the enrollment of 
the class attending the current session 
of the Travelers’ home office school for 
casualty agents. Several of the students 
are sons of fathers who represent the 
company in various communities. They 
include: 

William A. Rinehart, Jr., a star of last 
year’s dalle of Virginia football 
team, whose father is of the City Mort- 
gage & Insurance Co., Charlottesville, 
Va. C. Barton Myers, the son of P' 
Barton Myers of Barton Myers Co, 
twenty-year-old agency at Dayton, 0. 
Robert W. Goodwin, the son of Stewart 
W. Goodwin of Norway, Me., who some 
years ago acquired the Freeland A, 
Howe agency, one of the first to rep- 
resent the Travelers, more than seventy- 
five years ago. 


Philip A. Voorhees is the son of A, 
H. Voorhees, who represents the com- 
pany at Bayhead, N. J. Charles A. Bro- 


dine is the son of G. A. Brodine, who 
for more than thirty years has conducted 
Travelers agency at Rockford, Ill. J, 


Carroll Kay’s father is J. J. Kay of 
Kidelity Insurance agency at Detroit, 
Mich., founded in 1879. 


EXCESS OF AMERICA GAINS 


Company Closed 1939 with Assets, Sur- 
plus and Unearned Premium Reserve 
All Stronger; In Liquid Position 

Excess Insurance Co, of 
which Robert N. Rose is president, re- 
ports for 1939 that increases were made 
in total assets, surplus and = unearned 
premium reserve, Assets at the year-end 
were $3,528413 against $3,291,403 the 
vear previous. Among the assets are 
listed cash in banks and office $499,316; 
United States Government bonds $1,023,- 
745; other bonds $841,154. The total of 
those three items is $2,364,217 and the 
total liabilities are only $1,938,356. 

On the liability side the company set 
up the following reserves: For claims 
and claim expense $1,220,726; for un- 
earned premiums $418,017; commissions 
and brokerage $63,813; other liabilities 


America, of 


$179,684; to reduce securities to market 
value $56,115. Capital paid in is $755,095 


and surplus to assureds $1,590,057. 


Kemper’s Company Had 


More Income Last Year 


Earnings, premium income, 
plus and dividends paid to policyholders 
of the (American) Lumbermens Mutual 
Casualty Co. of Hlinois reached an all- 
time high in 1939 and thus maintained 
the uninterrupted record of growth the 
company has established since 1912, says 
James S. Kemper, president 

Earnings amounted to $6,408,042, an 
increase of $624,975. Net premiums writ- 
ten were $27,458,306, a gain of $546,627; 
assets $38,073,226, up $3,901,248, and net 
surplus $5,000,000, an increase of $331,946. 
Dividends paid to policyholders were 
$4,781,726, an increase of $35,841. 


Says Big Bill 


(Continued from Page 17) 
dle of it some plaster fell) from the 
ceiling and injured six persons.” 

I asked Mr. Page if there had been 
any claims as a result of dancing during 
the five-year period. He said there were 
427, which cost the Travelers $33,501 

“What has happened in the claim world 
since the jitterbug craze got going full 
speed?” T asked Mr. Page. 

“T'll look it up and let you know,” he 
answered. 

Pursuing the inquiry I wanted to knoy 


assets, sur- 


if the Travelers would pay a claim if 4 
jitterbug, 22 years old, threw his art 
out of joint or broke an ankle durin 
a floor spasm. 

“You ask the claim department that 
yourself,” he responded. “I think you 
have enough material for a story as 
it is.” 











